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“Americas Universal Plier” 
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Wherever You Go— , 
You See Kraeuter Pliers 


N the tool boxes of innumerable motor cars, in thou- 
cands of factories, repair shops and garages, you will 
find Kraeuter Pliers. 


You won't have to ask if they’re Kraeuter’s! You can = 
tell by their graceful, business-like design—by their a 
sharp, unbroken teeth—by their clean cut workman- - = 
ship—and by the distinctive design on their handles. ea 


Dealers will find the Kraeuter line profitable— 
and EASY TO SELL 


KRAEUTER & COMPANY oer) 


Established 1860 Newark, N. J. ge aes 
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Should Be In Every Hardware Man’s Library 














Saunders Norvell 


Mr. Norvell has grown up with 
the Hardware Industry from stage 
coach days to Pullmans. The rise of 
great business houses, and the passing 
of men who have made hardware his- 
tory have been personal experiences in 
his life. In a forceful, yet intensely 
human way, Mr. Norvell has woven 
into this story thrills, romance, the 
descriptive power of a great novel and 
a fund of fine hardware merchandising 
principles. It is a human story of a 
very human individual and a chronicle 
of 40 developing years of the Hard- 
ware Trade. 











HARDWARE AGE 





T is filled with human and interesting reading for you. 
“Forty Years of Hardware” will be highly prized in your 
—] library and give many happy evenings with its romance 
of the business that is YOURS. 





In a forceful, yet human way, Mr. Norvell has woven into the 
story of his business life thrills, romance, the descriptive power 
of a great novel and a fund of splendid merchandising principles. 
It is a human story of a very human individual. Stock boy—travel- 
ing salesman—sales manager—executive—president of a nationally 
known hardware jobbing company—what an experience—what a 
background for “Forty Years of Hardware.” 


“Forty Years of Hardware” is not a one month, nor a one year 
book. Hardware men will know it as a romance that draws them 
back—always—to re-read parts, or the whole, or for its fine busi- 
ness philosophy. 


This is the kind of book to place in the hands of your son or 
employees. It instills the history, tradition, romance and methods 
of the business to which you are devoting your efforts. Nothing 
more helpful for them has ever been written. One well known 
company has ordered sixty-five copies for their sales force. 


Advance orders already call for several hundred copies. The 
edition may not be large enough to supply late orders. A second 
edition will not be printed for months, if at all. Do not chance 
being disappointed. 


$3.00 per COPY ORDER AT ONCE 


It stands alone—the most intensely human chronicle of the 
hardware business ever written. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 


September 18, 1924 
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That Will Make Money for You 


G Bin Pyrex “Experts Book on Better Cooking” is a notable contri- 
bution to better cooking. It was prepared by Alice Bradley, Prin- 
cipal of Fannie Farmer’s School of Cookery at Boston—one of the 
most famous cooking schools in the country. 


You cannot put this book in the hands of any woman without creating 
a desire for more Pyrex Transparent Oven Ware. 


This book will be mailed free of charge to the best customers of any 
dealer who will give us their names and addresses. The books will be 


sent with the compliments of the dealer giving the names so that he will 
get the full benefit. 


Below 1s a blank for a list of 10 names and addresses. Fill in 
the names of your PYREX prospects and we will mail the 
book promptly. 


NOTE: Write plainly below, the names of your best Pyrex Customers. Be sure and 
take the greatest care in selecting ONLY the names of those persons who would be 
most interested in Pyrex. 





NAME ADDRESS 
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Dealer’s Name: 


Address: 








Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 


World’s Largest Makers of Technical Glassware 
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Put your window on the job 


A forceful, concentrated window dis- 
play is one of the most energetic sales- 
men you canemploy. Dedicate it to one 
idea, treat this in a big, smashing way 
and it will hail every passer-by with the 
strongest selling force ever discovered 
—the power of suggestion. The above is 
an illustration of how the Warner Hard- 
ware Company, of Minneapolis, regis- 
tered a knockout. 


Summer is over! People are flocking 
back from vacations. Homes are being 
reconditioned for winter. It is open 
season for overhauling bells and buzzers 
and equipping them with new batteries. 


Right now is the time to put in a 
Columbia Eveready Battery window 
display. Make it an all-battery window. 
Concentrate the idea. Fill your window 
full of Columbias. Put in window cards 






Columbia 
Dry Batteries 


~they last longer 





suggesting new Columbia Eveready 
Batteries for bells, buzzers, burglar 
alarms, ignition and radio. 


We have prepared a wonderful line 
of display material. A postal card to us 
will bring you a generous supply. Start 
planning that window now. But first of 
all, be sure you are well stocked with 
Columbias. Look over your stock. If 
it isn’t up to scratch, get an order in to 
your jobber ‘marked “For Immediate 
Delivery.” 


Quick, easy sales, good profits are 
waiting. Window salesmanship will 
win them. Order Columbia Eveready 
Batteries from your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON CO., INC. 


New York—San Francisco 
Canadian National Carbon Co., Limited, Toronto, Ont. 





Columbia 
Hot Shot 
Batteries 
contain 4, 
5 or6cells 
in a neat 
water- 
proof steel 
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Atkins SilverSteel Saws 


70 My Fellow Hardware Dealers” 








SEATTLE MAN WINS! 


F. A. CHAFFEE \: 
With 
THE WM. M. CURTISS CO. 
Seattle, Wash. 


Notice particularly what Mr. Chaffee states about the 
business policy of our concern. We are very glad that 
he feels this way and we know there are hundreds of 
others like him. We do our utmost to serve both the 
dealer and user. If our product is not right we want to 
know it. This is the attitude we take in our business 
transactions. 

Have you sent us a letter for our contest? If not do 
so at once. Our only requirements are that the letter be 
written on the stationery of the dealer with whom you 
are connected and that this dealer handles Atkins Saws. 


HIS LETTER 


E. C. Atkins & Co., 
Indianapolis, Ind. 
Dear Sirs: 


Your letter at hand requesting that I set forth in a letter some of the reasons why I like to handle 
“Atkins Saws.” 


In reply will say there are several very good reasons. First I believe they are the best obtainable 
for the money, second I believe there are none bet‘er at any price. I like them because my trade likes 
them and saw sales are easily made. Saw users are particularly well pleased with the hang of them, 
while others enthuse over the finish and the taper grinding. But the part that appeals most to me is 


the business policy of the Atkins Company. I find it much easier to get satisfactory adjustment than 
from any other saw makers I do business with. 


The Wm. M. Curtiss Co. 
F. A. Chaffee 


A FEW POINTERS ON 
ATKINS JUNIOR MECHANIC SAW 


Don’t forget you are going | to need some Atkins Junior Mechanic Saws for your Christmas trade. 








The wise dealer is j 
ordering them now for delivery in November. This is a practical saw for both the household and boy users. Made in 20- 

inch length, 9 points only, straight or skew back, blade taper ground, highly polished, full carved Beech ‘handle. Packed in 

attractive individual boxes. 


E. C. ATKINS & COMPANY 
Established 1857 


2 Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
i Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
4 BRANCHES: 
Atlanta Memphis — New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W 


ATRINS ALWAYS ABMEAD"’ A" 
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Original Samson— 
Ball Bearing Chuck Bit Brace. 


Made in two styles; five sizes. 


All Pexto Products are designed and manu- 
factured with the idea of giving real lasting 
service to the user. 


Give your customers service and you have 
their good will. 


It has been said that “Good Will is the dis- 
position of the pleased customer to return to 
the place where he has been well treated.” 


Write for Catalogue No. 20 


The Peck, Stow & Wilcox Co. 


Southington, Conn., U. S. A. 
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Extra 
Strength 
Means 
Extra Sales 


A mechanic can go into any 
store and buy a wrench of ordi- 
nary strength. But when they 
want extra strength, they go to 
a MORCO dealer. For MORCO 
Stillson Wrenches have an extra 
capacity for punishment. Every 
part is made tough and strong 
and then extra strength is added 
where the wear and tear comes. 
That is why MORCO dealers are 
finding ready sales and satisfied 
customers. 








e 


Whether its a 6” or a 48’, the 
same super-strength exists in 
MORCO construction. 


THIS MARK IS YOUR GUIDE 
IN GETTING THE BEST 


MOORE DROP FORGI NG CO. 
Sprin¢field, Mass.USA 


MORCO 


STILLSON WRENCH 
THE ORIGINAL STILLSON PATTERN PIPE WRENCH 








New York Office Chicago Office London Office Paris Office Brussels Office 
74-76 Murray St. 34 N. Clinton St. 27-28 Anning St., E. C. 18 Rue Corbeau 30-34 Rue Locquenghien 
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in your win- 


dow Or CaSe€ you are showing Saws 


that are unequalled, not only for their attractive 


appearance, but their quality as well. 


When you display 
Simonds Blue Ribbon 


Hand Saws 


Every 


They are 
Simonds Blue Ribbon Saw is guaranteed. 


made of exceptionally high grade steel which 


takes and holds an edge 


longer. 


te for dealers’ discounts. 
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Now is the Time 
to Order Them 


This is the houshold size 

(10-inch) Walworth Still- 

son in its special Christ- 
mas Gift Box 


WALWORTH 


Stillson 












For Later Delivery 





order of Christmas Stillsons. Your 


[x time to start thinking about your 
Walworth distributor has them 


ready for you now. But you can suit 
your own convenience on the delivery 
date—anytime this month or next. 


This popular Christmas gift package will 
be more widely advertised this year than ever 
before. There’s success in it for every hard- 
ware dealer who sells ‘“‘gifts of utility.”’ 


WALWORTH MFG. CO., Boston, Mass. 
Sales Units and Distributors in All Principal Cities 
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When you buy 


This guarantee is at- 
tached to every coil of 
H. & A. ‘‘Blue Heart’’ 
Manila Rope—a pro- 
tection when you buy 
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As you sell 


Rope with the ‘“‘ Blue 
Heart’’ marker in the 
center between the 
strands, yourcustomers 


best rope 


; Zt “if they ever bought. That 
SEES as 4 / means satisfied cus- 
oni aes tomers for you 


Two risks you can avoid in 
handling rope 


Ordinary rope, as you know, may look 
and feel better than it is. There are many 
grades even of manila fibre that can be 
spun into “‘manila rope.” 


But you can know exactly what you’re 
buying and selling when you handle 
H. & A. “Blue Heart”? Manila. Our 
guarantee means that you get rope spun 
from specially selected pure manila fibre, 
and made with the highest skill. 


The blue thread marker running in 
the center between the strands of H.& A. 


Manila means quality to your cus- 
tomers; it brings them back season after 
season. 

When you buy, when you sell, you 
take no risk with H. & A. “‘Blue Heart” 
Manila. 

Where high grade sisal rope is wanted 
sell the best—H. & A. ‘‘Red Heart” Sisal 
Rope—spun from selected sisal fibre by 


' the same skilled rope makers. 


Build apermanent rope business in your 
territory with the famous.H. & A. brands. 





cut by insects. 





H. & A. “Star Brand” Binder Twine 


evenly spun from the best fibres, is of full yardage, ample strength, . 
and is used from coast to coast by farmers who claim it is never 








The Hooven & Allison Company 
““Spinners of Fine Cordage since 1869’’ 
XENIA, OHIO 


MILLS: 
Cincinnati, Ohio 
Xenia, Ohio 





MILLS: 
North Kansas City, Mo. 
Covington, Ky. 
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rt”Manila Rope 


© 1924. ; 
The Hooven & Allison \-O+ 
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Phere is a big. bcsnisiaes in 
hi St heres grinders—pro- 
» viding you handle the new 
Carborundum line 


f HE new Carborundum Niagara and | 
4 JE Blue Knight models are the jf 
a machines that are making sales rec- | 
pords in the hand-power field. 


ea | 
a They are the strongest, stur- rs 

| 

: 


j= diest grinders of their type 
\ . that have ever been offered 


€ 
: ra to your patrons. 


Every machine is carefully constructed— ff — 
dust and oil proof main castings—mallee ff 
able handlesandclamps—re-enforcedmain ff ™ 
bearings—pinions and shafts groundtoa_ | 

fit—the gears accurately cut. 


| 
Every machine is carefully assembled nicely 
finished and of course, equipped with a_ | 
genuine Carborundum Wheel. : 


The Niagara models are the better grade 
machines—the Blue Knight models meet 
the demand for the low price grinder. 


With the full Carborundum line you have 
a stock to meet all demands of the shop 
mechanic, the carpenter, garage man and 


the householder. 


Suppose you send for complete information, prices, discounts 
Deliveries immediate from us or your jobber 


The Carborundum Company 


Niagara Falls, N. Y., U.S.A. 


New York, Chicago, Boston, Philadelphia, Cleveland, Detroit, Cincinnati 
Pittsburgh, Milwaukee, Grand Rapids 
Canadian Carborundum Company, Ltd., Niagara Falls, Ont. 
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KEYSTONE 


Comes Stee’ 


KEYSTONE 
Copper Steel 


gives lasting and satisfactory service for builders 
and all uses in the hardware field. The railroads 
purchased over 50,000 tons of Keystone Sheets 
for new car construction during the first twelve 
weeks of this year, because of its excellence. 


if . 
Black and Galvanized Sheets 
and Roofing Tin Plates 


Superior in Rust-resistance 





This is your protection 
mark. Look for it on 
all sheet metal products 








The destructive enemy of sheet metal is 
rust. It is a well established fact that an 
alloy of copper gives to Steel Sheets and 
Tin Plates the maximum of rust-resistance. 
Keystone Copper Steel is unequaled for 
roofing, siding, spouting, gutters, culverts, 
and all construction work. It assures roofs 
and sheet metal work that will 
withstand the ravages of fire, 
wear and weather. Shall we send 
proofs from actual service tests? 
We manufacture Steel Sheets 





and Tin Plates specially adapted to the re- 
quirements of the hardware and builders 
supply trades: Black Sheets, Special Sheets, 
Apollo and Apollo-Keystone Galvanized 
Sheets, Corrugated Sheets, Formed Roof- 
ings and Siding Products, Roofing Tin 
Plates, Bright Tin Plate, Black Plate, etc. 
Sold by leading metal mer- 
chants. Our products represent 
the highest standards of quality 
and utility. Write for quota- 
tions, and “Testimony” booklet. 





American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 








1) IE ae CR ERR ARE 


DISTRICT SALES OFFICES :————=— SSS = 





Chicago Cincinnati Denver Detroit New Orleans New York p hiladelphi L Pittsburgh 
Export Representatives: Unitep States Steet Propucts Company, a ew ny 
Pacific Coast Representatives: Unitep States Steet Propucts Company, San Francisc , Lo p yn Portland, Seattle 





St. Louis 
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Machine Screws 
Stove Bolts 
Tire Bolts 
























































American Screw Co. 
PROVIDENCE RI, 
WESTERN DEPOT 


225 WEST RANDOLPH ST., CHICAGO, ILL. 
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Sell a Sargent Padlock to every 
customer who owns a car 


SARGENT Cylinder Padlocks 
afford protection for garages, 
Spare tires and tool-boxes which 
is as certain as that provided by 
the Sargent Cylinder Locks on 
the front doors of your custom- 
ers’ homes. Go after motorists in 
your neighborhood with the 
Sargent Cylinder Padlock. Ex- 
plain its operating principles. 
Show that twisting or prying 
will not open it. Sell them on the 
fact that here is insurance against 
burglary which needs no renewal. 
It’s just the kind of a padlock 
motorists want and can afford to 
buy. Made in several sizes, all 


in demand and profitable too! 

Sargent Subcylinder Padlocks 
are lower priced yet remarkably 
strong and dependable. You 
should sell them along with the 
cylinder type for use on cellar 
doors and windows, tool-houses, 
closets and chests of valuables. 

A convenient display panel 
with special assortment of twelve 
padlocks is being used by many 
merchants with much success. 
Interesting folders for counter 
and mailing use are furnished 
free. Our Co-operative Advertis- 
ing Service Booklet will also be 
sent upon request. 


SARGENT & COMPANY, Aardware Manufacturers 


New Haven, Conn. 


New York: 92-98 Centre St. 


Cuicaco: 221-223 W. Randolph St. 
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GRAY-WICK 


SCREEN WIRE CLOTH 


Dull Finish—Multiple Coat 


Galvanized After Weaving 
Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 
with other makes. 


12 Mesh, No. 33 guage each way 
14 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 

No. 34 guage warp 
18 Mesh, No. 34 guage filler 

No. 34 guage warp 


Our other Brands Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier v 

Wickwire Bronze 


Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE* BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 


INCORPORATED 1892 
































































































































































































































































































































































































































= 
— 


a om 
on an 
pha 
ah ab 








one 














a S > & 


















































——— 






















































































Ssecesecess 





ph ee 4h + + 
 SSesssesres 














































































































++ 44-4 +4 4-4 > 4-4-4 6 4 


pe} bh eh + 4 4-4 44 4 4 

































































































































































>+>-+-+-4-—>-+-+ 49-44-44 

















a ee ae oN ea we i ee 


September 18, 1924 HARDWARE AGE 17 


eA ee ‘Sle Ce. Chee eee - ~ PO a i 

e : fe Ke eo a or os pee . 7 * ome. “ie — ». a SP: ; - 

pai P e # c Ls ‘ as “al Rico ae aaa 3 — 7 So Sagar. “oo _ a ol > “ 3 % 
BE a4 " bane nes ee eee bal aa et See ieee ; et et i ot : 

ae ‘fA . 

: > 


























Ba thn Eas as Ae a 


TY ADORE its MS ee Seay te 





VIII 


. ee 
Nin tn 
~Se 


h . 
X \ a ~ . *s 
» ra ~ eon 
~ ee —< 
x ~ ee 2 
~~ ~ ° 
a 
an . 
eee > 
eel X . 
——_ a 


ee 





‘ 





6 aise rte 
ay 
me 
has 
nat 


eReason Jor the Guarantee 


Dealers:—When you sell Columbian Tape-Marked Pure Manila Rope, you are 
giving your customers the kind of Rope you would buy for your personal use if you 
wanted a genuine dependable Rope. 








This Rope is manufactured in the mammoth mills, illustrated above, from pure 
ie} manila fibre and by expert rope makers. It is the result of a concentrated effort to pro- 
? duce the best Rope which men, materials and machines can produce, and the enviable 
‘a. record of Columbian Tape-Marked Rope proves conclusively that this effort has been 
i successful. 
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Because of the confidence in its well made and proven dependable product, the Co- 
J lumbian Rope Company has placed its signed guarantee in the very Rope itself. It is 
A the well known red, white and blue Tape-Marker, which can be found in one strand 
throughout the entire length of every Columbian Tape-Marked Rope. 
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In buying or selling look for this Tape-Marker. Write for literature regarding Co- 
lumbian Products and the name of our nearest distributor. 
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Columbian Rope Company 


352-80 Genesee Street 
Auburn, “‘The Cordage City’ N. Y. 
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You Should Have This WINDOW DISPLAY! 


COs big Advertising Campaign now under way in 5 


leading Farm Periodicals is urging 4 million farmers 


. 


to discard worn out lanterns and buy new ones. 


A window showing of Dietz Lanterns now will prove both 
timely and profitable, particularly as we are prepared to 
furnish you with a most attractive new Display that compels 
attention and sells lanterns. 


All you have to do is to fill in the Coupon and the Display 
will be forwarded promptly without charge. Do it today! 


R. E. DIETZ COMPANY, NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


S- Cut Out the Coupon and Mail Before You Forget It 


R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
Please send us Without Charge One Dietz Window Display. 
Name 9 esecceec ees «< 

.. Address 
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That Coupon 
Brings this 
Carton 


The Carton Makes 
Quick Sales ON SIGHT 


This is the greatest sharpener you ever saw. There is not 
another like it on the market today. 

The twin sharpening wheels sharpen everything, and it re- 
quires no skill to operate—simply turn the handle. 

Every home, farm and shopin your community needs a 


Sharpit. They all know they need it, and the moment they, 


see Sharpit they will recognize it as the sharpener they have 
been waiting for. 

Sharpit sharpens straight edges, beveled edges, curved edges, 
and even sharpens scissors. There is nothing about it to get 
out of order and it is so simple, a child can work it. That is 
what makes it different—and that is what makes it sell. 


You don’t have to give a long sales talk on Sharpit to sell it. 


Scissor 
Guide 





Sharpening 
points self. 
adjusting 





welernmee) 
knife-take 
Sharpit to 
adatom saree 


Sharpens Sharpens 
your can- . any kind 
opener so | Rauliaree 
casily! | CA \ \ aynrece 





Bh HHeHeHeeeHEREHeHeHeeEeneE » 
hehehe x a a= a mm. 


(FILL IN SPACES WITH INK AND MAIL FOR QUICK DELIVERY) 


\Dazey Churn & Mfg. Co., 4301 Warne Ave., St. Louis, Mo. 


‘“ 
«Gentlemen:- Please ship us one self-selling display carton of Six — 
\._ Sharpits, at the price of Six [$6} Dollars for Six, F. O. B. | 
™ . jobber’s warehouse or St. Louis. Retail price $1.50 each. 


‘Bill us through 
\ 


at Once! 


Put it out where people can see it and they are sure to buy it. 


Study these pictures. They tell the story, and every keen 
dealer will see the sales possibilities at once. 


Don’t wait until your trade buys a Sharpit elsewhere. Order 
at least a trial carton of 6 immediately and start your sales 
and profits now. 


Sharpit is Made by deo Makers of Dazey Churns 


There isn’t a dealer in the country but knows about Dazey 
Churns and their high quality and ready sale. The same high 
quality and perfection of manufacture characterizes Sharpit. 


Like the Dazey Churn, it is sold only through the jobber 
and dealer, so you may order with a feeling of full security. 


Sharpit Retails for $1.50 


and your profit, Mr. Dealer, is50% on cost. 

It is packed in a beautiful, attractive box, 

and only six Sharpits to the display carton. 

The carton makes an eye-catching counter 
display that will draw a cus- 
tomer like a magnet and invar- 
iably produces a sale. 
Sharpit weighs one pound, is 
5% inches high, base and 
frame cast in one piece of heavy 
cast iron, and is attractive in 
appearance. Twin sharpening 
discs are made of genuine 
corundum. 


More than 2,000 sold by one 
dealer in St. Louis in a short 
time—that’s proof Sharpit will 
sell and sell quick. Order the 
trial carton at once and prove to 
yourself that Sharpit will sell. 





Sharpit 
keeps the 
ice pick 
sharp,too! 


Sharpens 
a sickle in 
just a few 
seconds! 











The dealer who sells ordinary churns 


is like one who throws a boomerang 


and then turns his back . . . It may 
strike the mark and it may not. 





When you sell a Dazey Churn, it’s a sure 
hit and then some. Not only will the pur- 
chaser thank you but tell all her friends. 


But whoever heard anyone going around brag- 


ging about an ordinary churn? 


When you sell a Dazey Churn, it’s different, 
because it makes more and better butter in an 
easier and quicker way, and it’s worth talking 


about. 


That’s why more than 2,000,000 Dazey 


Churns have been sold so far. 


This year many thousand more will be sold, 
so be sure to get your share. 


Dazey Churns are sold only. through 
dealers and jobbers 


Your jobber has the stock and your customers are waiting. 


When they see a Dazey Churn, they’ll buy. 


Plan now to get your share by writing us for free sales helps, such as 
finely illustrated and colored folders, booklets, counter and iale dis- 
plays. These will help to bigger churn sales and profits. 


DAZEY CHURN & MFG. CO. 
Carter and Warne Aves. : : : St. Louis, Mo. 
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What do you tell him? 


When your customer says: 


“How do you know M. onarch is better?” 


Your customer does appreciate and is guided in 
many instances by your advice. If, however, you 
back your statements by actual proof, he is per- 
manently sold. 


Monarch 100% Pure Paint hides the surface better, goes 
farther and lasts longer because it contains only pure car- 
bonate of lead, pure oxide of zinc, pure linseed oil, pure 
colors in oil and turpentine drier. Proof of these facts 
and the folly of adulteration or substitution, so commonly 
practiced in paints, is made unusually plain for your 
customer by the Martin-Senour Demonstration Method, 
which you and your clerks show him. 


Let us show you the way to domination of the paint 
business in your community. 


Gse MARTIN-SENOUR Go. 


PIONEERS OF PURE PAINT 
CHICAGO: LINCOLN-NEW YORK: LOS ANGELES-SAN FRANCISCO 


Dominant Dozen 


Each Specialty a Leader in 
Its Particular Field 


Senour’s Floor Paint 

New-Tone Flat Wall Paint 

Wood-Var Color Varnish 

Red School House Paint 

Martin’s 100% Pure Var- 
nishes 


— Ground Colors in 


il 
Kolor-Brite Enamel 
Oil Stain 
Motor Car Enamel 
Porch and Deck Paint 
Screen Enamel 
Wagon and Tractor Paint | 








[] 1. Send us, without cost, Demonstration Case. 
[] 2. Tell us if Exclusive Agency Franchise for this city is still available. 


Dealer’s Name 





Street Address 





City 








nonce 





Here’s the Answer 
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. 1807 REFLECTOFLAD 
rablished | 
REFLECTC FLAT y GeoD. WETHERILL 6&.Co. INC. | i | J | 
Co pact i a FLO oR. £ DECK ENAMEL Nine feet long 
e aI 18 in. wid 
a i READY MIXED PAINT 7 | | i) oe in. wide 


ED. PHILADELPHIA PA. 


U1 Ll 1} | i lii a ie 3 62 in. high 
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This is the biggest sales idea that has ever come into the paint busi- 
ness. It makes painting possible to every one who wants to paint but 
Jacks the immediate funds. It opens up thousands of paint jobs and 
paint customers. To alert dealers in exclusive territories it brings 


an opportunity unsurpassed. 


Tf you are interested in increased business you will want to know all 
the facts—you ought to know them. Find out what other successful 
Wetherill dealers have accomplished. Learn all about the Wetherill 
Budget Plan. Be the Wetherill Dealer in your city. Territories are 
being allotted fast. Don’t wait to write. Wire for the Wetherill 
Dealer Proposition in your city today. 


Geo. D. Wetherill & Co. 
Incorporated 
Philadelphia, Pa. 


Boston Pittsburgh Memphis 
Paint and Varnish makers since 1807 


Quality Paints and Varnishes Backed by Tangible Sales IDEAS—Quick Turnovers— 


and Contented Customers. 
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U Lamdeat Deal Phopesttian. €. 61” 


Pratt & Lambert Varnish Products are 
used by painters, specified by architects and 
sold by leading paint and hardware dealers. 


Color card, and sample panel finished with surface and 
“67” with names of P&L dealers in your oll Beaty 
vicinity will be gladly sent you on request. 


Pratt & Lampert-Inc., 114 Tonawanda St., Buffalo, N.Y. In Canada, 29Ccurtwright St., Bridgeburg, Ontario. 


PRATT G LAMBERT VARNISH PRODUCTS 
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A Good Sales-Suggestion from Mrs. Miller 


OU have a lot of women customers who 

own cars. And women, even more than 
men, are mighty keen about keeping their 
cars looking smart and new. Sowhy shouldn’t 
women, as well as men, paint their motor 
cars themselves? 


Here’s the experience Mrs. Laura T. 

Miller* had in refinishing her car with 

Valspar-Enamel. She writes: “It is so 

little trouble to apply that it’s a joy to use 

it! I used less than a quart of black Enamel 

7 to do the whole body, fenders and top. And 
: it looks fine!” 


Any careful man or woman can apply 
Valspar-Enamels—they flow freely from the 
brush and spread evenly: They level smooth- 
ly, leaving no brush marks. 





*Oswego, Illinois 


Valspar-Enamels are made of Valspar 
Varnish plus finely ground colors. They are 
astonishingly durable, withstand the action 


of gasoline, oil, and alkalies, and because of 


their toughness they are not easily scratched. 
Boiling water from the radiator, rain or mud 
—none of these can dim their lustre. 


Valspar-Enamels are made in twelve beau- 
tiful colors, any two or more of which may 
be mixed to give any other desired shade. 


Hardly a person passes your store who 
hasn’t some use for Valspar-Enamels—on 
automobiles, furniture, floors and woodwork 
of all kinds. So give them a prominent dis- 
play and they will make sales for you. And 
don’t forget to recommend them to your 
customers—especially for automobiles. 


\ 





mit 


VALENTINE’S 


VALSPAR 


ENAME L 





ESTABLISHED 1832 


London Paris Amsterdam 


W. P. FULLER & CO., Agents for Pacific Coast 





VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 


New York Chicago Boston Toronto 
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EXCELLING ENDURI NG ENAMEL 
HIGH GLOSS WHITE 


Benjamin Moore & Ce. 


FACTORIES 
| M¥TORE CHICAGO » CLEVELAND ~ ST.LOUIS ~ CARTERET * TOROM? 


Sam —— 


This is a product that sells itself. 
Enduring and excelling, it is an 
enamel for interior and exterior use 
that paint users continually buy for 
the highly dependable results it as- 
sures. 























It is a long oi] product made of pure 
white zinc in combination with pure 
turpentine and specially treated oils 
of our own manufacture, properly 
aged to secure complete incorpora- 
tion of vehicle and pigment. 


In Mooramel you'll find another 
profit producer, typical of the exten- 
sive line of Moore paints. 





NEW YORK 
CHICAGO 
CLEVELAND 




















enjamin M 






Always a’Moore’ 
product for every surface 


For the House—Exterior 


House Paint 

Porch and Deck Paint 
Cement Coating 

Shingle Stain 

Impervo Varnishes 

Pure Oil Colors 

Veranda Furniture Enamel 
Paqua (Cold Water Paint) 


For the House—Interior 


Sani-Flat 

Floor Paint ies 

Muresco (Hot Water Wall Finish) 

White Mooramel 

Impervo Varnishes 

Damar Enamel 

Interior Enamel 

Impervo Surfacer 

Liquid and Paste Wood Filler 

Calsom Finish (Cold Water Wall 
Coating) 

4Tb Varnishes 


For Roofs, Barns, Etc. 


3arn Paints of 
Roof Cement—Liquid and Paste 
yraphitallic 


For General Home Use 


Tile-Like Color Varnish 
Tile-Like Ename 

Varnish and Oil Wood Stains 
Bath Tub Enamel 

Auto Lustre Polish 

Stove Pipe Enamel 

Ground Color 

Aluminum and Gold Paints 
Screen Paint 


For Automobile and Carriages 


Automobile Enamel 

Superfine Coach and Auto Colors 
Coach and Auto Varnishes 

Auto Lustre Polish 

Engine Enamel 

Aluminum Paint 


For Wagons, Tractors, Etc. 
Wagon Paint 
Varnishes 
Engine Enamel 


INDUSTRIAL PRODUCTS 


(Concrete Floor Paint Mill White(Flat—Gloss) 
Gtaphite Paints Baking Japan 
Dado Paints Baking Enamels 
Machinery Enamel Fire Apparatus Paint 
Radiator Enamel Vaco Red Lead Paint 
Iron Filler Red Lead Preservative 

a 
FOR SHIPS, MOTOR BOATS, 

ETC 

Marine Paints Copper Paints 
Yacht Paints Smokestack Paint 


Canoe and Boat Paint Deck Paint 





oore & Co. 


ST.LOUIS 
CARTERET 


TORONTO 
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How high is “up” for 
your white-lead sales? 


OR ten years the Dutch Boy white- 

lead sales of Shandler Brothers, 
Irvington, N. J., paint merchants, have 
been steadily climbing upward. 


The climb started back in 1915 with 
1000 lbs. of Dutch Boy. The next year 
Dutch Boy went to 1978 lbs. In 1919 
sales had reached the 8250 lb. rung. Still 
they kept mounting. 


Old customers brought in new cus- 
tomers. New customers soon became 
steady customers. And 50,000 lbs. was 
the record for 1921. Last year this figure 
more than doubled — 120,025 lbs. of 
Dutch Boy. 


This enviable sales increase from 1000 
to 120,000 lbs. did not make Shandler 
Brothers think that the Dutch Boy had 
climbed to the top of the sales ladder. 
These merchants continued to use every 
opportunity for pushing their Dutch Boy 
business. As a result, when the final re- 
port is in for 1924 it will probably show 
an even greater increase, for up to August 
100,325 lbs. have been sold, with four 
months still to go. 


For Shandler Brothers the top of the 
Dutch Boy sales ladder is far out of 
sight. Nor do they see a limit to their 


white-lead profits. The reason is clear 
to any merchant who sells Dutch Boy 
white-lead. This nationally advertised 
paint product is used wherever people 
paint. It has been the choice of skilled 
painters for generations. It makes new 
friends and keeps old customers coming 
back to your store for more. 


Use a window display, some movie 
slides or a series of newspaper advertise- 
ments of Dutch Boy white-lead. Let the 
house-owners, the business men, all the 
people in your community who buy or 
use paint, know that you carry the well- 
known Dutch Boy brand. The results 
will surprise your cash register. 


The above-mentioned sales helps will be 
gladly sent you upon request. Just write 
to our nearest branch or speak to the 
Dutch Boy salesman the next time he 
calls. 


we Sy 
“ «se 
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NATIONAL LEAD COMPANY 


New York, 111 Broadway; Boston, 131 State Street; 
Buffalo, 116 Oak Street; Chicago, 900 W. 18th Street; 
Cincinnati, 659 Freeman Avenue; Cleveland, 820 West 
Superior Avenue; St. Louis, 722 Chestnut Street; San 
Francisco, 485 California Street; Pittsburgh, National 
Lead & Oil Co. of Pa., 316 Fourth Avenue; Philadelphia, 
John T. Lewis & Bros. Co., 437 Chestnut Street. 
































1923 
120,025 lbs. 
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1922 
90,035 Ibs. 








1921 


50,000 lbs. 








1920 
11,750 lLbs. 








- 1919 
8,250 Ibs. 








1917 
2.7QQ Ibs. 








1916 
1,978 Ibs. 
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1915 
1000 lbs. 
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Hirshfield & Son— Minneapolis 


Why Hirshfield & Son Use and Sell 
Eagle White Lead in Oil 





cA painter's cap of new 
design. A postcard will 
bring you a supply 





RANK HIRSHFIELD & Son of 
Minneapolis first stocked Eagle White 


Lead in Oil in 1916. Today they say: 


“We have used Eagle White Lead in our 
shop and have sold it in our paint department 
for the last seven years. We have found it 
very satisfactory. As for wearing qualities we 
painted houses with Eagle White Lead six 
years ago and the paint is still standing up 
well today. This is saying considerable for 
Minnesota climate.” 


qualities of whiteness, smooth and easy 
brushing, covering power, uniformity and 
durability, are developed by the slow, 
sure process of corrosion during the 
ninety days that Eagle White Lead is 
forming in the corroding pots in the Tan 
Bark beds. 

Should a process be discovered that is 
a better process for the production of 
white lead and not merely a cheaper one, 








That is also saying considerable for 





Eagle White Lead. The reason it can 
honestly be said, is due to the fact that 
Eagle White Lead has been a Pure Old 
Dutch Process White Lead since the or- 


The Eagle-Picher Lead Company will 
consider its adoption. Until that time, 
Eagle will continue to be Pure Old Dutch 
Process W hite Lead in Oil, the white lead 
in oil that the Master Painter has known 





ganization of this company in 1843. The _ since 1843. 
General Offices: The EAGLE-PICHER LEAD COMPANY, 208 So. La Salle St. . CHICAGO 


FAGLE ©Pure Old Dutch Process 


CINCINNATI CLEVELAND PITTSBURGH PHILADELPHIA NEW YORK 


MINNEAPOLIS 
BUFFALO DETROIT BALTIMORE NEWORLEANS KANSASCITY ST.LOUIS 


JOPLIN 
NEWARK GALENA, KAS. HENRYETTA, OKLA. PICHER, OKLA. 
CHICAGO ARGO,ILL. JOPLIN, MO. 














Sales Offices: 
Plants 


« CINCINNATI 


* EAST ST. LOUIS, ILL. HILLSBORO, ILL. (2 Plants 


© The E. P. L. Co., 1924 
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How to make the 
Professional Auto Painter 
a Good Customer of Yours 


If you're not doing as much business with professional painters as you 
would like to be doing {and most paint dealers are not), here is a proposi- 
tion that will interest you. 


The Murphy Auto Color Harmony Chart, shown on this page. 


This Chart is going to be your introduction to the professional painter 
and the means of securing his business on the right basis. 


The Chart was the feature of the Murphy Booths at the Automobile Shows 
in both New York and Chicago last January. 


You are entitled to one of these Charts and we will send them to all the 
paint shops to which you sell Murphy Colors. 


Get our proposition. 





Write us, using your letterhead or other means of 
identification. 
Murphy Varnish Company 
Newark, Chicago, 


San Francisco, 
N. J. 


Ill. Calif. 


Montreal, 
Canada 
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HAVE CONFIDENCE IN LIQUID GRANITE 


OUR customers may not know that 
because of its unequalled durabili- 
ty Liquid Granite is used the world 
over, but they do know that Berry 
quality recommends the dealer who 





sells it. 


_ RERRY BROTHER 


Varnishes 


Detroit. Mich. 


Enamels Stains . 


Walkerville. Ont. 











ARE YOUR CUSTOMERS’ 
PAINT BRUSHES READY 
FOR ACTION? 


The quickest way to put more 
brushes into action is “Sell ‘em 
Brush-Nu with every sale.”’ 


Set a box on your counter and in 
the window. 


$1.50 for 2 Dozen 
Ask Your Jobber or Order Direct 








(e* ) BRUSH-NU COMPANY ) 1. 


BALTIMORE MARYLAND 

















How Springy the Bristles Feel! 


The best painters are — 


WHITING-ADAMS 
BRUSHES. 


Geta good brush — one 

that will last and give 

years of satisfactory 

service. WHITING: 

ADAMS BRUSHES 

give the kind of service 
you want. 


WHITING-ADAMS 


BRUSHES 


Send for 
Mlitkvag tes: 
Literature 


JOHN L. WHITING-J. J. ADAMS CO. 
Boston, U.S.A. 

Brush Manufacturers for Over 116 

Years and the Largest in the World 











September 18, 1924 HARDWARE AGE 











Let these free sales helps 


sell casters for you. 





Counter display is 14% in. wide by 13 
in. high. Casters of four types in three 
sizes are shown in full color. Places at 
either side to show actual casters for 
demonstrating sockets and top-bearing 
principle. Sent free to dealers handling 


the line. 



























Literature for mailing 
and counter use. Tells 
Electrotypes for your the story of furniture 
local newspapers. Dif- and floor protection, 
ferent from the usual and shows why dif- 
dealer electrotypes. ferent kinds of casters 






feature you and should be used for 
your store. Sent free different purposes. |. 
to dealers handling Sent free to dealers 
the line. handling the line. 


Make Your Caster Business Pay 


Ask us about the Bassick dealer prop- dealers. The sales helps cost you 
osition No. 25 which includes these nothing. Just drop us a line. You 
sales helps that have increased caster will receive complete information on 
sales from 50% to 200% for Bassick Plan No. 25 by return mail. 


THE BASSICK COMPANY, Bridgeport, Conn. 


For thirty years the leading makers of high-grade casters 
for the home, office, hospital, warehouse and factory 


BaSsick Casters 


REG. U. 8. PAT. OFF. 














51 
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Here’s a sales-producing 
Christmas campaign 


WV TE are ready now to make your Christmas merry. Ready with a 
complete electrical appliance campaign that will instill the Christmas 


spirit in every home. 





Attention-getting national advertisements will reach more than 8,000,000 
people in the December issues of the Saturday Evening Post, Ladies 
Home Journal, Good Housekeeping and Sunset. 





An appealing folder, featuring the jolly Westinghouse Santa, is ready 
for your counters and mailing list. 


There’s a sign for your truck, in attractive Christmas colors, that will 
send people to your store for Westinghouse appliances. 


A broadside, of unusual attractiveness is designed for your windows. 













Westinghouse window streamers will form an excellent headline for 
your Christmas window display. 


Compelling newspaper advertisements will arrest the attention of every 
possible buyer of Christmas gifts. 


Saas Last, but far from least, is the jolly Westinghouse Santa. He will hold 
) ane appliances, displaying them in your windows and throughout your 
es Se a store. And in smaller form he will announce the giver of every West- 
— ae inghouse appliance on Christmas Morning. Don’t underestimate Santa’s 

‘s era ‘* sales value. 
ee 


. ers, Send for complete information about this sales- 
producing Christmas campaign. Do so today 
Westinghouse Electric & Manufacturing Company 
Merchandising Department 
Mansfield Works Mansfield. Ohio 


Sales Offices in All Principal Cities of 
the United States and Foreign Countries 
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DOES YOUR TRADE WANT WHITE 
HANDLED STRAINERS? 


WV HITENESS and cleanliness go hand in 

hand. Kitchen styles are changing from 
the old colonial drab to pure white. In answer 
to this new demand all wooden handle strainers 
made by Wickwire Spencer are now furnished 
with white as well as maroon enameled handles. 








The Wickwire Spencer process of enamel- 
ling has proven its worth in actual use. It will 
stand up against the everyday wear of the 
kitchen service. ) 





For complete information address Department A 





WICKWIRE SPENCER STEEL CORPORATION 


General Offices: 
41 East Forty-second Street, New York City 


WORCESTER BUFFALO PHILADELPHIA DETROIT, CHICAGO SAN FRANCISCO LOS ANGELES SEATTLE 
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THE “BROOKSIDE” 


No other low-priced mounting approaches 
this one in attractiveness. 








THE “NETHERLANDS” 


Dutch Silver is more popular this season 

than ever. We mount all casseroles, pie 

plates, cake dishes and utility dishes. Gen- 
uine Shefheld Plate. 





THE “GLENVILLE” 


An elegant strictly high-class piece; carried 
in all sizes. Very popular. 





DUTCH HOT PLATE MATS 
Made of composition metal, padded with 
heavy felt and very practical. Come in 
round, square and ovals, but the 6” round 
(sells for a quarter) is the popular size. 


Ts 





The 


WORTHINGTON 
LINE 


of Mounted Pyrex is the Most Complete 
Line on the Market. It embraces both 
Nickel and Silver Mountings in all 
sizes of Round, Oval and Square Cas- 
seroles, Round and Hexagon Pie Plates, 
Cake Dishes and Utility Dishes. 


Different designs to suit individual 
tastes and price range to suit any size of 
pocketbook. 


If you want to put some of the old 
time “pep” and “punch” into your 
Pyrex business, add a real good line of 
Mountings. Mount your Pyrex, and 
you bring it up to the minute and you 
increase the drawing effect of a Pyrex 
display tremendously. 


Yes! We carry Pyrex, the full line 
and have a big stock. It is selling again 
this year, big. 


Nothing equals Pyrex as a Holiday 
item. 


Drop us a line for illustrations 
and prices 


The George Worthington Co. 


Cleveland, Ohio _— 


Established 1829 























September 18, 1924 


HARDWARE AGE 


© 
~~ 


wl 




















a“ 












/ /f } 

/ / }/ // ; 

///, YL 1) ff f WT / / EAA 
Vif / / / /f / / { / Kf Z Z 

ae oF f fi : 4 y Z 
Yj if tps 
Uj 


iy, 
// 
J) f/f; 
Diy } 
Vf ff ZA 











/ 
Yj YW; hip) ZH 


I4f 
/ Wyjijfy bd y 
Vy WN Yi; 


U/, 
tty, Yep 
IN 





ia + “te a cemseneees 
EA i iensationsenn 
a ———— 


“ 
<< 
~~~ -2 

fe i 


re 





Our Full Letter Bag! 


Many individuals and organizations are writing to 
us to endorse our efforts to standardize garden hose 
on the 98" size. 


The National Retail Hardware Association and 
The National Hardware Association are in sym- 
pathy with this movement. 


An overwhelming majority of the thoughtful men 
in the trade are in favor of it. 


We are grateful to these many correspondents for 
their warm approval and their promise of hearty 
co-operation. 














MECHANICAL RUBBER GOODS MFRS. DIVISION 
THE RUBBER ASSOCIATION OF AMERICA, Inc. 


Acme Rubber Mfg. Company Empire Tire & Rubber Corp. New York Belting & Packing Co. 
Boston Belting Company The B. F. Goodrich Rubber Co. Pioneer Rubber Mills 
Boston Woven Hose & Rubber Co, (roodyear Tire & Rubber Company Quaker City Rubber Company 


Cincinnati Rubber Mfg. Co. Hamilton Rubber Mfg. Co. Thermoid Rubber Company 
Combination Rubber Mfg. Co. Hewitt Rubber Company United States Rubber Company 
Electric Hose & Rubber Co. Home Rubber Company Voorhees Rubber Mfg. Co. 


Murray Rubber Company 
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Do You STOCK Tire Chains 
Or Do You SELL Them ? 


You know the wise crack— 
“(Do you keep sugar?”’ 
“‘No, we don’t keep it, we sell 


A lot in that. You can stock —or 
keep—tire chains if you want to—never 
display them or advertise them or talk 
them to customers. You'll keep them, 
all right. Or— 

You can se// tire chains—and McKay 
Tire Chains do half your selling for you. 
The distinctive gun metal finish and 
McKay red band bag attract attention 
in your window or anywhere in your 


store. And the remarkably long life of 
McKays has made these chains famous 
among motorists everywhere. 

McKay Tire Chains are hardened 
hard for hard driving, and toughened 
for rough use. They outlast ordinary 
chains by months and miles, yet they 
cost no more. And McKays are more 
convenient to use. Their special fas- 
tener is always easy to open and close, 
yet it cannot come open accidentally. 

You car stock tire chains if you like, 
but if you want to se// tire chains, get 
McKays—the Better Black Chains in 
the Red Band Bag. 


UNITED STATES CHAIN & FORGING COMPANY, Pittsburgh, Pa. 
Makers of McKay Tire Chains, McKay Shurout Chains, 
McKay Ready Repair Links, McKay Bumpers. 


Pacific Coast Sales Representatives 
NORMAN COWAN COMPANY, 451 Rialto Bldg., San Francisco, Cal. 
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MSKAY TIRE CHAIN 


Every form of advertising and 
selling help is supplied McKay 
Dealers free—ask your jobber or 
write us for particulars. 
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HIGH SPEED OIL BURNER 




















First Impressions Count 






HE first impression that a woman receives from an 
=) article has profound influence upon the sale. 

. Therefore, the dealer should always be sure that 
the appearance of the merchandise he sells “looks 


the part” and supports his claims for efficiency, strength 


and durability. 


Appreciating the important influ- 
ence that appearance has upon 
sales, the famous makes of Oil Cook 
Stoves with Lorain High Speed 
Burners were designed with great 
care so that for looks they should 
have no equals. Their exceptional 
sturdiness is outstanding. Their 
durability is evidenced by the ex- 
cellent material used, well made 
by expert workmen. 


In addition, the Lorain High Speed 
Oil Burner delivers an intense heat 
at low fuel-cost. We shall be glad 
to have you prove this fact by 
making your own tests and com- 
parisons. 


The Lorain High Speed Oil Burner 
is of the ‘‘short chimney’’ type. 
Therefore, it brings a clean, blue 
flame of intense heat in direct 
contact with the cooking utensil. 


GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase. re- 
placement will be made 
entirely free of charge. 


AMERICAN STOVE 


This feature gives the housewife 
a speed in cooking that approaches 
the speed of gas. 


The Lorain has been on the market 
for many years. Its use in thou- 
sands of homes proves that it is 
remarkably free from burner trou- 
ble. Itis very simple to operate and 
is quickly understood by the most 
unmechanical of women. Re-wick- 
ing is particularly easy. 


We suggest that you investigate 
immediately the distinctive fea- 
tures of the several makes of Oil 
Cook Stoves that are now equipped 
with the Lorain High Speed Burner. 
Among the five famous makes 
listed below you’ll surely find a 
line that will just suit your require- 
ments, and enable you to build 
up a permanent and profitable 
business—free from ‘‘comebacks.”’ 
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Many famous makes of Oil Cook 

Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

Direct Action—N ational Stove Co. 
Div., Lorain, O. 

New Process— New Process Stove 
Co. Div., Cleveland, O. 


Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 
Clark Jewel—George M. Clark & 
Co. Div., Chicago, IIl. 
Dangler— Dangler Stove Co. Div., 
Cleveland, O. 
1924 


COMPANY 


ST. LOUIS, MO. 
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~ Blue Mamfold Paper 


“7 \||~Pink Paper 
: j 
| Yellow ManifoldFaper 


anil — yee , Green Paper 
Ne hal as —TadMenilla Parer 
Let Three Girls 7 pen 
* 
Do The Work of Five Operations 


necessary to 





a we 2 - = “ ° h aaa . 2 . * aca : aif. aa 
I girl Spends only half the time she spent separates it at the perforations. — immediately type cut forms: 
betore. she starts typing the next set, which has auto- 

és ™ ° ’ . . *,* . 

“—the work of five girls saved.” a matically come into position with the carbons 1. Inserting carbons 

— 4 girls were doing it; now done by I. interleaved. b shee 
| : pet : a , etween sheets. 
[wo things cause these distinct savings : Continuous Interfolded Forms are the only 2. Ieee Sie’ 

Continuous Interfolded Forms forms combining all these advantages: a, . 

1. Eliminate five of the six operations necessary |: —_ agen — » 900 on ae en See I om 
to type ordinary cut forms. (Just as shown o the number of copies wanted in each set. 3. _ ing set in ma- 
in the box at the right.) 2. Each copy may be a different colored paper. chine. 

2. Combine sets of records now requiring two or = 3- Each copy may bea difterent weight ot paper. 4. Realigning. 
more typings. 4. Each copy may be a different kind of paper. . dat 

As sl in the pi “onti I folded <=. All copies in the set ; italian cei 5. Writing. 

As shown in the picture, Continuous Intertoldec 5. J copies in the set are separate and have 

l‘orms are made in lengths of 500 to 2000 sets— clean cut edges when removed from the 6. Removing carbons. 

each set containing as many copies as you require. machine. ee “en 

[hey are packed in cartons ready for instant 6. Perforated flat hinge at folds—no hump to a AN eCcessary 

use. Fed into the billing machine and inter- catch or tear the carbon paper. a F ‘ded Fo uous 

leaved only once with carbon, the typist’s time is 7. Separating the forms at perforations makes ntertolded Forms :-— 
then entirely devoted to actual writing. When all forms exactly the same length when de- 1. Writing. 

one set is completed, she pulls it forward and tached. ° 











Send the coupon now for our new 


° g 
American Sales Book Company, 14, Elmira, N: ¥.B fics te mio 





let contains a display of time , - % 
West of the Rockies In Canada will wate see een? 
Pacific Manifolding Book Co. Pacific Coast Sales Book Co. F. N. Burt, Company, Ltd. a4 
Emeryville, Cal. Los Angeles, Cal. Toronto, Can. - o pe 
My - oF % Mail to our 
‘a = joe? nearest plant 
o.* ow 
* AS w American Sales Book Company, Ld. 
a <o8™ Elmira, N. Y. 
- “<0 F. N. Burt Company, Ld. 
 < eis Toronto, Canada 


Pacific Manifolding Book Co. Pacific Coast Sales Book Co. 
Emeryville, Cal. Los Angeles, Cal. 


for my business. 


(} Send me your new booklet on Continuous Interfolded 
i Forms including many time and money saving forms. 


' 
i 
4 Tell me what Continuous Interfolded Forms can do 
| 
4 





Makers of autographic regis- 
ters since 1893. Originators 


: 1924" 


Pioneers in the manufacture of books, machines 
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Name Dept. 7259 
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of the sales book industry in 1884. 
and forms using carbon paper. 
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“Seen the new 
Starrett Book?”’ 


HAT’S a popular question nowa- 

days with machinists and auto 
repairmen. Thousands of copies of 
“The Starrett Book for Motor Machin- 
ists and Auto Repairmen”’ have been 
sold already and orders keep coming in 
from all sides. 


It’s a good number to push. Every book you sell (on which you make the usual margin) 
helps to sell more and more Starrett Tools. 





Show the three Starrett Books together in your window. It’s good business. 
Send for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


W orld’s Greatest Toolmakers—Manufacturers of Hacksaws Unexcelled 
ATHOL, MASS. 


Starrett Books 


Vol. I. for Machinists’ Apprentices 











Vol. II for Machinists 






Vol. III for Motor Machinists and 
Auto Repairmen 


——— ania —— —_ 
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A Four Season Seller 
For Year Round Convenience 


NATIONAL GARAGE DOOR SETS are “part of the picture” 
the completeness of refined surroundings. The permanency of a snug 
and comfortable garage assures the motorist a genuine service month 
in and month out, regardless of weather conditions: 


This protection and convenience offers the NATIONAL Equipment can be furnished in 
Hardware Dealer an opportunity to build up a sets to meet every requirement. Easily operated, 
profitable trade which is not dependable upon efficient weather-proof installations for one or 
periodic demands. Stocking and featuring a two car garages with rail and hangers. For the 
quality line of low-priced combinations offer a small car, practical outfits such as the one shown 
market that is practically unlimited. on this page. 


Our catalog shows them all. Selective stocks of National Garage Hardware to 
please the owner who boasts of a “showplace”—or the conservative builder with 
the moderate income. 

























No. 800 National Garage 
Door set as it appears on Bie Saeed o beek a 
inside doors of garage. In- 2 
expensive, easy to _ install, 
ideal for the small car owner. 


Set consists of the following: 


3 pairs No. 840 Reversible 
“T” Hinges, either 8 or 10 
inches. One each No. 820 
Chain Bolt; No. 830 Foot 
Bolt; No. 5 Door Pull and 
No. 29 All Steel Latch. 


Much lower in cost than 
hanger and rail equipment. 
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Two interesting views of 
National No. 840 Rever- 
sible “T” Hinge. Made 
especially for garage 
doors. It has a loose pin 
and can be reversed and 
used as a full surface hinge 
or mortised into jamb 
when brick is used in, con- 
struction. 


National Mfg. Co. * 
Sterling, Ill. 


We believe our direct sales policy will interest you. Having no jobbing con- 
nections, all shipments are made to you from our complete stocks. This avoids 
unnecessary delay and offers closer contact between Manufacturer and Distrib- 
utor besides—the benefit of a material saving in costs and allows additional 
profit on your sales. 


YOUR ORDER IS SHIPPED THE DAY RECEIVED 
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New York, September 18, 1924 


The Morgue of Failure 


OW it came to pass in the life of a dream that we were led into a 
strange land. And the nature of that land was barren, and the 

fields thereof were the fields of desolation. And beneath the wan light of a 
dying moon we could see, on all sides, the foothills of remorse. And in the 
distance there was the liquid murmur of a river, that was like the sobbing 
echo of a distant hope. 5 

And we came upon a broad stretch of land that was called the great plain 
of mediocrity, and in the center of the plain was a temple of marble in which 
there were no windows and but one door—a door of ebony. And as we 
approached the temple we saw there was an inscription in silver upon the 
door, but the lettering thereof was neither in Latin nor in Greek, nor yet in 
Arabic, nor after the fashion of any hieroglyphic known to man. 

And as we ascended the steps leading to the door there was a soft rustle 
as of wind moving among dead leaves, and the door parted, and we entered 
a great vault that was dimly lighted by small fires that were burning before 
small idols with jeweled eyes. And a great uneasiness came upon us and 
we questioned our guide, and lo, he answered: 

“Thou art in the great morgue of failure. On all sides, upon the cold slabs 
within the walls are the dead dreams of all the aspirations that ever were.” 

“But is there no salvation for men from this unhealthy tomb?” we asked. 

“Only knowledge, and the uses of knowledge, which is wisdom.” 

And lo we awoke and were sorely troubled. 





But knowledge is obtainable. For example, the Domestic Commerce Divi- 
sion of the Department of Commerce has issued an unusual book. 

It is the first of a series of pamphlets prepared for the purpose of helpirig 
the retailer overcome some of the more difficult business problems that send 
many to the morgue of failure. It is known officially as Trade Information 
Bulletin No. 266 and may be obtained on request from the Bureau of Foreign 
and Domestic Commerce, Washington, D. C. 

It was prepared by Laurence A. Hanson, formerly affiliated with the Boston 
Retail Trade Board and later managing director of the Massachusetts Retail 
Merchants Association, as a result of original research in the field with which 
the bulletin deals. The data was gathered directly from prominent retailers 
all over the country. It represents the coordinated opinions of the most pro- 
gressive retail agencies. It is a valuable book, and we urge all who are 
interested in progress and in better business to send to Washington for it. 
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Fraudulent Builders’ Hardware Specifications 
by Architects and Contractors Gross 
Injustice to Hardware Retailers 





Characters 


SS ae 
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6 oieeivapalal Builders’ Hardware Man 


5 acl eae en la atti an ae st al ee HARDWARE AGE Representative 


Setting 


Southern Hardware Co......... 


ea ee ee eee Charlotte, N. C. 


This Year 





C. D.—Builders’ hardware is one of your big lines, 
isn’t it? 

Warnhoff—Yes, we do a good business in builders’ 
hardware and also in contractors’ supplies. 

C. D.—What’s your hardest problem? 

Warnhoff—Fraudulent specifications by architects 
and contractors. 

C. D.—What do you mean? 

Warnhoff—Just that. It’s a practice that isn’t con- 
fined to this section alone. It’s going on all over the 
country, from what I can find out about it. And the 
hardware dealer is the goat every time. A good 
many architects and contractors specify in their 
plans that a building will require, say, $300 worth of 
builders’ hardware, when, as a matter of fact, they 
know, and anybody else who knows anything about 
building knows that the job actually calls for $800 
worth of hardware. The architects and contractors 
make their hardware estimates as low as they dare 
so that the man who is going to pay for the building 
won’t get cold feet before he starts to build. 

C. D.—How does that react against the hardware 
dealer? 

Warnhoff—Why, when the time comes to supply 
the builders’ hardware, and the contractor calls for 
bids or gets quotations, it is found impossible to 
supply enough hardware for the amount specified. If 
$300 is specified and the lowest estimate at which 
the hardware can be supplied is $800, even on a cheap 
grade, naturally the man who has to pay the bills 
gets up on his high horse and charges the hardware 
dealer with being a profiteer and everything else he 
can think of. But that’s not all. Then he goes 
around and tries to get hardware from wholesalers 
or even writes to manufacturers, and tries to get 
hardware at as low a figure as possible. Sometimes 
he succeeds and gets some cheap stuff, which answers 
the purpose, because lots of buildings are put up for 
speculation. They are built and then resold. But 
when hardware is bought that way the retailer suf- 
fers. 

C. D.—What’s the remedy? 

Warnhoff—tThe only one that I know of is for the 





trade papers and the trade associations to take the 
matter up with the jobbers and the manufacturers 
and get their cooperation in taking the matter up 
with architects and schools and contractors. A lot 
of educational work will also be necessary to get peo- 
ple to insist on good builders’ hardware, but I don’t 
doubt for one minute that it can be done. 

There ought to be enough ethics among architects 
to accurately estimate the amount of builders’ hard- 
ware that any given building will require and to put 
it down truthfully in the specifications. They don’t 
have to take the blame that the hardware retailer 
does if goods are expensive. They don’t make the 
market, but they should know market values. If to 
say that something will cost $300 when you know that | 
it will cost $800 is not dishonest business, I’d like 
to know what is? | 

C. D.—Do you do anything locally to try to put a 
stop to it? 

Warnhoff—Sure. I’ve been around and seen a lot 
of people but it doesn’t do much good. One fellow 
alone can’t stop it. You’ve got to have some organ- 
ized support. 

C. D.—Do you make it a regular practice to call on 
prospective builders? 

Warnhoff—Yes, I call on everybody who buys prop- 
erty around here on the assumption that the property 
is bought for speculation or for building. 

If the owner plans to build I try to get him to re- 
serve the right to specify the builders’ hardware that 
is to be used. And I get a chance to tell my side of 
the builders’ hardware story as diplomatically as 
possible. 

C. D.—Do you do the same with alteration work? 

Warnhoff—Sure. 

C. D—How do you keep track of all your pros- 
pects? 

Warnhoff—I keep a scrap book and place all clip- 
pings from newspapers that list real estate trans- 
actions in it and check them off regularly. It works 
out fine and I wouldn’t be without it. Excuse me a 
minute, will you, I’ll have to wait on that customer. 

C. D.—Go ahead, I’ll drop in again. 














An architect may reasonably doubt that a builders’ hardware salesman is a competent judge of his 
work, yet he doubtless would be pleased to know that the salesman has a passing acquaintance with 
the more common architectural features so necessary to enable one to intelligently suggest proper 
hardware.—By W. N. Thomas. 
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TWO GOOD WINDOW DISPLAYS 
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Another of the Banister & Pollard Co. displays by Chas. Conover 
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Signatures of Local Contracting Painters 
and Material Dealers 
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Paint and Varnish Sales Have 


Increased 50% in 3 Years 


Significant Growth Attributed to Constructive 
Advertising and Save the Surface 


AINT and varnish sales have in- 

creased 50 per cent since 1921. 

One of the primary reasons for 
this growth may be attributed, au- 
thorities say, to the educational pub- 
licity and constructive advertising 
that has been done by the Save the 
Surface Campaign Committee. 

Paint and varnish sales possibili- 
ties are becoming greater every 
month because more and more edu- 
cational work is being done not only 
by the Save the Surface Campaign 
but by other agencies interested in 
the proposition to increase the use 
of paint for purposes of community 
improvement, property protection 
and decoration. 

At the top of this page we repro- 
duce some of the educational adver- 
tising material prepared by the Save 
the Surface Campaign for the retail 
trade, and on the opposite page is a 
reproduction of some of the paint 
advertising used by the Charles W. 





Educational Campaign 


Walmer Hardware Co., Wilkinsburg, 
Pa. This firm has increased its 
paint business substantially through 
advertising of this character. 

The object of the Save the Sur- 
face Campaign has been stated many 
times and in many places, but with 
each restatement there is always 
some new point of view or new idea 
developed that adds to the growing 
power and effectiveness of this con- 
structive movement. As an illustra- 
tion of this fact we take the liberty 
of quoting from a speech delivered 
by John C. Frazee of John Lucus 
& Co., Philadelphia, Pa., last June 
at the third conference of paint and 
varnish sales executives held at the 
Hotel Statler, Detroit, Mich. 

“The paint and varnish industry,” 
Mr. Frazee said in part, “is justified 
in putting a mighty effort into trans- 
lating the Save the Surface idea into 
an established conviction and perma- 
nent custom of the American peo- 


ple. It is true that the paint and 
varnish industry, in all of its several 
aspects, will benefit when the custom 
of adequate protection becomes uni- 
versal; and it will become universal 
in the course of time, if we remain 
steadfast in our purpose to make it 
universal. However, the benefit 
accruing to the paint and varnish 
industry will be much less than that 
accruing to society as a group. 

“It is not our function as an indus- 
try to translate the Save the Surface 
idea into an established custom. It 
is our function to translate the idea 
into-a conviction. A conviction auto- 
matically. manifests itself, in the 
course of time, and usually very 
shortly, as a custom of action. 

“The question before us, then, is 
—What part can cooperative sales 
effort take in crystallizing the Save 
the Surface idea into a conviction 
on the part of property owners, both 
present and prospective? 
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“We know that personal contact is 
the strongest contact. We also know 
that first-hand contact is stronger in 
the selling results obtained through 
it, if the contact works against a 
background of education, than if the 
idea which it is thought to crystal- 
lize into a conviction has no back- 
ground of preparation behind it. 

“This background is _ provided 
through the advertising and pub- 
licity of the Save the Surface idea 
which is obtained through the or- 
ganized effort of the National Save 
the Surface Campaign Committee, 
supplemented by advertising and 
publicity obtained locally in conjunc- 
tion with the national effort. Save 
the Surface advertisements set forth 
clearly and strikingly the one idea 
‘Save the Surface and You Save All,’ 
and supplement this idea with many 
illustrations which prove the truth 
of the assertion. 

“Save the Surface publicity, which 
has been more recently organized, 
approaches the problem from a dif- 
ferent standpoint in that its purpose 
is to cause the American people, 
insofar as is presently possible, to 
recognize that the custom of ade- 
quate property protection is already 
partially established. Imitation is 
a powerful factor in the educative 
process; it matters not whether it be 
children or adults who are being 
educated. The purpose of publicity 
is, therefore, to set up the- practice 
which is to be imitated. 

Stories are told of how others have 
been benefited through protecting 
their property from destruction, how 
others have beautified their homes 
with paint and varnish products, 
how the government and great in- 
dustrial enterprises recognize the 
economy of using paint and varnish 
as a preventive of depreciated values 
—all of which is a strong stimulus 
to imitation. 

“With this background of direct 
education through advertising, and 
of indirect education through pub- 
licity, the mind of the ultimate con- 
sumer is made receptive to personal 
sales effort. 

“Since 1921 the volume of paint 
and varnish business has increased 
something more than 50 per cent. 
If we say that this is due to Save the 
‘Surface advertising alone, we are 
open to the question as to how much 
of this 50 per cent increase since 
1921 would not have come anyhow, 
because of super-normal construc- 
tion activities which have prevailed 
during the past two years. However, 
there seems to be no other explana- 
tion for the increase of dealer busi- 
ness at the time referred to above 
than that the attitude of the con- 
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VELUMINA — THE WASHABLE WALL PAINT 
was used on the walls of Pittsburgh's finest apartments “The Schenley.” It was chosen because of 
its beauty, durability and economy. 

Think of a painted wall- a beautiful soft color, elumina - “the w in can wash” -is a flat oil wa 
less and fiat. ‘em of taking a damp clet cloth and fern re . = hg re eso phar — film eo well 
traces of dust, dirt and grime in a twinkling this is the Velu- Even grease cannot penetrate it. [eivinsivente widen 
mina painted wall. off with soap and water. 

Velumina Wall Paint is a Pittsburgh Proof Product, manufactured by the Pittsburgh Plate Glass Co. 
There is a Pittsburgh Proof Product in our stock to fill your neede wheiher it be glass, paint or varnish. 
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The Charles W. Walmer Hardware Co., of Wilkinsburg, Pa., has increased its paint 
sales through consistent advertising in the local newspapers. Of the two illustrations 
shown above, the upper was a half page advertisement and the lower a full page. 
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sumer had been markedly changed 
by Save the Surface advertising. 
“The sales executive who does not 
realize that the Save the Surface 
idea is probably the biggest asset 
which the industry has today and 
capitalizes upon it will not show an 
increase in the volume of business 
from year to year equal to the aver- 
age increase for the industry as a 
whole. If, for the first time in his- 
tory, trade sales of paints and var- 
nishes increase at a time of indus- 
trial recession, and if we can account 
for it only by recognizing the effect 
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which the educational campaign of 
‘Save the Surface’ has had upon the 
mind of the public, do you, as sales 
executive, feel that this is a strong 
assertion? If you do, I would like 
to delete it from my paper. 

“The sales executive who is sold 
one hundred per cent on the Save 
the Surface idea has as his first 
problem the necessity of selling his 
salesmen to an equal degree. This 
cannot be done by driving; it is a 
matter of education. It is a matter 
of convincing the salesman that it is 
to his best interest to sell his job- 
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bers, dealers, master painters and 
journeyman painters the Save the 
Surface idea, so that they in their 
contact with consumers, either di- 
rectly or through their representa- 
tives, will as a matter of their best 
interest sell the idea to the ultimate 
consumer. 

“Only in this manner will the 
chain be forged between the sales 
executive and the ultimate con- 
sumer in such a way as to insure the 
adoption of the custom by the Ameri- 
can people of protecting their prop- 
erty adequately at all times.” 


Let Folks Know About Yourself 





HERE is the time worn story about the circus 
bill poster who stopped at the cross-roads coun- 
try store and asked permission of the merchant 
to post his bills on the side of a barn near the road. 
The merchant tartly informed the bill poster that he 
did not believe in advertising—it cost a lot of money 
and didn’t do any good anyway. He pointed out the 
fact that he was still doing business at his old stand 
after some thirty years—true, he had not made any 
money and he did not have much more than he started 
with—but all the same he never spent a penny in ad- 
vertising. 
The bill poster wanted to obtain permission to put 
up his bills. He pointed to a church spire a little 
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way down the road, “How long has that church been 
here?” he asked. “About fifty years,” answered the 
merchant. “Well,” said the bill poster, “the church 
advertises, doesn’t it?” This brought a laugh of de- 
rision from the merchant, who was about to turn 
back to his work when the bill poster said, “They 
ring the bell, every Sunday, don’t they?” “Why, of 
course they do,” said the merchant. “Well, if that 
isn’t advertising, I don’t know what it is,” said the 
bill poster. Whereupon the merchant replied, “Go 
ahead, and put up your bills. I guess maybe you’re 
right.” 

Advertising boils itself down to the simple formula 
of telling people about yourself and your business. 
In the small towns, of course, everybody knows you 
are in business, but the surprisingly strange thing is 
that the merchants who have the most business are 
the largest advertisers. The only deduction to be 
made is that folks like to be told the same thing a 
good many times in different ways. 








Take the Prescott Hardware Co., Prescott, Ark., 
for example. This firm is known for miles around. 
It is an old-established firm and does a tremendous 
business. But, it is not riding along on past glories. 
It is out to increase business and believes in telling 
people about itself. If you don’t believe it look at 
the two illustrations. The sign board is on an 
empty lot on one of the main streets about two blocks 
from the store. The side of the warehouse, which is 
several hundred feet long, is painted in letters almost 
10 ft. high. Proper signs adorn the front of the 
store and the rear, which is visible from several 
streets, is also used to advantage for advertising pur- 
poses. 
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If any person could get into the town of Prescott, 
which contains some 3000 people, and get away with- 
out having had it forcibly impressed upon him that 
tht Prescott Hardware Co. was the place to buy hard- 
ware, he would have to be stone blind. 

W. E. Barnes, Inc., Memphis, Tenn., has plastered 
all of the principal roads leading into the city with 
direction signs which also advertise his business. 
Cleveland-Mathews Hardware Co., Pine Bluff, Ark., 
has utilized the whole side of the store building, 
which is in plain sight for several blocks, to tell the 
public about the hardware for sale. A. L. Kitchell, 
Morrisonville, Ill., also uses the side of a large build- 
ing. There are thousands of instances where build- 
ings, sign boards, signs, etc., have been utilized by 
hardware merchants to tell people about themselves. 
There are, however, many vacant places all over the 
country that should be advertising hardware if some 
dealer would spend a few dollars for paint and 
painter. 
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orders for this ware over the phone. 






































ware dealer is in business to 

render an economic service to his 
community at a profit he is somewhat 
like a physician whose mission in life 
is to make sick people well, but never- 
theless he derives a great deal of satis- 
faction from studying his patients for 
the reactions his treatment may have. 
The hardware dealer finds many things 
in his store which he delights in study- 
ing. ; 

The C. K. Lawson Hardware Co., 
Hastings, Neb., has had considerable 
pleasure and profit from staging and 
studying special aluminum sales. 


() UTSIDE of the fact that a hard- 
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Sale in order to move this extra large quanti 
this remarkable sale of High Grade ALUMI 
this ity at such low prices. Indications point to higher prices, so 


of ware from windows 
M WARE, as. we — 


C. K. Lawson Hardware Co. 
Hastings THE WINCHIESTER st0Rs Nebr 
os farm means Prosperity. Buy Old Trust 


The Lawson Co. advertised a recent 
sale of this kind quite extensively and 
opened their doors for the actual sell- 
ing at 1 p. m. They also used a good 
publicity scheme by making arrange- 
ments with the local movie theater to 
admit any woman free of charge who 
was carrying a piece of aluminum ware. 

From 1 until 4 p. m. the rush was on 
and during that period over 1000 pieces 
of aluminum were sold. Customers 
came in at the front door and passed 
through the store, and cashiers were 
placed at the rear door. This arrange- 
ment made it possible to handle the 
very large crowd pictured in the illus- 
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Sold 


1000 Pieces 


of 


Aluminum 


Ware 


viv 


Four Hours 


tration. The sale was held on Monday 
and the record is all the more unusual 
on that account. 

The sale in question demonstrated 
the power of advertising and the love 
of the customer for a “bargain.” It 
was the third of a series of sales held 
by this company all of which afforded 
very satisfactory results. The Law- 
son Co. was more than satisfied with 
the increased number of people who 
came into the store and who afterward 
became regular customers. In addition 
the publicity received by the firm also 
cleaned out the special stock and found 
it a very profitable venture. 
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A policeman had to keep the sidewalk open for pedestrians when the C. K. Lawson Hardware Co. held it big 
aluminum sale. 
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How often we hear someone say: “I forgot to get it.” 
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N the olden days the town crier 
| was the billboard, the hand bill 

and the newspaper and the mer- 
chant or shopkeeper put as much of 
his merchandise out on the sidewalk 
as he could. But the town crier and 
the practice of putting merchandise on 
the street have passed into the discard 
many years ago. Their memory serves 
only to show that we progress. 

We have passed through many cycles 
in our merchandising development. 
The hardware man has had his share 
of changes and unfortunately those 
who could not keep pace with the new 
ideas dropped out. 

Today the buying public is visually 
minded. Authorities say that 75 per 
cent of all purchases are made through 
the eye. They also say that anywhere 
from 50 to 80 per cent of all purchases 
are made by women. This is the com- 
bination merchants are working with 
these days. 

Hardware merchants 
been pioneers of trade. When.it came 
to interior store arrangement, they 
made some of the first installations. At 
that early time they were putting the 
merchandise out where it could be 
seen. Now, it seems that it is de- 
sirable to get it a little closer to the 
buyer where it may be actually handled 
if necessary. 

Hardware stores usually have their 
own way of doing things so when they 
found it good business to appeal to cus- 
tomers more through the eye and when 
it was likewise desirable to keep the 
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stock investment down to a minimum, 
they acted promptly. 

The illustration shows how the Gross 
Hardware & Supply Co., Milwaukee, 
Wis., fitted the idea to the deed and 
utilized the tops of some counters. 
Trays with compartments were fitted 
on these counters and large price tags 
were supplied on each cross section. 
The bins were filled with the “little 
shelf warmers” that are a good deal 
like garden seed, dormant’ unless 
planted, and Gross figured that the top 
of one of the counters in the front of 
the store was a fine place to do the 
planting. 

Mr. Heinmiller, the retail manager, 
would not even estimate the amount of 
old and new stock that this counter 
had moved. The figure was too large 
to give it accurately. It would have 
been interesting if some check had been 
kept on the sale of one or two of these 
items before and after the counter was 
installed about a year ago.. Gross 
knows that it sells the goods and it is 
not believed they will be in a hurry to 
box up this class of merchandise and 
put it out of sight on shelves. 

On this counter people can find all 
of the little odds and ends they need 
badly but continually forget every time 
they get down town. One might al- 
most call it a “reminder counter” as 
the usual expression is “There is exact- 
ly what I need but have kept for- 
getting.” 

To the casual reader, the illustration 
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Try A“Reminder Counter’ —It Will Pay 
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of this counter might be the only thing 
which attracted. But there are some 
other features worth noting. For in- 
stance, the modern equipment behind 
the counter. This not only gives the 
customer a good impression of the store 
but it shows off other merchandise to 
its best advantage and opens the way 
for sales. Likewise, the sampling 
shows a good range of stock that im- 
presses upon the customer that he can 
buy anything he wants in the hardware 
line. There is one other thing to be 
noted in the illustration and that is the 
use which is made of the top of these 
cases. You can see the trunk and 
luggage displayed there. This interior 
display makes many sales for these 
are only samples and the department 
is located on the balcony: but when any- 
body comes into the store they see the 
luggage or the other items of merchan- 
dise displayed on these cases and 
whether they want to buy at that time 
or not, the fact that Gross carries it 
is impressed upon their minds and 
comes up when they are ready to make 
a purchase. 

If you want to see some nice entries 
in your want book, rig up a series of 
compartments on one of your counters 
and let these “former shelf warmers” 
get busy and make you some interest- 
ing profit. A generous sized price 
ticket on each compartment is abso- 
lutely necessary. Price tickets are the 
rain and sunshine in the garden of 
sales. 
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3000 Paint Customers in Two Days 


HE Geo. A. Lowe Co., Ogden, Utah, held a special 
paint sale several months ago and had 3000 paint 
customers in two days. This firm carries a $12,- 
000 stock of paints and varnishes which it turns over 
four to five times a year. Its paint and varnish sales 
average more than $1 per capita in the city of Ogden 


alone. The population of Ogden, according to the 
census figures for 1920, was 32,804. 

How do they do it? 

By keeping the paint stock up to date. By selling 
quality merchandise. By frequent displays. By hold- 
ing a special spring opening sale every year devoted 
primarily to paint, at which sample cans of paint, yard 
sticks, flowers, and similar things are given away. 
And by regular advertising and the use of every- 
thing that builds good will and makes for steady 
customers. 

Before the spring sale a comprehensive campaign 
is lined up, including newspaper advertising, window 
displays, direct mail circulars and all other details. 
The manufacturer cooperates with the Geo. A. Lowe 
Co. by making suggestions, helping out on the ad- 
vertising and on the window display material. 

One of the features of the opening day was a penny 
scramble. C. H. Turner, manager of the retail depart- 
ment of the firm, in writing about it afterward to the 
manufacturer said: 

“In response to the newspaper advertising, people 
came to the store in large numbers on Friday to 
secure their sample cans of Varnolac and Great Lakes 
Spar. The only drawback was a threatening storm 
in the afternoon. However, it did not seem to deter 
the people very much, as they were coming in, in 


numbers all day long, and it kept us busy handing 
out samples, answering questions, offering advice and 
incidentally taking some good orders. 

“We had a large cash sale business that day and 
used up all of our samples, which, however, we gave 
out only to adults. When we ran out of samples we 
distributed more than 500 yard sticks so that the 
one who came too late would not be disappointed. We 
had coupons from the newspaper advertisements mail- 
ed in from distances of 400 miles radius of Ogden. 

“The day that we had the penny scramble, a snow 
storm set in which turned to hail, and the day was 
very dark even at three o’clock when the scrambling 
was held. Notwithstanding the unfavorable weather, 
we had the largest crowd of boys, girls, men and 
women that has ever been seen in this town at 
any kind of an advertising stunt. Traffic was 
blocked and it was necessary for four policemen to 
get it straightened out again. No one, however, was 
injured. 

“The cash sales for the day were the largest that 
we ever had, to say nothing of the charge sales that 
were made.”’ 

The record speaks for itself more clearly and more 
eloquently than anything we could add. But there is 
one thing that perhaps deserves mentioning. That 
is this: All of the men who sell paints and varnishes 
and brushes at the Geo. A. Lowe Co. know what they 
are selling. They know what paint is, how it should 
be used to give the most satisfactory results, and 
above all how to win and keep the good will of their 
customers, which after all is the important thing that 
every man has to work out for himself. 








Greater Turnovers Needed 


There is a dealer who three years ago, sold $20,000 worth of paint and varnish, with a 


stock of $12,000. This is a 12/3 turnover. 


Today he is selling $30,000 worth of paint and 


varnish with a stock of less’ than $6,000, a turnover of 5. 

He is using the money he has by reducing his stock and buying often, to discount his bills. 

I know every salesman will not agree with this doctrine, but, boys, it’s the order of the 
day, and my company believes and preaches the doctrine of quick and greater turnover, and 


we encourage our salesmen in this method. 
burgh Plate Glass Co. 


Charles J. Caspar, Central Manager of the Pitts- 
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$6,000 in Wallpaper 


HARDWARE AGE about a year ago 

telling how W. E. Barnes, Inc., 
turned a basement coal bin into an 
electrical fixture display room and 
realized over $75,000 worth of sales 
created considerable comment. W. E. 
Barnes, president of the company, 
has recently told HARDWARE AGE 
that his sales ran closer to $100,000 
and he also realized an additional 
$6,000 worth of business from this 
same converted coal bin in wall paper 
in three months. 

The Barnes hardware store is located 
on Main Street, in Memphis, Tenn., and, 
like most good sized buildings, had a 
large coal or store room under the 
front sidewalk. Mr. Barnes saw the 
possibility of electric light fixture sales 
from a profitable hardware viewpoint 
and he was not long in converting his 
coal bin into the best looking fixture 
display room in town. In fact, he made 
three rooms and a hallway out of it. 


The results of his success in elec- 
trical fixtures has already been chron- 
icled in these pages, but his wall paper 
department, located in these same dis- 
play rooms, is only a baby and, regard- 
less of its youth, it is proving a lusty 
business getter for the firm. 

To get the proper setting it is neces- 
sary to have a sort of mental picture 
of the stage where the wall paper is 
sold. As you enter the display rooms 
from the basement household depart- 
ment you appear to be entering the 
reception hall of a well appointed home. 
You pass through French doors into 
the inviting arched hallway. The walls 
are neutral gray and the ceiling is 
cream. Mouldings and wall strips are 
also in cream color. The electric fix- 
tures attract your eye at once. There 
is a variety, but one does not feel that 
they are crowded. On each side of the 
hall are other French doors opening 
into fair sized display rooms finished 
and furnished much the same as the 
hallway. In one of these is an array 
of builders’ hardware samples, large 
tables of period design, comfortable 
divans and easy chairs. Here the cus- 
tomer can pick electric light fixtures 
or builders’ hardware without interrup- 
tion and can at the same time note the 
effects of the different styles and pat- 
terns. The other room is devoted ex- 
clusively to electric light fixtures. At 
the rear of the hallway you enter a 
long and somewhat larger room than 
the other two. This is where wall 
paper is sold. 

The furniture is brown mahogany of 
period design and the chairs and divans 
are upholstered in blue silk velour. 
Attractive stand lamps give the room 
a very “homey” appearance and the 
silver electric light wall fixtures set 
off the picture completely. At one end 
of the room is a fireplace wher 


ij: HE story which appeared in 
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Sales in 3 Months 
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screens, andirons and other fixtures 
are shown. At the opposite end is the 
rack for sample rolls of wall paper. 
Mr. Barnes does practically all of his 
selling from these samples and carries 
very little stock as he has arranged for 
a quick supply and consequently his 
investment in the wall paper line is 
small. 

The customer is invited to take one 
of the easy chairs and the salesman 
shows her the various patterns on an 
easel which is placed before her. She 
does not have to speculate what the 
paper will look like in the daylight 
because Mr. Barnes has studied light- 
ing effects and has arranged three 
switches within reach of the salesman. 
By means of an extra wide cornice or 
moulding near the ceiling he has placed 
three series of lights around the entire 
room. When the salesman turns on 
one switch the room is_ indirectly 
lighted by a series of daylight lamps. 
This shows the customer how the paper 
looks in the daytime. The next switch 
lights the regular incandescent lamps 
and the customer sees how the paper 
will look in the ordinary home at night. 
The third switch turns on amber lights, 
which are so very popular now, and 
the customer sees how the paper will 
look under those conditions. In other 
words, Mr. Barnes has eliminated all 
of the guess work and speculation from 
the customer’s mind. 

All of the sales work is not left to 
the display room or the salesman in 
carge. The firm advertises. consis- 
tently three times a week in local 
dailies, using a 6 in. one column space. 
The firm has four touring cars used 
by various salesmen and each of them 
has a large sign on the back of it— 
“Visit our Wall Paper Department.” 

Last year 1000 automobile signs 
were put out on main roads pointing 
to Memphis and calling attention to the 
different departments of the Barnes 
store. Some of these told of wall 
paper, others of paint and the balance 
of electrical fixtures. An additional 
1000 are being put up this year. 
Whenever this firm furnishes wall 
paper, paint or electrical fixtures for 
a house a sign goes up on the lawn 
of the house to that effect, and is left 
there until the job has been completed. 

Direct mail advertising is used to 
good advantage through a carefully 
kept mailing list and prospect register. 
Whenever one of the buyers makes a 
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trip to any of the larger market cen- 
ters he sends the live prospects a letter 
on hotel stationery about what he is 
doing and what he has seen. He never 
fails to mention when he will be home 
and the samples he is bringing with 
him for their inspection. Arrange- 
ments are made with the out-of-town 
hotels before the buyer actually leaves 
Memphis and the letters are written 
and addressed in the office so the buyer 
can take them with him for mailing. 
The large city hotels have been very 
anxious to supply the Barnes store 
with letter heads and envelopes because 
of the good advertising. 

As an example, when the electrica! 
fixture buyer went to the Chicago mar- 
ket he sent back some 200 letters on 
the stationery of one of the well known 
Chicago hotels. This letter told of the 
new numbers he had secured and closed 
with a personal invitation to come to 
the store upon his return and see them. 
When another buyer went to New York 
he mailed 500 letters from the Waldorf 
Astoria Hotel about electric light fix- 
tures and wall paper. To the wall 
paper prospects he enclosed one or two 
small samples. 


500 Letters from the Waldorf 


Mr. Barnes knows to whom these 
letters have gone and he has checked 
off some very large sales which resulted 
from this kind of sales promotion work. 
Many times he sends special delivery 
letters and night letters to prospects 
who are a little slow in making up 
their minds. Mr. Barnes could tell you 
of several instances where a 10-cent 
special delivery stamp or a telegram 
landed him a big order. 

One of the local papers publishes a 
rotogravure section weekly and Mr. 
Barnes has contracted for space in this 
sheet at regular intervals. In this 
way he gets his advertising before 
nearly everybody because the roto- 
gravure section is looked over very 
carefully by every reader. The ad- 
vertising in this section is always 
accompanied by an attractive photo- 
graph with some human interest in it. 
The illustration which accompanies this 
article where the salesman is showing 
a customer some wall paper was used 
as the basis on one of the rotogravure 
ads. 

This hardware store believes in ad- 
vertising and is always careful to see 
that no expenditure is made in this line 
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unless it produces results—increased 
sales. One of the other forms used is 
the supplying of all the peanut and 
soda water vendors at the ball parks 
with carpenter’s aprons. The news- 
boys on the streets are also furnished 
with them. The aprons are heavy 
white material with the Barnes adver- 
tising in large bold black letters on 
them. The pockets are large and deep 
and permit the boys to make change 
quickly and rapidly. Every newsboy 
in Memphis and each of the boys 
“working” the ball games thinks a lot 
of Barnes Hardware and they are 
quite willing to give the firm several 
thousands of dollars worth of free 
advertising for its thoughtfulness of 
their interests. 

It can readily be seen that wall paper 
is going to be a large department in 
this store when the sales for the first 
three months ran between $5,000 ana 
$6,000. On the other hand, it would 
be hard to conceive of any department 
not making a success when the sales 
promotions has been as carefully 
mapped out and put into action as has 
been enumerated. 

The interesting thing about this wall 
paper department is the small invest- 
ment for stock as most selling is from 
samples. The really enjoyable thing, 
however, is the fact that wall paper 
bears a handsome margin of markup 
regardless of how cheap the selling 
price may be. There is no service to 
be rendered after the sale and the 
company employs no paper hangers 
but customers are furnished with ap- 
proved lists of workmen in the city 
and all of these men are boosting for 
Barnes and his wall paper department:. 
Most paper hangers are also painters 
and decorators and of course Mr. 
Barnes keeps them busy with prospects 
in both lines and lands the order for 
the merchandise. 

From the success this store is enjoy- 
ing and the rapidity with which these 
departments are growing it looks as if 
a winning combination for hardware 
stores—one on which the profit on all! 
lines was very good—had been dis- 
covered. The Barnes combination is 
paint, wall paper, electrical fixtures 
and builders’ hardware. If they get 
a chance at one job it is more than 
likely that they will get the other 
three. 

Have you ever considered the prop- 
osition from this angle? 








GETTING OFF ON THE WRONG FOOT 


More good men have had their minds warped by getting off on the wrong foot as re- 


gards salary, expenses, etc., than for any other reason. 


Why? 


Because it is the money he 


earns which means life for his family and himself and the more worthy the man, the harder 
he will fight and the more bitter he will become if he starts out feeling that while you have 
hired him, you have done so on a basis that you have forced upon him because you have the 


power. 


It is far better to be a little too generous than to be mean, even to the slightest de- 


gree.—R. W. Lindsay, General Sales Manager, Pratt & Lambert, Inc. 




















N almost every business house there is an irrepres- 
sible conflict between the Credit Department and 
the sales force. Almost every head of a Credit 

Department feels that salesmen are not to be trusted 
when it comes to allowing credits. Almost every 
force of traveling salesmen feels that the Credit Man- 
ager is a short-sighted, narrow-gaged individual who 
lies awake nights trying to put a crimp in their sell- 
ing style. Years ago when I went on the road, this 
difference of opinion was frequently expressed in ex- 
ceedingly strong language. All the years in between, 
the difference of opinion has continued to exist. Re- 
cently here in our own business we called the head 
of our Credit Department into a salesmen’s meeting 
and there was almost a riot. 

Of course the ideal Credit Manager is a man who, 
with all of his crankiness, still has the selling microbe 
in his system. Even when he duns a customer for a 
payment, he remembers the future when his house 
will desire to sell this customer again. He must have 
the wisdom of the serpent and the gentleness of a 
dove. He must understand the art of writing a letter 
that will bring the money but at the same time will 
not give offense. 

In passing allow me to say that there is just one 
thing always to avoid in business letter-writing, even 
when it is necessary to write a disagreeable letter. 
Never hurt your correspondent’s pride. Never humili- 
ate him. If you have something disagreeable to say 
in the first part of your letter, then make it a point 
in the last paragraph to say something pleasant— 
something that softens the edge of what it has been 
necessary for you to write. 

I can remember a great credit man who could turn 
down a customer in such a pleasant way that no sting 
was left behind, and when this customer would get 
into good shape, he was always glad to come back and 
buy his goods from the house again. This credit man 
would often say to me “What are words for? There 
are good words and bad words—words that hurt and 
words that soothe. Why not carry in stock a nice 
assortment of words and when it is necessary to say 
some very direct things, then why not soften the 
blow? Why not think of some nice things too?” I re- 
member in a letter he wrote to one of my customers 
—‘“‘It is a source of very deep regret to us that we 
must deny ourselves the pleasure of doing business 
with you.” Now when as a salesman I received a car- 
bon copy of that letter, its beautiful language did not 
appeal to me. I felt that I had lost a good order and 
possibly a good account; but when I called on my cus- 
tomer, he got out this letter and he thought it was a 
“beautiful” letter. “My”—he said—“‘how I wish I 
could write beautiful, nice letters like that credit man 
of yours!”’ 

Words and sentences and paragraphs are powerful, 
living things. They can fill us with enthusiasm. They 
can stir us up to new efforts. They can lift up the 
discouraged. They can also break hearts and depress 
the soul. Every business man who finds it necessary 
to write letters should carefully study letters. He 
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should even keep a scrap book or a note book and 
whenever he is struck with a particularly fine letter 
or phrase or sentence, he should have his stenographer 
copy it. He should learn these phrases and sentences. 
He should make them a part of his own letter-writing 
vocabulary. 

No doubt in the course of your business experience 
you have been called upon to write a business letter 
of condolence when one of the partners in a firm you 
were selling had been called away by death. What 


. kind of letter did you write? Was it simply a few 


formal lines expressing your sympathy or was it a 
real, human document that brought consolation and 
even a feeling of pride to the members of the family 
of the departed? 

I remember when I was a salesman, one of my 
customers died. As was my habit, I immediately wired 
the head of my house. Now the head of my house 
happened to know this customer and he wrote his 
sons a most beautiful letter. Not only did this letter 
console this family but it made them forever after- 
ward loyal customers of my house. Some other houses 
wrote only a few lines of sympathy. Some houses 
with whom they had been doing business did not write 
anything. I was just a young salesman in those days 


but I myself was so much impressed with this letter. 


that I asked the privilege of copying it. I kept that 
copy for years and I do not blush to admit that many 
times afterward I used some of the phrases from that 
letter when I was called upon to write similar letters 
of condolence! 

So I think that credit men who not only take a 
fiendish pleasure in killing an order but who desire 
to help their houses should study letter-writing. Of 
all men in business, the credit man should be a good 
letter-writer. It falls to his lot not only to collect 
money but to write in those cases where merchants 
retire from business—where members of firms cross 
the Great Divide—where customers meet with mis- 
fortunes from fire and flood—where customers marry 
or have marriages in their family, births, etc. All 
this kaleidoscope of life passes over the desk of the 
credit man. How is he doing his work? Is he writing 
short, brief, mechanical letters or is he attempting 
to make all these people with whom his house comes 
in contact feel that somebody in that house is taking 
a real personal interest in them and in their business? 

I have mentioned men retiring from business—mer- 
chants selling out, etc. How many credit men when 
they read the cold commercial reports about these 
transactions ever think of writing a friendly letter 
to these old customers who are going out of business? 
Of course you may never sell them again. They may 
never go into business again but on the other hand, 
the chances are that they will and you may rest as- 
sured a man who receives an unexvected friendly letter 
will be affected by it in a more than usual manner. 
When we send a nouse a very handsome order, we are 
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Freezer Utilizes Automobile 
Self-Starter 


Everybody’s self-freezer, made by the 
Toy Town Freezer Co. of Winchendon, 
Mass., has a number of unique features 
which should recommend it strongly 
to householders everywhere. The new 





freezer is designed to eliminate the 
necessity for hand turning by means 
of utilizing the self-starter of an auto- 
mobile. In operation, it is only neces- 
sary to fill the bottom of the freezer 
with ice and salt. It is then turned 
right side up, the cream mixture put 
in and the freezer placed on the run- 
ning board of an automobile. 

Tubs made from selected white pine 
stock, especially treated by _ special 
method to withstand ice and salt. The 
cans are made from the best grade of 
heavy American charcoal tin plate. The 
castings are made from a special for- 
mula and heavily tinned and _ gal- 
vanized. The freezer is decorated with 
two coats of white enamel, thus making 
it possible to keep the freezer in a 
clean and sanitary condition. Packed 
in individual cartons to insure delivery 
in good condition. Ice cream will stay 
frozen for several hours longer than 
usual, it is said, because wood is a 
natural insulator and the water-tight 
compartment bars out disturbing at- 
mospheric conditions. 


Displays for Liberty Hot 
Plates 


The Liberty Gauge & Instrument Co., 
6545 Carnegie Avenue, Cleveland. Ohio, 
has recently prepared for distribution 
a new set of easel cards for counter 
and window display purposes. 

These easels feature “something good 
to eat” for breakfast, luncheon and 
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dinner and Liberty hot plates to make 
it with—clean, quick and just right; 
also many other uses for Liberty hot 
plates. Dealers can now arrange a 
most attractive and exclusive window 
with Liberty hot plates and be assured 
of proper portrayal of their utility to 
the buying public. These sets will be 
forwarded to any Liberty dealer or 
distributor upon request. 


Samson Brand Glue 
in Special Boxes 


For the purpose of assisting retailers 


in the sale of Samson Brand glues, 
the R. S. Cooper Glue Co., 76 Dey 
Street, New York City, is now supply- 
ing 1 lb. sheet glue and 2 lb. ground 
glue in special boxes. And as a special 
inducement to the trade, the company 
will print the name, nature of busi- 
ness and address on both sides of the 
box of any customer desiring same. 


Improved Vaughan Combi- 
nation Can-Opener 


A number of notable improvements 


have recently been made to. the 
Vaughan can-opener, made by _ the 
Vaughan Novelty Co., 3211 Carroll 


As may be noted 
illustration, 


Avenue, Chicago. 
accompanying 


from the 





the can-opener combines a_ bottle- 
opener, a can-opener and a cork-screw. 

In improving this popular number 
the company has strengthened the 
handle, using heavier metal than for- 
merly, which results in greater rigidity. 
In place of the solid rivets formerly 
used, tubular rivets are now made use 
of, thereby giving a handsomer and 
more finished appearance and also pro- 
viding perfect sanitary conditions on 
both sides of the blade. 

For the purpose of assisting retailers 
in the sale of this popular item the 
company is planning to launch an ex- 
tensive national advertising campaign 
designed to popularize this article with 
householders. 


Combination Swing, 
and Trapeze Bar 


The Busy-Kiddie, made by the Stand- 
ard Pressed Steel Co., Jenkintown, Pa, 


Ring 
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is an ingenious device designed for the 


entertainment and for the promotion of 


the healthy development of the young 
folks. As may be seen from the accom- 
panying illustration, it may be installed 














in any doorway and cannot mar or 
damage the woodwork in any way. The 
Busy-Kiddie, it is said, may be installed 
in two minutes and taken down in one. 
It is a combination swing, ring and 
trapeze bar, all in one set; and because 
of its unique features it should prove 


a popular item in hardware stores 
everywhere. 

or the purpose of assisting retailers 
in the sale of this ingenious device the 
company manufacturing it has em- 
barked on an extensive national adver- 
tising campaign. The device is also 
suited for an effective interior or win- 
dow display and a demonstration of 
it in use should arouse considerable 


interest. 


F. Kirk Wins Trophy 
in Regatta 


The main sheet trophy for the na- 
tional cHampionship for two-horsepower 
rowboat detachable motors in Class B 
at the recent D. Y. C. Gold Cup Re- 
gatta, held in Detroit, Aug. 31, was won 
by Fred Kirk, driving a Caille Liberty 
Motor. 

At the Detroit City races, held Aug. 
9 at Belle Isle Park, the outboard motor 
races were won by the same driver with 
a Caille Liberty Motor. Mr. Kirk made 
the finish of one complete lap ahead of 
any other competitor. 
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HARDWARE MANUFACTURERS 
CONVENTION, Atlantic City, 
16, 17. 1924. Hotel head- 


AMERICAN 
ASSOCIATION 
N. J., Oct. 14, 15, 


quarters, Marlborough-Blenheim. . ee 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


Coming Hardw 


wnt 


(‘ALIFORNIA RETAIL 
MENT ASSOCIATION 


HARDWARE & IMPLE- 
CONVENTION AND [Hx- 
HIBITION, Civic Auditorium, San Francisco, 
Mareh 11, 12, 13, 1925. LeRoy Smith, sec- 
retary, 112 Market Street, San Francisco. 
INDIANA 
(‘ON VENTION 


RETAIL HARDWARE ASSOCIATION 

AND IX HIBITION, Cadle 
Tabernacle, Indianapolis, Jan. bic =— 
29, 30, 1925. G. F. Sheely, secretary, 911- 
915 Mever-Kiser Bank Building, Indian- 


apolis. 


are Conventions 


LOWA RETAIL HARDWARE ASSOMLATION 


(CONVENTION AND EXHIBITION, Des Moines, 
Keb. 10, 11, 12, 18, 1925. <A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


IMPLEMENT 
CONVENTION, Jefferson County 
33, 20. 21, 
secretary-treasturer, 
Louisville. 


KENTUCKY HARDWARE 


ASSOCIATION 


AND 


Armory, Louisville, week of Jan. 
1925. J. M. 
Republic 


5) 
ww, 


Stone, 


200 Building, 
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MICHIGAN RETAIL HARDWARE ASSUCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 24, 26, 27, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 


Paul, Feb. 17, 18, 19, 20, 1925. CC. H. Casey, 
secretary, Nicollet Avenue and Twenty- 


fourth Street, Minneapolis. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
(‘ONVENTION AND EXHIBITION, Statler Hotel, 
St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

MONTANA IMPLEMENT 
ASSOCIATION CONVENTION, 
14. 1925. A. C. Talmage, 
urer, Bozeman. 


AND HARDWARE 
Helena, Feb. 13, 
secretary-treas- 


MOUNTAIN STATES HARDWARE AND ImMm- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29. 1925. W. W. Mec- 
Allister, secretary-treasurer, Boulder, Col. 

NATIONAL FEDERATION OF IMPLEMENT 
LDKALERS’ ASSOCIATIONS CONVENTION, Audi- 
torium Hotel, Chicago, Ill, Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 

NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Atlantic City, N. J., Oct. 14, 15, 
16, 17, 1924. Hotel headquarters, Marl- 
borough-Blenheim. T. James Fernley, sec- 
retary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

HARDWARE ASSOCIA- 
Pa., June, 
secretary-treas- 


RETAIL 
Philadelphia, 
Sheets, 


NATIONAL 
TION CONVENTION, 
1925. Herbert P. 
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urer, 130 KE. Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel, Exhibition, 


City Auditorium. George H. Dietz, secre- 
tary, 414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 

NEW YORK STATE RETAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 


Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 


secretary, City Bank Building, Syracuse. 
NorTH DakoTaA RETAIL HARDWARE As- 
SOCIATION CONVENTION AND EXHIBITION, 
Grand Forks, Feb. 11, 12, 18, 1925. C. N. 
Barnes, secretary, Grand Forks. Mr. 
Barnes may also be addressed for infor- 
mation in connection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Columbus, Feb. 10, 11, 12, 
13, 1925. James B. Carson, secretary, 1001 
Schwind Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 


Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary - treasurer, Oklahoma 
City. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
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seum, Feb. 16, 17, 18, 19, 1925. Sharon 
EF. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24. 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at 24th Street, Min- 
neapolis, Minn. 

SOUTHEASTERN RETAIL HARDWARB ASSO- 
CIATION CONVENTION AND EXHIBITION, BLir- 
mingham, Ala., May 12, 13, 14, 1925. Walter 
Harlan, spevetan-taeamarer, 701 Grand 
Theater Building, Atlanta, Ga. 


SOUTHERN C’ALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Los’ Angeles, 
March, 1925. H. L. Boyd, secretary-treas- 
urer, 435 San Fernando’ Building, Los 
Angeles. 

TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 


WESTERN RETAIL IMPLEMENT AND HARD- 


WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 
Hodge, secretary, Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925 
George W. Kornely, Exhibit Manager, 1476 
Green Bay Avenue, Milwaukee. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 








Saunders Norvell on Quality Cutlery 


From Printer’s Ink 


“In a recent installment of his delightful series of reminiscences, 






‘Forty Years of Hard- 


ware,’ appearing in HARDWARE AGE, Saunders Norvell tells how he made it possible for boys to 
buy a good 10-cent pocket knife. One day several years ago, when he was head of the Norvell- 
Shapleigh Hardware Company, he discovered accidentally what wretched knives were being 


sold to boys. 


“On this occasion he had given his little son a quarter. The boy invested the money in a 
penknife. When Mr. Norvell saw that the knife would cut nothing he found, on investigation, 
that it represented the only kind of boys’ knives to be had on that market at that time. Even 
Mr. Norvell’s own company carried this ‘trash,’ as he calls it. 

“Mr. Norvell then set out to have made a ‘one-bladéd, cocobolo small pocket knife, with a 


blade that would cut paper like a razor.’ 
and by getting the manufacturer <¢ 
was sold at retail for only 10 cents. 


By producing the knife in tremendous , quantities 
and distributors to shave their profits to the bone this knife 
The old worthless knife sold for 25 cents. The quality of 


the new knife, and its low price, combined with aggressive selling quickly established it in 


the hardware market. 


“Mr. Norvell cites this knife incident as one of many illustrations to prove his contention 
‘of how a very large business can be built up simply by improving the quality of the goods.’ 
The significant thing about his contention is that he says opportunities for selling of this 
kind always exist in many lines of merchandise. 


“The opportunity exists right now. 


And, what is more, the best time to introduce a 


quality product is during a period such as we are now entering. We have passed through 


a mild depression. 


sometimes give way all through an industry. 


At such times there is intense competition. 


Under the pressure, prices 
What is more, quality frequently follows 


prices. Where this has happened the best time to restore the old quality standards is when 


business starts on the upgrade. 


It is then easier to get better prices. 


There is not so much 


sales resistance. Buyers are in a more cheerful mood, and for the time are more interested 


in quality than in prices. 


“Quality merchandise rides to an easy market in boom times. This applies not only to the 
price-ridden industry but to any industry. The product whose chief sales appeal is quality 
can be best put over both in selling and advertising when the sap of optimism is rising in 


the commercial world.” 
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Price Protection To Be a Nonpartisan 
Campaign Issue 


Manufacturers, Jobbers and Retailers Are Pledging Senators 
and Representatives to Support Legislation — 


WASHINGTON, Sept. 15, 1924. 


ANUFACTURERS and _ wmer- 
M chants in many important 
trades have engaged in a 
movement to line up their Senators 
and Congressmen for price protection 
legislation under the slogan “A Square 
Deal for Square Dealers.” With elec- 
tion day less than two months off these 
business men hope to secure pledges for 
the support of a well balanced price 
protection bill that will represent a 
comfortable majority of both houses. 
In the van in this movement are 
the National Wholesale Druggists’ 
Association, the American Fair Trade 
League, the American Manufacturers 
of Toilet Articles and other national 
trade organizations that have ex- 
perienced the disastrous influence of 
the predatory price cutter and that 
are convinced that nothing save well 
considered legislation can relieve an 
almost impossible situation. 


A Nonpartisan Drive 


The drive for Congressional support 
for price protection legislation is in no 
sense partisan. In this connection the 
American Fair Trade League, which 
has led the fight to crystallize sentiment 
behind these “Better Business” meth- 
ods, calls attention to the fact that 
the standard price movement has never 
been tinged by partisanship. The non- 
partisan character of its support is 
indicated by letters received from 
Congressmen of all shades of political 
opinion in reply to inquiries from con- 
stituents engaged in various lines of 
trade and establishment in many dif- 
ferent States. 

“For example,” says Secretary 
Whittier, who is managing this cam- 
paign for the League, “Representative 
Henry Allen Cooper of Wisconsin, who 
was chairman of the Wisconsin delega- 
tion at the Republican National Con- 
vention, and who is a leader of the 
so-called Radical Bloc in Congress, 
says, in a recent letter to a constituent, 
that ‘the manufacturer should be given 
a legal right to name a uniform price 
on the goods made by him.’ 

“One of the most enthusiastic sup- 
porters of the bills now before Con- 


Business Outlook Good 


By W. L. Crounse 


gress is Mrs. Mae E. Nolan, Represen- 
tative from California, who recently 
issued a strong statement advocating 
the standard price system in the inter- 
est of the housewife and consumer. 
Mrs. Nolan is the widow of a promi- 
nent Pacific Coast labor leader. 


Real Leaders Favor Legislation 


“Representative Winslow of Massa- 
chusetts. Chairman of the Interstate 
and Foreign Commerce Committee, 
Senator David E. Reed of Pennsyl- 
vania, who succeeded the late Senator 
Penrose, Senator Arthur Capper of 
Kansas, and other leaders of both 
houses, indicate the wide comprehen- 
sive support of this legislation. In 
fact, as the present situation stands, 
there is no so-called bloc or political 
faction whose leaders have not mani- 
fested their support.” 

Notwithstanding the _ exceedingly 
favorable outlook, the advocates of this 
legislation emphasize the importance 
of pointing out to Congressmen and 
candidates for Congress at the coming 
election that the pending measures are 
based upon principles immensely bene- 
ficial to the country at large. These 
benefits are summarized in the state- 
ment that the enactment of the desired 
legislation will enable the manufac- 
turer of a trade-marked or branded 
article to protect the consumer against 
misleading bargain bait advertising. 
Such a law would be quite as important 
to wholesalers and retailers as to pro- 
ducers. 

There is overwhelming evidence that 
the great preponderance of opinion 
throughout the business community is 
against unfair price cutting. It is up 
to the merchants of the country, how- 
ever, to make this fact so startlingly 
evident that Senators and Represent- 
atives cannot ignore it. 


Consumer Makes Strongest Appeal 


There can be no doubt that in the 
waging of this campaign the con- 
sumer’s interest must be kept constant- 
ly in evidence. The consumer un- 
doubtedly makes the strongest appeal 
to Congress which never fails to count 
noses whenever a new issue is brought 
forward. : 


Next to the consumer in point of in- 
fluence comes the small independent 
merchant whose name is legion. Deal- 
ers in all lines are becoming more alive 
to the fact that the price cutting on 
standard goods is making it increas- 
ingly hard. for him to reap a living 
profit. 

Looking at the problem from the 
standpoint of the consumer’s interest it 
is a highly significant fact that more 
than two hundred women’s clubs and 
housewives’ leagues throughout’ the 
country have indorsed: the movement 
for price protection legislation. It is 
recognized that women buy more than 
half the merchandise sold at retail; 
hence the importance of their accept- 
ance and indorsement of the price pro- 
tection principle. 

The championship of price protection 
by Congresswoman Mae E. Nolan has 
undoubtedly had tremendous influence 
in lining up the women of the country 
in favor of this legislation. I have 
heretofore published her views in favor 
of the bills now pending in the House 
Committee on Interstate and Foreign 
Commerce and it is an interesting fact 
that numerous federations of women’s 
groups in passing resolutions favoring 
this legislation have specified “stand- 
ard price bills as advocated by Hon. 
Mae E. Nolan.” 


Poor Management *Chief Cause of 
Failures 


The records of the morgue of busi- 
ness failures give “poor management”’ 
as the cause of a vast majority of 
commercia! deaths, according to the 
Domestic Commerce Division of the 
Department of Commerce in “Budg- 
etary Control in Retail Store Manage- 
ment,” the first of a series of pamphlets 
prepared for the purpose of helping 
the American retailer overcome some 
of his more difficult business problems. 
Failures have been attributed to lack 
of sufficient working capital, to a poor 
location, and are very often falsely 
laid at the door of economic changes. 

In summarizing these causes, how- 
ever, the Domestic Commerce Division 
says that bad management in some 
form appears to be the explanation of 
most of them. More thorough under- 
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standing of individual management 
problems will save many wobbling re- 
tailers, the division asserts, pointing to 
the fact that the retail store is con- 
spicuous in the field of business enter- 
prise for the number of casualties. 

“Only in the past three or four years 
has the merchant realized that his 
business, as well as that of the manu- 
facturer, is a science, and that he, 
too, can well afford to utilize many 
of the new methods which are being 
adopted in business management in 
the entire field of industry,” the divi- 
sion says, in advocating budgetary con- 
trol. “Operation of a business is much 
like the running of a ship. 

“The Captain has a goal—the port 
to which he is bound; the chart of 
the course; and the instruments, such 
as compass and sextant, to keep him 
on his course. The captain of a busi- 
ness must take the same precautions 
in guiding his business ship over the 
rough seas of competition and alter- 
nating periods of prosperity and de- 
pression. The established quotas and 
limits are the ports toward which the 
business pilot is heading; the budget; 
the map; and the comparison of actual 
with estimated figures corresponds to 
the ship’s compass and sextant, for 
by this the direction of movement and 
the location of the business is deter- 
mined.” 


Too Much Concentration on Selling 


Selling is the “little idol” in many 
retail organizations, the division says, 
in connection with the subject of co- 
ordination of the activities of a busi- 
ness. Small consideration is given to 
the cost of these sales and the margin 
which they should yield. The bringing 
together of the costs and possibilities 
of the constituent elements of the sell- 
ing process enables the community 
purchasing agent, the retailer, to 
arrive at an approximately correct 
relation between sales volume and ex- 
pense. 

The tremendous losses (caused by 
over-purchasing) which were taken 
during: the last period of depression, 
can be attributed in part, to the lack 
of intelligent control of buyers’ activi- 
ties, the division says, in a chapter 
devoted to Centralizing Executive 
Control. Making forecasts and record- 
ing .results, division of budget for 
control, sales budget, merchandise 
budget, operating-expense budget, ad- 
vertising budget, and the advantages 
and disadvantages of budgetary con- 
trol, are discussed in succeeding chap- 
ters of the pamphlet. 

The department’s publication em- 
bodies the results of original research 
in a wide field. The data were 
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gathered directly from prominent re- 
tailers all over the country and 
represent the coordinated opinions of 
the most progressive business men now 
engaged in the study of distribution 
problems. 


Small Trade Recessions Noted 


The Department of Commerce index 
of manufacturing production, based on 
64 commodities declined 1 per cent 
from June and was 13 per cent lower 
than a year ago. Increased production 
over June was noted in the following 
groups: Foodstuffs, textiles, chemicals, 
stone, clay and glass products, metals 
other than iron and steel, and tobacco, 
while the leather group remained un- 
changed from June and the following 
groups declined: Iron and - steel. 
lumber, paper and_ miscellaneous 
products. 

The index of commodity stocks based 


on 45 items, including both raw and 
manufactured materials, after due 


allowance for seasonal variation shows 
a decline of approximately 142 per cent 
from June inventories. All groups 
showed declines from June inventories 
except manufactured foodstuffs, which 
remained unchanged both as compared 
with June and a year ago. Except in 
the case of manufactured commodities 
the increase in inventories over last 
year was not large, the total index 
being only 15 per cent higher. 

The index of unfilled orders based 
on eight commodities, principally iron 
and steel and building materials, in- 
creased about 2 per cent over June. 


Building Industry in Fine Shape 


Secretary Hoover takes no stock in 
the present reports indicating that a 
depressed condition exists in the con- 
struction industry. Taking the figures 
for July he insists that conditions are 
very satisfactory. 

The value of contracts let in thirty- 
six States in July, 1924, shows an 
increase of 10 per cent over that a 


year ago, and the total contracts let 


from January 1 to the end of July, 
1924, also gained 10 per cent over the 
same period of 1923. Practically all 
classes of construction contributed to 
the increase, although in varying de- 
gree, just as there has been relatively 
greater activity in some cities and dis- 
tricts than in others. 

Residential contracts for July this 
year show an increase of 3 per cent 
over those of last July; industrial and 
commercial building combined show 3 
per cent increase; public works and 
utility construction 10 per cent in- 
crease; educational buildings, 26 per 
cent increase; and miscellaneous, in- 
cluding hospitals and __ institutions, 
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religious and memorial buildings, and 
public buildings, 42 per cent increase. 

Cement shipments from the mills in 
July increased 21 per cent over the 
same month last year, and for the 
seven months ended July were 4 per 
cent higher. Although there was some 
decrease in lumber production during 
the first seven months of the year, 
orders for lumber reported by eight 
leading associations during six weeks 
ending the middle of August show an 
increase of 29 per cent over the same 
period of last year. 

There has been some recession in the 
cost of construction. The Department 
of Commerce index number for frame 
house materials shows a decrease in 
twelve months from 214 to 199, com- 
pared with 1913 as 100, and for brick 
house materials, from 217 to 201. 
Other index numbers show a decrease 
in general construction costs from 222 
to 214. 


Big Gain in Gas and Oil Stove Output 


The industry engaged in the manu- 
facture of gas and oil stoves carried 
its product well above the hundred- 
million dollar mark in 1923, according 
to reports for the biennial census just 
announced by the Department of Com- 
merce. The total value of these stoves 
was $104,174,805 exclusive of appli- 
ances valued at $8,114,947, making a 
grand total for the industry of 
$112,289,797. 

Because of changes in the classifica- 
tion of this industry the figures for. 
1923 are not comparable for those 
reported for 1921, but the Census 
Bureau roughly estimates the increase 
during the two year period at not less 
than 120 per cent. 

These big figures are probably well 
within the mark, as gas and oil stoves 
were manufactured to some extent by 
establishments engaged primarily in 
other industries not covered by these 
reports. The value of this output wil! 
be shown in the final reports of the 
census, 

Two hundred and forty establish- 
ments were engaged in making gas and 
oil stoves in 1923. They employed 
16,789 wage earners whose total wages 
amounted to $22,437,753. 

Of the 240 establishments reporting 
for 1923, 43 were located in California, 
40 each in Ohio and Pennsylvania, 24 
in Illinois, 19 in New York, 11 in 
Missouri, 9 in Michigan, 8 each in 
Indiana and New Jersey, and the 
remaining 38 in Connecticut, Iowa, 
Louisiana, Maryland, Massachusetts, 
Minnesota, Oklahoma, Oregon, Rhode 
Island, Tennessee, Texas, Washington, 
West Virginia, and Wisconsin. 








“Every merchant has a mission to perform, and that mission is to serve his com- 
munity by selling it the proper merchandise for its needs at the right prices.”’ 


—LLEW S. SOULE. 
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: WINCHESTER-SIMMONS COMPANIES 


N order that our readers may have a clear under- mons organization, we present the following chart 
taken from the official publication of the National 


Association of Winchester Clubs: 


standing of the relationship existing between the 
various companies forming the Winchester-Sim- 


Holding Companies Operating Companies 


























The Winchester Repeating Arms 
Winchester Company is the general manage- 
Repeating Arms - ment company and the principal 
Company operating company of the manu- 
facturing group. 
The . . ) 
Winlventer Walden Knife Co. 
, Mack Axe C 

Company -— was These companies are the subsidi- 
Mound City Paint ary manufacturing companies 
and Color Co. - operated under the direct super- 
Roanoke Spoke and vision of the general management 

Handle Co. satiate ciate 

The Barney & Berry Co. | 
Winchester- | 
: . | The Simmons Hardware Co. is 
Simmons Simmons Hardware | the general management and pur- 
Company Company ( chasing company of the distribut- 
ing group. 

The Winchester-Simmons Co. of Boston 
: ; ; , These com- 
Associated The Winchester-Simmons Co. of Philadelphia panies are the 
Simmons The Winchester-Simmons Co. of Atlanta subsidiary 
Hardware The Winchester-Simmons Co. of Toledo warehouse 
Companies The Winchester-Simmons Co. of Chicago re f -‘thngpicing 
The Winchester-Simmons Co. of St. Louis pag tog, ana 





Good Business Outlook. 
Says Surpless Dunn 


There are many reasons for conserva- 
tive optimism in respect to the business 
situation, according to a market survey 
recently issued by Surpless Dunn & Co. 
“Regarding stocks,” says the survey, 
“reports from every direction definitely 
show same to be very light, which in 
itself indicates a satisfactory volume of 
business for the balance of the year, 
regardless of whether the anticipated 
advance in price values occurs. 

We can all join in expressing satis- 
faction that wages which have attended 
a better standard of living are main- 
tained, indicating that a large propor- 
tion of the people are prepared to “let 
live” as well as live themselves. 

We can congratulate ourselves on the 
tremendous reduction in the expense of 
maintaining our Federal Government, 
all of which will result to the satisfac- 
tion of the American people in a fur- 
ther reduction in taxation. 

As a definite evidence of general con- 
ditions please note the ease of money; 
also the readiness with which solvent 
corporations can sell their bonds, all 








\ 


| tending to make possible new construc- | 
| tion. 


We further should be gratified to note 
the evidence of the return to common 
sense of the governments of the world 
as indicated by the international rep- 
arations and financial agreements en- 
tered into the last few weeks; in other 
words, every indication points to the 
fact that nations are all coming back, 
whether under compulsion or not, to a 
state of mind which will insure greater 
security to their peoples. 

We are glad to report that the volume 
of business has greatly increased during 
the last thirty days; and reports from 
all sections show a financial stability 
entirely satisfactory, which is indicated 
by the prompt payment of accounts. 


—_— 


New Geier Factory Unit 


In its September Merchandising 
Number of Royal Breezes the P. A. 
Geier Co., Cleveland, gives its retailers 
an outline of planned advertising and 
dealer helps for the coming season. It 
also announces completion of the firm’s 
new factory unit. 





The Winchester-Simmons Co. of Minneapolis 
The Winchester-Simmons Co. of Sioux City 
The Simmons Hardware Co. of Wichita 

The Winchester-Simmons Co. of the Pacific 





der the direct 
supervision 
of the general 
management 
company. 
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Baldwin Tool Works Elect 


Officers 


At a recent meeting of the board of 
directors of the Baldwin Tool Works, 
Parkersburg, W. Va., William H. Bald- 
win was elected president and treasurer 
to succeed his father, the late Frank 
M. Baldwin. At the same time Harold 
Cunningham was elected vice-president 
and sales manager, while T. O. Holland 
was elected vice-president and purchas- 
ing agent. 

All three of the above men have been 
active in the management of the Bald- 
win Tool Works for a number of years. 





Van Hoogenhuyze Plans to 
Broaden Business 

N. F. Van Hoogenhuyze has resigned 
as sales manager of the Peden Iron & 
Steel Co., San Antonio, Tex., and has 
become associated with William Van 
Hoogenhuyze & Co., manufacturers’ 
agents, jobbers and importers, San 
Antonio. It is the intention of the com- 
pany to broaden its line of hardware 
and to do a strictly wholesale business 
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Plumb Predicts Good Fall Business 


Reports from 92 wholesale distribu- 
tors of hardware, representing every 
section of the United States, indicate 
that business this fall will be more than 
vood—far better than was anticipated 
a few weeks ago, according to a state- 
ment by Fayette R. Plumb, president of 
layette R. Plumb, Inc., at the com- 
pany’s recent convention in Philadel- 
phia. 

“In response to questions as to the 
outlook from now to the end of the 
year, 89 per cent of the jobbers said 
they expected their business would be 
good, and 49 per cent were confident 
that it would be better than in 1925. 

“Only 10 jobbers, or 11 per cent of 
those who replied, were anticipating 
poor business. In nearly all of these 
cases local conditions were cited as the 
cause, these including drouth, lack of 
employment in local lines or other fac- 
tors peculiar to the territory. 

“The statement of jobbers who ex- 
pect good and better business are based 
on improved agricultural conditions, re- 
viving industrial activity, and the ex- 
pectation that large loans to Europe, 
under the Dawes plan, will be followed 
by a strong export demand for grain, 
cotton and steel products.” 

Mr. Plumb quoted the president of 
one of the largest hardware concerns 
in the United States, a national jobbing 
house employing hundreds of traveling 
salesmen, who wrote: 

“The demand for goods in this sec- 
tion depends largely upon the farmers, 
who are in a much better position than 
they have been for several years. We 





Pan-American  Standardiza- 
tion (Conference to Meet 
in Peru 


First Pan-American 
zation Conference is to be held as 
called with the cooperation of alli 
American republics for the purpose of 
determining upon uniform specifica- 
tions and quantity nomenclature for 
raw materials, merchandise and com- 
mercial equipment is to be held at 
Lima, Peru, in December of this year. 
The sessions also will take up the gen- 
eral subject of standardization—its 
principles and its importance in the 
economic development of the world, 
with particular reference to inter- 
American trade. Accomplishments of 
European countries in establishing uni- 
form standards will be reviewed. 

As nearly all the participating coun- 
tries produce raw materials in excess 
of finished materials, special emphasis 
is to be placed on trade standards for 
raw and crude products. National and 
international specifications will be con- 
sidered for such commodities as grain, 
cotton, cocoa, coffee, rubber, sugar, 
tobacco, vegetable oils, lumber, hides 


The Standardi- 





believe some of their wants are urgent. 

“Stocks in the hands of retail mer- 
chants are not large, and if they buy to 
keep up these stocks the total purchases 
for the next few months will be large. 

“Prices average lower than they were 
a year ago. Weare not looking for any 
large increase in values, and think it 
would be for the best interests of all 
concerned if such did not occur.” 

He laid special stress on the impor- 
tance of the farm market. 

“The reason why there has been no 
prolonged prosperity during the last 
few years is because city dwellers can- 
not live off each other alone,” he said. 
“While there have been short periods 
of prosperity, the demand was soon 
filled by our factories, since the farmer 
was not buying as he normally does. 
The farmer is 40 per cent of the mar- 
ket. When he is not able to buy, fac- 
tories cannot keep busy filling the needs 
of the remaining 60 per cent market. 

“The situation is now changing. The 
farmer is coming back. Within the last 
sixty days the increase in the value ol 
corn, oats, wheat, rye, cotton and hogs 


has added more than a billion and a 
half dollars to his income. 
“This country raises more wheat. 


corn and meat products than it can con- 
sume. If there is a good export mar- 
ket, the price is kept up at home by the 
demand from abroad. If there is no 
export market, the price at home is low 
on account of the oversupply. The in- 
creased purchasing power of Europe is 
behind the optimism of today.” 


and skins, wool, meat and dairy prod- 
ucts. Industrial standardization and 
specifications for finished materials 
likewise will be studied. The cyeation 
of uniform inter-American and inter- 
national standards is contemplated. 

A most important section of the con- 
ference will deal with the standardiza- 
tion of containers, packages and pack- 
ing. The need for uniform container: 
will be stressed. A thorough study of 
this simplification has been urged in 
advance, so that delegates may unite 
on uniform sizes of containers. 

Not only quantity standards will be 
established, but also standards of qual- 
ity—these being, in truth, inter-depen- 
dent: for grades and classifications 
must be based on a uniform measure. 


New Simonds Mfe. 
and Distributing Unit 


The Simonds Saw & Steel Co., Fitch- | 
burg, Mass., has purchased a three-_ 


story concrete manufacturing property. 


containing 62,000 sq. ft. floor space, at. 


the junction of Columbia Road and Cov- 
ington and East Eighth Streets, South 
3oston, which will be used as a manu- 
facturing unit and distributing depot. 


teeettee. nce 
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Awards in Winchester 
Window Contest 


The winners of the Winchester Win- 
dow Display Contest for the Second 
Quarter of 1924, New Haven, have re- 
cently been announced. More than 100 
photographs of window displays were 
submitted, from which the following 
list of winners was selected: 

National Awards: First, Emigh-Winchell 
Hardware Co., Sacramento, Cal.; second, 
l.. Schmidt & Sons, Grand Junction, Colo.; 
hird, Dopp & Watson, Ashland, Wis. 

District Awards—Philadelphia: Schempp 
brothers, Philadelphia: Norristown Hard- 
ware Co.. Norristown, Pa.: J. B. Seanlan, 
\tlantic City, N. JJ. 

St. Lonis: Warren County Hardware Co., 
Cowling Green, Kvyv.: FE aut, Brookfield, 
Mo.; KE. M. Buseh Hardware Co., lvans- 
Ind. 

Sioux City: A. F. Mueller, Webster City, 
lowa; Pileher Hardware Co., Ida Grove, 
‘owa; Carhart Hardware Co., Wayne, Neb. 

Atlanta: Stanley Hardware Co., Albe- 
‘narle, ee k London Kirkpatric Hardware 
‘0. Johnson City, Tenn.; Smith Hardware 
o., Winder, Ga. 
Chicago: Indianola Hardware Co., In- 
lianola, Iowa; W. EF. Van Talge, Indian- 
ipolis, Ind. ; Senger & Heller, Portage, Wis. 

Springfield: J. W. Grace Co., Wakefield, 
Mass. ; Field & Lawrence, Bellows Falls, 
Vt.; Irving Van Voris, Cobleskill, N. ~ 

Toledo: Kk. M. McGowan, West Branch, 
Mich.; Gartner Hardware Co., Wyandotte, 
Mich.; Ogden Hardware Co., Ashland, Ky.: 


C, G. Wuertz, Cleveland, Ohio. 
Kansas City: lL. Schmidt & Sons, Grand 
function, Colo.: Waters Hardware a. 


function City, Kas.: 
‘o.; Henryetta, Okla. 
San Francisco: Emigh-Winchell Hard- 
ware Co., Sacramento, Cal.: Dresslar Hard- 


Creegan Hardware 


ware Co., Los Angeles, Cal.: CG. G. 
schrimpf, Spokane, Wash. 
Minneapolis: Dopp & Watson, Ashland, 


Wis. ; Zimmerman & Bangerter, Mankato, 
Minn. ; Knoff-Peterson Hardware Co., Fer- 
zus Falls, Minn. 


T. J. Carroll New President 
Gorton-Pew 


Thomas J. Carroll, former vice-presi- 
lent and treasurer of the Gorton-Pew 
lisheries Co., Gloucester, Mass., has re- 
‘ently been elected to the office of presi- 
lent. Mr. Carroll has been identified 
with the Gorton-Pew Fisheries Co. 
since its organization and is considered 
by many as largely responsible for the 
success of the company’s products and 
ts growth in size. 

The complete list of officers is as fol- 
lows: President and General Manager, 
Thomas J. Carroll; Vice-President, 
Thomas §. Gorton; Treasurer, George 
Putnam; Secretary, J. William Darcy; 
Board of Directors, Arthur J. Santry, 
A. Chester Snow, Fred H. Tarr and 
John J. Pew, Chairman of Board. 

The sales department will continue 
under the direction of Thomas J. Grace, 
who has so long been identified with the 
company as sales manager and who is 
widely known in the grocery field. 

The company’s program for the com- 
ing year includes the further promotion 
of several new fish products which 
already show promise of the popularity 
enjoyed by such well known sellers as 
Gorton’s “No Bones” codfish and Gor- 


| ton’s Ready-to-Fry Codfish Cakes, 
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Maycumber Elected Pres. 
San Francisco Firm 


F. A. Maycumber, formerly sales 
manager of the: Winchester Repeating 
Arms Co., New Haven, Conn., and later 
western manager for the Winchester- 
Simmons Co., has been elected president 
and treasurer of the F. R. Cruikshank 
Co. of the Pacific, 625 Market Street. 
San Francisco, a branch of the F. R. 
Cruikshank Co., 1 Liberty Street, New 
York City, which finances the installa- 
tion of automatic sprinklers for fire 
protection. 

In addition Mr. Maycumber is a mem- 
ber of the firm of Maycumber & Sher- 
wood, manufacturers’ agents for the 
district west of Denver, with offices at 
625 Market Street, San Francisco. 
Among the manufacturers Maycumber 
& Sherwood are representing are Wick- 
wire Bros., Cortland, N. Y.; Cortland 
Line Co., Cortland, N. Y.; the Sherwood 
Bros. Mfg. Co., Canastota, N. Y., and 
others. 


Troy Manufacturer Moves 
The Wilder-Pike Thermometer Co., 


Ine., Troy, N. Y., has moved to a new 
and larger factory on Green Island, 
across the Hudson River a few minutes’ 
ride out of Troy. In announcing the 
move the company in its announcement 
says: “The added space which the new 
factory provides will make it possible 
to give even better service thnn in the 
past. 

“This move takes place just as we 
are nearing the completion of the 64th 
year of our history. The first Wilder 
thermometers were made in 1860 in 
Peterboro, N. H., and the business was 
continued there for 45 years. In 1905, 
after the death of Charles Wilder, the 
founder, the business was purchased by 

. & L. E. Gurley and moved to Troy, 
where it was operated as a department 
of their instrument business. In 1916, 
S. Morris Pike purchased the business, 
and it became the Wilder-Pike Ther- 
mometer Company.” 


ee ee 


H. E. Robertson President 
of Larco Wrench Corp. 


Homer E. Robertson, formerly gen- 
eral manager of the Larco Wrench & 
Mfg. Corporation, has become asso- 
clated with the Goetz Brass Co., 


630 North Franklin Street, Chicago, as | 


vice-president and_ treasurer. The 
Goetz Brass Co. is expanding its organ- 
ization to take care of an increasing 
demand for its products. 


Forsberg Mfg. Co. Buys Two 


Plants 


The Forsberg Mfg. Co., Bridgeport. 
Conn., has purchased two plant units 
formerly owned by the Lake Torpedo 
Boat Co., that city, for manufacturing 


purposes. The company makes hard- 
ware, hardware specialties and saw 
frames. 
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Warren Taylor Heads the Na 
tional Association of 
Winchester Clubs 


At a meeting of the executive com- 
mittee of the National Association of 


Winchester Clubs in St. Louis, Mo., | 
| Warren Taylor of Gonzales, Tex., was 


chosen president to succeed James M. 


Campbell of Bowling Green, Mo. Mr. 
Campbell now becomes a member of 
the advisory board, made up of past 
presidents, C. M. Ireland of Iona, Mich., 
and Charles H. Woodward of Carlins- 
ville, Ill. Other officers chosen were 





Warren Taylor 


E. M. Mealy, Dubuque, lowa, first vice- 
president; W. P. Franklin, Fort Myer, 
Fla., second vice-president; W. R. Sloan, 
Logan, Utah, third vice-president and 
treasurer; W. C. Stockley, New 
Haven, Conn., secretary. 

The new president of the Winchester 
Club became secretary and treasurer of 
the Texas Winchester Club in 1920 and 
continued in that position through 1921. 
He became president in 1922 and was 
elected a vice-president of the National 
Association in 1922. He was reelected 
a vice-president in 1928 and this fall 
assumed the presidency. 


New Watkins & Radcliffe 
Catalog 


Watkins & Radcliffe Co., Detroit, 


_Mich., have issued Catalog 24, covering 


automotive replacement parts, 


| 
| 


| cessories. 


garage 
tools and general auto ac- 


equipment, 
It will be distributed Oct. 1. 


Walradt Resigns Sales Manager 
Domes of Silence 


C. E. 
manager of the Domes of Silence Divi- 


sion, H. W. Peabody & Co., 17 State 
Street, New York City. Mr. Walradt, 
however, is not ready to announce his 


plans for the future. 





tarteatecniaenr 





Walradt has resigned as sales 





Atlantic City Plans 
Ready for Large 


‘ . 
Gathert ng 

The program of the Atiantic City 

convention of the National Hardware 

Association of the United States has 

been completed by T. James Fernley, 


secretary-treasurer of the association, 


and the committee appointed to co- 
operate with him. It is said that a 
large number of requests have been 


made for space at the Shelbourne Hotel, 
where the automobile accessories branch 
will hold its annual exhibition and con- 
vention. The main convention will be 
he'd at the Marlborough-Blenheim, as 
usual. 

Invitations have been extended not 
only to the accessories buyers of the 
active members of the association but 
to all other wholesale distributors of 
accessories to attend meetings of the 
accessories branch. 

The program follows: 


SCHEDULE OF MEETINGS 
Thirtieth Annual Convention 


NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATFS AND 
ITS AUXILIARIES 


Automobile Accessories Branch 
Monday, Oct. 13. 


10.00 A. M. to 11.30 A. M.—Meeting of 
Automobile Accessories Branch. 
11.30 A. M. to 10.00 P. M.—Sample ID is- 
play of the Automobile Accessories 

Branch. 
Tuesday, Oct. 14. 

930 A. M. to 11.30 A. M.—Meeting of 
Automobile Accessories Branch. 
1.30 A. M. to 6.00 TT M.—Sample Dis 

play of the Automobile Accessories 


Branch. 
General Association 


M. to 10.30 P. M.—Opening Ses 
Joint Meeting of Members of the 
National Hardware Association of the 
lrmted States and the American 
Hardware Manufacturers’ Association. 
Addresses by Presidents Heitmann 
and Black. 
(Jeneral 
ditions. 
Wednesday, Oct. 15. 
10.15 A. M.-—-Executive Session, 
Hardware Association. 
2°15 I. M.—-Joint Sesston 
and Manufacturers. 


P 
sion 


Discussion of Business Con 


Nationa! 


of Wholesalers 


Topic—How Can We [effect Econoinie 
in Distribution§ 
Metal Branch 
»15 P. M.—Meeting of the Metal Branch 
Thursday, Oct. 16. 
19.15 A. M.—BExecutive Session, National 
Hardware Association. ° 
2.15  M.—Open Meetings of Industrial 
(sroups of the American Hardware 


Manufacturers’ Association, 
Friday, Oct. 17. 
Session, 


10.15 A. M National 


Hardware 


lexecutive 
Association. 


Clo. 


Addition to Sadick Hdw. 


~The Sadick Hardware Co., Millbury 
Street, Worcester, Mass., is building a 
one-story 35 x 20 ft. addition to its 
rarage and store on Harding Street. 
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Price Structure  Firmer; Increased Production 
Besa M Acti May Not Mean 

aye as awe ~ Increased Demand 
Throughout Country | “The remarkable jump reported in 
, steel ingot output last month is seized 
OLTS and nuts advanced 10 per cent in several market yo ht by ee ee 
B centers during the past week. Spring prices of garden point ot “ headed for prosperity 
tools for 1925 show advances on several items of approxi- again,” says a Hughes, business 
mately 71% to 10 per cent. Numerous small house changes are authority. “The increase in production 
being made by jobbers in various sections of the country which, of — * an ke eek Bn 
however, are more or less in the nature of readjustments. No te Sg anek 4 nN climb another 

other price changes of moment were reported. 50 per cent to reach last year’s rate. 
The general tone of the hardware market is stronger. Buying “Pig iron production, another in- 
is better and retailers are showing more confidence. No large en ay We — - Saget 
orders, however, are being placed on futures, although the wn ny enn nat g : oor a and the 
number of future orders has increased. Fall goods are mov- month’s total stood at some 45 per 
ing better. cent of August, 1923. In both instances, 
Some manufacturers are said to be behind on their produc- a Ee ee 
tion schedules because of the summer apathy on the part of iii pg nny of last year are 

buyers. During the past few weeks many factories have re- equaled. | 

ceived a large number of orders, and it is said that there may “About the same thing can be said 
be temporary shortages of a minor nature on some items this an Be: salty 0 |g Page oral 
fall. Collections are reported as improved. made in production last spring and 
through the summer, orders have ac- 
cumulated to meet which expanding 
Advances in Boston Prices Change t-te 
Bolts and nuts have been advanced in New York represent a corresponding gain in de- 


10 per cent and the prospects are they | 
before many days 


will be still higher 
pass; fire shovels cest 5 per cent more 
than heretofore. One popular make of 
refrigerators next season will cost a 
little more or little less than in 1924, 
depending on the style. Past season 


Price changes in New York during 
the past week were: 

Bolts advanced 10 per cent; wire nails 
were cut 10c. a keg base; wrapping 
twine was advanced lc. per Ib., and 


garden tool prices for the spring of 


prices on galvanized hexagon netting | 


and scythes and snaths have been re- 
affirmed for next year, and those ‘on 
baseball goods practically so. These 
price announcements’ constitute’ the 
most important made the past week. 





Freight Car Surplus 
Smaller 


Further increased demand for trans- 
portation facilities is causing a con- 
tinued reduction in the number of sur- 
plus freight cars in good repair and 
immediately available for use, although 
this increase in traffic is being handled 
without difficulty, according to a report 
issued recently by the American Rail- 
way Association. Surplus freight cars 
on Aug. 22 totaled 258,271, a decrease 
of 20,205 compared with the number of 
278,476 reported on Aug. 14. Surplus 
coal cars in good repair 


| better. 


1925 were announced, showing, an ad- 
vance on several items of about 10 per 
cent. 

Buying is more active and retailers 
are showing more confidence in the 
future. Collections are reported to be 
Jobbers in this section ate look- 


_ing forward to a more active business 
this fall. 


fiber market conditions. 


on Aug. 22 | 


totaled 119,338, a decrease of 8463 dur- | 


ing the week, while surplus box cars 
in good repair totaled 107,125, a de- 
crease of 9986. Surplus stock cars de- 
creased 1577 since Aug. 14, while there 
was a reduction during the same period 
of 269 in the number of surplus refrig- 
erator cars. The reported car shortage 
for the country as a whole was only} 
199 cars on Aug. 22, compared with 19 2| 
on Aug. 14. 





Prices Firm in Cleveland 


Cleveland jobbers announce new 
reduced prices on Boss ovens and ad- 
vances on rope and say that higher 
rope prices may be expected due to 
General busi- 
ness is improving and sales volume is 
on increase due partly to the fact that 
vacations are over. 


No 


Price Changes 
in Pittsburgh 


Although business has not improved 
noticeably in the Pittsburgh market 
there is a growing spirit of optimism 
regarding the future among the job- 
bers. Cold weather has produced de- 
e‘ded quickening of demand for heating 
appliances, stove pipe, stove boards, 


lead connections, asbestos, mill boards 
and fiber. 











mand. 

“In the circumstances, it seems wel] 
to await the outcome of increased pro- 
ducing rates and note whether they are 
sustained when they approximate the 
levels of a year ago.”’ 





Price Changes in Chicago 


There were some activity in the 
Chicago market during the week. It 
was reported that bolts and nuts ad- 
vanced 10 per cent, but local dis- 
tributors have not yet changed their 
prices. Prices on butts were slightly 
reduced. Copper, rivets and burrs are 
stronger but no local price changes 
were announced. There is still a 
strong possibility of an advance on 
rubber covered electrical wire. Manila 
and sisal fibers showed strength dur- 
ing the week and an advance in rope 
would not be unexpected. 





Building Permits Lower 


For the second month, building per- 
mits for, as reported to Bradstreet’s, 
from 150 large cities dropped under 
last year’s figures. The August total, 
however, was ahead of July, while it 
dropped a little over 1 per cent from 
August a year ago. About the same 
decrease was shown in the comparison 
of July with the same month of last 
year. These declines compare with a 
total increase of 7.3 per cent for the 
first half of this year over the corre- 
sponding period in 1923. The latest 
returns indicate a marked dropping off 
in New York City permits, the decrease 
being 31.6 per cent under a year ago. 
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Growing Optimism in Twin Cities Market— 


Favorable Weather Helps Retail Sales 


trade coming to them, as the crops in the various 
districts are harvested and the farmers receive their 
returns for the year’s work. From being orders in which 
small quantities are specified, the orders are beginning to 
show real amounts, an encouraging factor in the market 
situation. One of the outstanding features, according to 
one jobber, is that the condition of the weather directly 
affects the volume of business received. Two or three 
rainy days reduce the volume immediately, while a con- 
tinued streak of sunshine brings the totals up in a very 
satisfactory manner. Taken on the average, a very satis- 
factory volume of business is being done by the jobbers. 
This, naturally, is but a reflection of the amount of busi- 
ness accomplished by the merchants in all parts of the 
territory. 
Collections indicate clearly the progress of the thresh- 
ing and marketing of the small grain crops. In western 
North Dakota, and in Minnesota, threshing is progressing 


| OCAL jobbers see a gradually increasing volume of 


very satisfactorily, and the tendency of the farmers is to 
turn the crop into money with the least possible delay, 
and to pay up on their indebtedness. This monely imme- 
diately is forwarded (or some part of it) to the jobbers, 
to apply on the indebtedness of the merchants. Thus the 
Northwest is working out its salvation in the matter of 
frozen credits at a rate that will soon place it in good 
condition. 

Fall business is receiving the attention of the merchants, 
who are making preparations for the best business ex- 
perienced in several years. There is a general belief that 
business will return in good volume this fall and next 
year, and stocks are being augmented accordingly. But 
the merchants are not inclined to overstock, the lessons 
of the past few years having trained them how to handle 
business in a satisfactory manner with less stock and with 
greater stock-turn. Jobbers are feeling the results, as 
they are called on to fill repeat orders at more frequent 
intervals. 





ASH SIFTERS.—Some ash sifters are 
beginning to move out to the retailers, 
in expectation of early consumer busi- 
ness. Stocks are at a high point, with 
prices holding steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $3. 
and wood barrel at $6 per doz. 


AXES.—Fall stocks of axes are being 
called for by the retail trade, and job- 
bers are making shipments. Stocks are 
in good condition, and amin are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19. 


BALE TIES.—Hay and straw baling 
for shipment is well started in some 
localities. Stocks are in full condi- 
tion, and prices are not changed. 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: Single loop bale 
ties at 70-5 per cent from lists. 


BOLTS.—The bolt market is steady in 
this district, with some increase in call. 
Stocks are well assorted, and prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60-5 
per cent; stove bolts at 75 per cent 
and lag screws at 60-10 per cent 
from standard lists. 


BRADS.—Call for brads shows little 
change in the past several weeks. 
Building has increased slightly, but the 
fall demand has not started yet. Stocks 
are well assorted and heavy enough to 
cover demand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Steel wire brads 
at 70-10 per cent from standard lists. 


BUILDERS’ HARDW ARE.—Fall build- 
ing is not under way to any great ex- 
tent yet, although there is a steady 
demand for builders’ hardware. Home 
building will without doubt be better in 
the next few weeks, and until winter 
brings an end to the activities. This 
section of the country will show a very 
satisfactory figure in the amount of 


building for the year, according to 
building permits which have been issued 
so far. It is believed that the returns 
from agriculture will have an influence 
toward greater building in the rural 
communities, for many have delayed 
building operations awaiting the re- 
turns from this year’s crop. 


CHURNS.—The market for churns is 
steady, with an indication of some in- 
crease. Stocks are in good condition, 
and prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
40 per cent from standard lists. 


COAL HODS.—Early call is causing 
some shipment of coal hods, with job- 
bers’ stocks in good condition. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; 18 in., 
$4.70; galvanized open, 17 in., $4.75; 
18 in., $5.25; galvanized funnel, 17 in., 
$5.90; 18 in., $6.35 per doz. net. 


COASTER WAGONS.—There is still a 
very good sale for coaster wagons in 
this territory. The-.return of the school 
children to their work has perhaps in- 
creased the demand to some extent, for 
many of them are returned from sum- 
mer resorts, and have planned for the 
purchase of wagons for use during the 
fall. Stocks are well assorted, and 
prices are steady at previous quota- 
tions. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each: No. 63, 
$7.22 each. Ov erland coaster wagons, 
50 per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from list. 


DAMPERS.—Furnace repairs and in- 
stallations are increasing the call for 
larger dampers. Dealers are ordering 
forward fall shipments of stove equip- 
ment. Stocks are well filled, and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b Twin Cities: ast iron wood 
handle 6-in. dampers at $1.40 per doz. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Sales are on an 
even basis, with stocks in good condi- 
tion. There has been a slight decrease 
in the prices quoted in this market. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
ee single bead, 5 in., $5.00 per 100 

t.; 3 in. 28 gage conductor pipe, 
SE. 25 per 100 ft.; 3-in. conductor el- 
bows, $1.55 per doz., net. 


FIELD FENCE.—Call shows a slight 
increase in this item, as the farmers are 
gradually turning to fall work after 
completing the harvest. Stocks are in 
good condition, and prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin set 26-in. hog fencing, 
$42.14 per 100 rods. 


FILES.—Sales show some improvement, 
as noted a week ago. Shops and fac- 
tories are finding business improved, 
and garages are doing better business. 
Stocks are well filled, with no change 
in prices. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 


files, 50 per cent; second grades of 
files, 60-10 per cent from standard 


FREEZERS .—The summer demand for 
freezers is practically over. There is 
a certain amount of business which con- 
tinues during the fall and winter, and 
this is the present condition of sales. 
Stocks are adjusted to this business and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent from 
lists; Alaska freezers, 20-10 per cent 
from lists; Auto Vacuum freezers, 
33% per cent from lists. 


GALVANIZED WARE.—Sales of cer- 
tain galvanized ware have improved. 
Stocks are in good condition for fall 


business and there are no _ price 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
No. 3, $8. . ar gorranines tubs, 


No. 1, $12; 2, $13.25; No. 3, $14.50; 
standard RE sone ‘pails, 10-qt., 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 16- 


qt. stock pails, $4.50, and 18-qt., $5.25 


per doz. 











64 


GLASS.—Glass sales show some im- 
provement, trending toward the fall de- 
mand. Stocks are full, in anticipation 
of that demand, and prices are un- 
changed. 


We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per cent 
from list. 


HAMMERS AND HATCHETS.—Sales 
show some acceleration as business im- 
proves in general. Stocks are well as- 
sorted, with prices holding steady as 
quoted. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities; Maydole No. 11%, 
$11.40 per doz.; Plumb HFS8l1, $12; 
Riverside No. 611%, $12; Plumb Broad 
Hatchet No. 2, $17.15; Plumb shin- 
gling No. 2, $13.15; Plumb claw No. 
2, $14.40 per doz. 
LANTERNS.—Call is improving on 
this item and stocks are well filled to 
care for the demand. Prices are un- 
changed. 
We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Tubular long globe 


and short globe No. 2 lanterns at $13 
per doz. 


LAWN MOWERS.—The season is prac- 
tically closed as far as the jobbing trade 
is concerned. There are a few mowers 
being sold in a retail way, but the 
year’s business has been done in this 


line. Stocks are light, with prices un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best standard 
grades of lawn mowers, 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades, $9 to $10.50 each, 
according to quality. 


MILK CANS.—Sales are on an even 
basis, with stocks in good condition. 
There have been no price changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 65-gal. 
milk cans at $2.60; 8-gal. at $3.10 and 
10-gal. at $3.20 each. 


NAILS.—Sales are showing some im- 
provement, although building has not 
yet received the fall impetus. Stocks 
are well filled and prices are holding 
steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.90 per keg, base, and 
cement coated wire nails at $3 per 
keg, base. 


OIL HEATERS.—With the coming of 
cool nights oil heaters are moving out 
more rapidly to the trade. Stocks are 
heavy at present to care for the de- 
mand, which will increase in the next 
few weeks. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 


PAINTS.—Paint jobbers and others 
carrying paint are having a very good 
business. It is believed that there will 
be a heavy increase in retail trade as 
soon as the killing frosts have elim- 
inated the insects. Outside painting 
will be very good this fall, according 
to some authorities. Prices are hold- 
ing steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints, $2.80 per gal.; second grade 


house paints, $2.10 per gal.; best white 
lead, $12.83 per cwt. 


PUTTY.—Some increase in sales has 
already been noticed. Stocks are in good 
condition and prices show a decrease. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; strictly pure putty 
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in 50-lb. drums at $4.60 cwt.; and in 
25-lb. drums at $4.75 cwt. 


OVEN GLASSWARE.—There is a good 
market for items of this description at 
present, stocks being filled for fall and 
holiday business. Jobbers’ stocks are 


in good condition, with no _ price 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities; No. 101 casseroles, 
$1.33; No. 197, $1.17; No. 203 pie 
plates, 50c.; No. 210, 67c.; No. 212 
bread pans, 60c.; No. 231 utility pans, 


67c.; No. 12 tea pots, $1.67; No. 24, 
$2.00, and No. 36, $2.33 each, net. 


REGISTERS.—While some of the fac- 
tory quotations show some changes 
toward higher prices the local market 
has not been changed. Stocks are in 
good condition and sales are fairly 
good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


ROPE.—Sales are at a fair rate, with 
stocks in good condition. Prices have 
not changed, except on sisal. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope at 19%%c. per lb. base and best 
grades sisal rope at 16%c. per Ib. 

ase. 


SANDPAPER. — Sales are showing 
some improvement, with stocks heavy 
enough to meet demands. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 


sandpaper, per ream, $5.85; second 
grade, No. 1, per ream, $5.25; Garnet 
No. 1, per ream, $16.50. 


SASH CORD.—There is a fair demand 
for sash cord. Stocks are sufficient to 
meet demands and prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8 
86c. per lb.; ordinary grades No. 8, 
45c. per Ib., net. 


SASH WEIGHTS.—There is .a steady, 
although not heavy, call for sash 
weights. Stock on hand is heavy 
enough for all requirements. No fur- 
ther price changes have been made. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Cast iron sash 
weights at $2.35 per cwt., net. 


SCREWS.—Sale of screws shows some 
slight improvement in the past few 
weeks. Stocks are in good condition 
and prices are holding steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 75-15 per cent; 
round head blued at 75-5 per cent; 
flat head brass at 70-10 per cent; 
round head brass at 65-10 per cent 
from standard lists. 


SOLDER.—Sales of solder are on an 
even basis, with stocks plentiful. Prices 
continue to show fluctuations, being 
slightly higher than a week ago. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half and 
half solder at 36 cents per Ib., strictly 
half and half at 32%c. per Ib., and 
Dutch Boy brand in 100 lb. lots at 
36c. per Ib., net. 

STEEL SHEETS.—Prices on this line 
of merchandise show no _ further 
changes from those previously noted. 
The market seems to be better, with 
good stocks on hand. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28 gage) and galvan- 
ized steel sheets at $5.85 cwt. base. 

STEEL TRAPS.—Demand for this line 
is still slow, only some initial ship- 
ments having been made. Retail sales 
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have not started to any extent. Stocks 
are well filled in anticipation of a good 
fall business. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; No. 
114, $2.44; No. 2, $3.36 : Oneida Jump 
game traps, No. 0, $1.59; No. 1, $1.83; 
No. 1%, $2.81 per doz. net. 
STOVE PIPE AND ELBOWS.—Job- 
bers are looking for good business in 
this line and are well stocked accord- 
ingly. Prices are holding steady as 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35, and 
Ye charcoal iron 6-in. elbows 
at $2.05 per doz. 


STOVE SHOVELS.—Call is still light, 
with good stocks on hand with the job- 


bers. Prices are steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned 14%-in. 
stove shovels at 50c.; Jumbo, 21%-in., 


at $1.55, and Jumbo, Jr., 14-in. at 85c. 
per doz. 


STOVE BOARDS.—There has been but 
little call for stove boards in a retail 
way. Jobbers have made first ship- 
ments in many instances, and stocks are 
in good condition for repeat orders. 
Prices have not changed. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards 28 x 28, $16.25; 30 x 30, $18.85, 
and 36 x 36, $26. 25 per dozen, net. 

WEATHER STRIP.—tThere is a cer- 
tain amount of demand for weather 
strip with good stocks in jobbers hands. 


Prices are holding steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strips, %-in., $1.85; %-in., 


$1.85, and 1-in., $2.60 per 100 ft. 
WHEELBARROWS. — Sales of con- 
struction wheelbarrows are light at 
present. There is a fair demand for 
garden and domestic barrows. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully es AF 50 per doz.; 
Tubular steel, No. $6.59 each; wood 
garden barrows, $6. 35 each. 


WINDOW SCREENS AND SCREEN 
DOORS.—Demand is slowing up for 
windows and doors as the end of the 
season nears. Stocks are being tapered 
off as fast as possible. Prices show no 
change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Nas cer 
adjustable window screens, $7.4 


doz.; 24-in. Wabash extension, PF 50 
per doz.; Common screen doors, 2-8 x 
6-8, per doz.; Fancy screen 


doors, 2-8 x 6-8, $32.30 per doz. 


WRENCHES.—Demand for wrenches 
shows some improvement over that of 
a month ago. Stocks are well filled 
and assorted. Prices have not been 
changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 


gineers’ wrenches, 62% per cent from 


stocks, 


new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, per cent. Snap-on 


wrenches in sets, Master Service No. 
101, $15.25; No. 202, $8.80; No. 404, 
$8.75; No. 505B, $3. 40, less 40 per 
cent. 


No. bmg radio and electrical set, 34; 
No. Master Service Set, ’ 95: 
No. 202 Heavy Duty Set, $8.80; No. 
303 Ford Master Service Set, $14.85; 
No. 404 Flexible Socket Set, 8.75; 
No. 505B Screwdriver Blades, 3.40: 
No. 900 Set square socket, $3.70, less 
40 per cent. 








rj 
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Bolts, Twine, Garden Tools 
Advanced—Nails Reduced 
in New York Market 


EVERAL important price changes were made in the New York 
wholesale hardware market last week. Among the more im- 
portant were: 

1. The announcement of new prices on garden tools for the spring 
of 1925, some of which are unchanged, although others show advances 
of approximately 10 per cent. Jobbers are offering retailers a dis- 
count of 5 per cent on all orders placed before Nov. 1 of this year. 

2. A reduction of 10c. a keg on wire nails by several of the New 
York jobbers making the base now $3.65, base. Competitive condi- 
tions are said to have been the cause. 

3. An advance of 10 per cent on bolts and lag screws. All of the 
local jobbers, however, have not been notified of the advance. Accord- 
ing to some of the New York jobbers, it represents an advance made 
effective by manufacturers Sept. 4. An advance of 5 per cent was 
put into effect Aug. 26. 

4. An advance of lc. per pound was made effective Sept. 12 on 
wrapping twine. An advance of rope prices is considered likely in 
the near future. 

The general price tone in the New York market is firmer, although 
jobbers do not believe that there will be many major price changes 
of an extensive nature. Demands are increasing, and the attitude of 
buyers is apparently more confident. 

Reductions that have been made from time to time by local jobbers 
have been in the nature of trade stimulants to increase business. 
With the improved buying there is said to be little likelihood of any 
further concessions except on large lots. 

Regarding the price situation, C. F. Hughes, an authority on busi- 
ness development, says: 

“A question has been raised concerning the possibility of a large 
buying movement to follow a general rise in merchandise prices in 
the near future. Something of this sort might be expected, it is 
ve out, as a result of the sparing purchases made in recent 
months. 

“While such a development would be likely in normal circum- 
stances, it looks rather remote just now for several reasons, chief of 
which is the difficulty of maintaining the volume of consumer pur- 
chases at present values: and the great likelihood of smaller con- 
sumption if these values were to be advanced. Little support would 
be accorded a boom which might be inaugurated partly for political 
purposes. Most buyers are definitely committed to a declining market.” 





-are high. 





Sleds Receiving More 
Interest 


Jobbers report stronger demands for 


sleds. Stocks are ample and prices 
firm. 
Jobbers’ quotations to retailers, 


f.o.b. New York: 

Flexible flyers, No. 1, $2.67 each; 
No. 2, et each; No. 3, $4.17 each; 
No. 4, $4.67 each; No. 5, $6.17 each; 
Junior racer, $3.67 each; racer, $4.50 
each. 

Fire Fly, No. 9, $1.42 each; No. 10, 
$1.71 each; No. 11, $2.14 each; No. 12, 
$2.34 each; racer, $2.51 each. 





Hand Trucks at $2.25 


Moore’s’ galvanized handy hand 
. trucks at $2.25 each are attracting a 
good deal of attention in the local mar- 
ket. 


Wire Nails Cut 10 Cents 
in New York 


Some of the New York jobbers have 
cut wire nails 10c. per keg because of 
competitive conditions locally. De- 
mands are strong and stocks only fair, 
although some firms are said to be well 





supplied. Manufacturers’ prices are 
not reported to have been changed. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
. Nails.—Wire nails, $3.65 base per 


eg. 
Cut nails, $4.15 to $4.35 base per 
keg 


Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, 1 x 11, plain, $5.15 per 
100 lb.; galvanized, $8.20 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 


Battery Sales Good 


Demands are unabated for batteries 
of all types. Stocks are fair and prices 
firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Batteries.—Red seal, 26c. each. 

Radio batteries, No. 771, 42c. each; 
No. 763, $1.05 each; No. 768, $1.33 
each; No. 764, $1.22 each; No. 766, 
$1.40 each; No. 767, $2.62 each. 


Pails Moving Well 


Better demands for galvanized pails 
are reported. Stocks are adequate and 
prices unchanged. 


Jobbers’ eens to retailers, 
f.o.b. New York: 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%c. each; 12-qt., 24%c. each; 
14-qt., 27%c. each; 16-qt., 33%4c. each. 
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Twine Up 1 Cent—Rope 
May Follow 


Wrapping twine was advanced Ic. per 
Ib. during the past week in the New 
York market. In the opinion of market 
authorities it is considered likely that 
Manila rope will also be advanced 
within the near future. Demands are 
good and the supply of raw material is 
said to be adequate, although prices 
Present rope prices, it is 
said, are lower than the costs of pro- 
duction at the market price of ma- 


terials. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 


Rope, No. 1 Manila, standard 
brands, 17%c. to 19%c. per ib.; No. 2 
Manila, standard brands, 16%c. to 
18%c. per lb.; No. 1 sisal, standard 
brands, 14%c. to 16%c. per lb.; No. 2 
sisal, standard brands, 13%c. to 154. 


per Ib. ; 

Twine, No. 3 ply wrapping twine, 
No. 1, 22c. per lb.; No. 2, 20c. per lb. 
India hemp twine, No. 8, 15c. per Ib.; 
BB twine, No. 60, 214%4c. per Ib. 





Cleaners Only Fair 


Only fair demands exist at present 
for sidewalk cleaners. Some slight im- 
provement is said to have been made, 
however, in out-of-town sales. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

No. 24, $4 per doz.; No. 26, $5.95 
per doz.; No. 27, $8 per doz.; No. 28, 
$9.50 per doz. 





Tree Stands Begin 
to Move 


Demands are stronger for Xmas 
tree stands. Joebbers report several 
good-sized orders for this item for early 
delivery. Stocks are fair; prices firm. 


Jobbers’ uotations to _ retailers, 
f.o.b. New York: 

Tree Stands (Crown).—No. 2, 66e. 
each; No. 3, $1.10 each. Gem, 35c. 


each. 





Oil Demands Better 


Stronger interest is reported for lin. 
seed oils Stocks are small. Current 


prices are said to be firm. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: ; 
Linseed oil, in lots of less than 5 
bbl., $1.07 per gal. of 7% Ib. In lots 
of 5 bbl. or more, $1.04 per gal. Cal- 
cutta oil, in barrels, $1.16 per gal. 
Boiled oil is 2c. extra; double boiled 
oil is 3c. extra, and oil in half barrels 

is 4c. per gal. additional. 





Axe Interest Fair 


Axes continue in fair demand. Prices 
are unchanged. Stocks are said to be 


in good condition. 

Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Long Island axes (Kelly), 2% to 
3 lb., $19.25 per doz.; Connecticut pat- 
tern, 2% to a4 Ib., $19.25 per doz.; 
3% to 3% lb., $19.25 per doz.; 3% to 
4 lb., $19.75 per doz.; 4 to 5 Ib., $20.40 
per doz. Columbian pattern, 3% to 
4%, lb., $20.40 per doz.; 4 to 5 lb., $21 
per doz.; 4% to 5% Ib., $21.65 per doz.; 
5% lb., $22.25 per doz. Champion pat- 
tern, 3 to 4 Ib., $16.25 per doz.; 3% to 
4% Ib., $16.55 per doz.; 4 to 5 Ib., 
$17.65 per doz.; 4% to 5% Ib., $18.25 
per doz.; 5% Ib., $19.40 per doz. 

New England pattern (Plumb), 2% 
to 3% Ib., $19.60 per doz.; 3% to 4 Ib., 
$20.05 per doz.; 4 Ib., $20.05 per doz.; 
Jersey pattern, 3% to 3% ib., $19.60 
per doz.; 3% to 4% Ib., $20.05 per 
doz.; 4 to 5 lb., $21 per doz. 











Bolts Up 10 Per Cent 


Another advance of 10 per cent has 
been made on bolts by some manufac- 
turers. This makes an advance of 15 
per cent since the latter part of Au- 
gust. Some of the local jobbers, how- 
ever, say they have not been apprised 
of the latest advance and accordingly 
have not issued new prices. Others 


have already issued new prices showing 


the 10 per cent advance. 


Jobbers’ quotations to retailers, 
f.o.b. New ork: 

Bolts. — Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. Fee 

Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 

Lag screws, 50 to 50-10 per cent. 

Stove bolts, 75 to 75-10-5 per cent: 


both flat and round head. 
Sink bolts, 75 to 75-10-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Serew anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 
Spring cotters, 30 per cent. 

(Copper rivets and burrs, 40 per cent. 
Round head iron rivets, 60-5 per 
cent: Tinners’ rivets, black and tin, 

50-10 per cent. 
Cap screws, 80 per cent. 


Sash Cord Unchanged 


No new developments have been 
made in the sash cord market. Prices 


are unchanged and demands are fair. 


Jobbers’ quotations 
f.o.b. New York: 

Sash cord, Phenix brand, No. 7, 
isttoc. per Ib. base; No. 8, 48%c. per 
lb. base. 

Sash cord, Etna brand, No. 7, 42c. 
per Ib. base: No. 8, 41c. per Ib. base. 

Prices vary in different parts of the 
city according to quality and brand. 


to retailers, 


Steady Demands Hold 
for Butts 


Consistent activity features builders’ 
hardware and especially butts and 
hinges of all kinds. Prices are un- 
changed and stocks are said to be fair. 


Jobbers’ quotations 
f.o.b. New York: 

Butts.—3% x 3% case lots, 24c. 
pair; in less than case lots, 26%c. 
pair. 

Garage Sets.—(Stanley, 1776J). Lots 
of 6, $2.95 per set. In lots of-less than 
§. $3.10 per set. 

Garage Holders.—(1774J). 


to retailers, 


per 
per 


$2. 


Stove Goods More Active 


Better demands are developing for 
stove goods as colder weather sets in. 
Stocks are apparently ample and prices 
firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Dampers, 4% in., 10c. each; 5 in., 
lfc. each: 5% in., lle. each; 6 in., 12c. 
each: 7 in., 18¢e. each. 

Stove pipe elbows, 4% in.. 13c. each: 
>» in., 14c. each: 5% in., 16%c. each: 
6 in., 18¢c. each. 

Stove lifters, 1 in., 6c. each; 2 in., 


74c. each. 
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Stove pipe collars, 4 in., 3c. each: 
4% in., 4c. each; 5 in., 4%c. each, 
big in., 5c. each; 6 in., 5%c. each. 


Stove boards, 24 x 24, $7.90 per doz.: 
26 x 26, $8.55 per doz.; 28 x 28, $9.60 
per doz.; 30 x 30, $11.40 per doz.; 32 
x 32, $13.45 per doz.; 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 
x 42, $19.05 per doz. 


Cider Press Stocks 
Low 


The demands that have been made 
for cider presses since the middle of 
summer have virtually exhausted job- 
bers’ stocks. There are still g5ood de- 
mands for presses and crushers at firm 
prices. 


Cider presses (Boss), No. 1, $6.25 
each; No. 2, $7 each; No. 2%, $9.50 
each; No. 3, $12 each: No. 4, "$15.50 
each. All of these have either wood 
or iron bars. Presses with hinged 
tubs add $1.50. 

Cider crushers, $6.25. 

Fruit presses, 2 qt., $2.98 each; 
4 qt., $4.85 each; 6 qt., $6.50 each; 


12 qt., $9 each. 


Screws Quiet 


The past week witnessed a slight lull 
in the screw market. There are steady 
demands, however, in all sections of 
the city, but the activity that featured 
screws a few weeks ago seems to have 
fallen off somewhat. Prices are un- 
changed. 


Jobbers’ 
f.o.b. New 

Screws, flat. head, 
screws, 70-10 per cent. 

Round head steel machine 
70-10 per cent. 

Flat head brass 
65-10 per cent. 

Round head brass machine screws, 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 

Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%-20-5-5 per 
cent. 

Round head nickel plated, 62%-20- 
5-5 per cent. 

6714-20-5-5 


peeeeaene to retailers, 


steel machine 
screws, 


machine screws, 


Round head brass, 
cent. 

Prices vary in different sections of 
the city. 


Good Weather Strip Demands 


Activity is the feature of this line. 
Stocks are fair and prices firm. 


per 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Weather Strips. — Double edge, 60- 
10 per cent; special, extra quality, 
40-10 per cent; flexible, all rubber, 
60-5 per cent 

Wood and rubber, No. 0, $18; No. 1, 
$18; No. 1%. $25.50; No. 2, $29; No. 4, 
$36: No. 7, $43.50; all per 1000 ft. 


Flexible rubber strip, No. 8, $1.90: 
No. 9, $2.30: No. 10, $3.05; No. 11, 
$3.80, all per 100 ft. 

Metallic, No. 38, $2.15: No. 39, $2.55: 
No. 40, $2.90, all per 1006 ft. 

Felt, No. 18. $2.15: No. 19, $2.75; 
No. 20. $3 15, all per 100 ft. 

Wirf’s, 500 ft. on reel, 5c. aft. This 


is a new line. 


Solder Steady 


Solder is still in good demand. Prices 
are unchanged. Stocks are ample. 
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Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Bar solder, 38c. per lb. Strip solder, 
43c. per lb. Kester solder, acid or 


rosin core, 62%c. per Ib 


Buck Saws Active 


Good interest holds for these items. 
Prices are firm and stocks fair. 


retailers, 
f.o.b. New York: 

Buck Saws.—30-in. blades, No. 50, 
80c. each: No. 40, $1.20 each; No. 45, 
$1.28 each. 

“tf bucks are being quoted at 54c. 
eacn 


Jobbers’ quotations to 


“Stormtight” Big Seller 


“Stormtight” is probably one of the 
most active items in the local market. 
Some of the New York jobbers say 
that they have sold several thousand 
dollars worth of stormtight during the 
past few weeks. Prices are firm. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Liquid Stormtight, 5-gal. cans. 
black, $1.90 per gal; maroon, $2.40 


per gal.; red and green, $3.40 per gal.; 
1-gal. can, black, $2 per gal.; maroon, 
$2.50; red and black, $3.50. 

Plastic Stormtight, 5-lb. cans, 
black, 22c. per Ib.; maroon, 27c. per 
Ib.; red and green, 37c. per Ib.; 1-lb. 
cans black, 25c. per Ib.: maroon, 30c. 
per can; red and green, 40c. per can. 
Discount 33% per cent off list. 


Quotes on Winter Goods 


Ames long-handle snow shovels are 
being quoted locally at 82c. cach. Sled 
backs are being quoted at 75c. each. 
Snow pushers are being quoted: 18-in., 
$1; 24-in., $1.40; 31-in., $2.75 each. 


Wire Quiet 


Practically all buying that is being 
done at.the present time for wire goods 
is confined to pick-up requirements. 
Most prices are holding; stocks are 
broken. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 
Barbed Wire. —50-ft. coil, 52c.; 100- 


ft. coil, 95c. 

Wire.—Annealed Lime Wire, 12-lIb. 
stone, plain. No. 16, 85c.; No. 18, $1; 
No. 19, $1.05. 

Galvanized wire, No. 16, $1.08; No. 
18, $1.25; No. 19, $1.35. 

Galvanized steel wire, 100-lb. bun- 


No. 10, $7.80; No. 12, $8.10; 


No. 14, $8.35. 


Scoop Orders Growing 


Better interest is reported for furnace 
scoops. Stocks are fair, prices firm 
and jobbers anticipate good fall busi- 
ness in this and kindred lines. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

No. 2 steel “‘D”’ handle, $5.50 per. 
doz.;: No. 2, wood “D"” handle, $7.25 
per doz.: long handled (furnace 
scoops, $5 per doz.: Ideal ‘‘D’’ wood 
and long handle, $10 per doz. 








The man who refuses in disdain the friendship of an honest dog lacks some quality of human 
greatness; the man who spurns the friendly advances of an honest fellow-man is a fool who will 


some day rue his foolishness.—C. J. Caspar, Central Manager, Pittsburgh Plate Glass Co. 
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Upon the many occasions 
we have of recommend- 
ing retailers to consum- 
ers we refer to the fine 
wares they carry, among 
re popieiyo te mekimy Which will be found 
mpovedimmrire McKinney Hinges. Car- 
rying McKinney Hinges 
helps sales generally. 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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Cheerful Tone in Pittsburgh Market— 
Cooler Weather Stimulates Local Demand 


(Pittsburgh office of HARDWARE AGE) 
AUTOMOBILE ACCESSORIES.—Busi- 
ness is no better than it has been, but it 
is surprising to find jobbers taking a 
more cheerful view of things. Some 
complaint is heard that department 
stores are offering antiskid chains at 
the same discount that jobbers are 
naming to retail stores. High prices 
rule for alcohol, with jobbers quoting 
anywhere from 53c. to 58c. per gal. 


BICYCLES.—Prices for 1925 have not 
yet reached the local trade, but it is 
now expected that 1924 prices will be 
affirmed, since it is claimed that there 
has been no money in this product this 
year, and only in tires which are down 
30c. to 50c. a pair as compared with a 
year ago is there any avenue of cost 
cutting open to makers. 


BOLTS, NUTS AND RIVETS.—Lead- 
ing makers have come out with new 
discounts, showing an advance over the 
former quotations of about 10 per cent 
on bolts and nuts, and continuing 
former prices and discounts on rivets. 
This advance has been made not only 
by Pittsburgh makers, but also by 
Cleveland and Chicago producers, and 
while the new prices hardly will be- 
come effective for the next few weeks, 
at least it looks as though the low point 
had been passed. 


We quote out of jobbers’ 
as follows: 
Machine bolts, small rolled threads, 
per cent off list; all sizes cut 
threads, 50 per cent off list; carriage 
bolts, small rolled threads, 50 and 10 
per cent off list; all sizes cut threads, 
50 per cent off list; nuts, hot-pressed 
blank or tapped, 3.50 to 4c. off list; 
c.p.c. and t. bank or tapped, 3.50c. off 
list; rivets, small wagon and tinners, 
60 and 8 per cent off list. 


CHRISTMAS TOYS.—So far as it is 
possible to forecast the demand, it is 
likely to be well up to the average of 
other years, and it also looks as though 
American made goods will have a 
larger share of the business than in 
recent years, notably in dolls, because 
the change in the valuation of the Ger- 


stocks, 


man mark has made for higher prices 
on German toys. 


GUNS AND LOADED SHELLS.—Un- 
seasonably cool weather over several 
days proved something of a stimulus 
to orders from retailers, who naturally 
sensed the approach of the fall hunting 
season and wanted to be prepared for 
any sudden rush of demand. 


PAINTS AND VARNISHES.—“Paint 
the surface and save all” still is an ef- 
fective business slogan, as demand is 
good and has all signs of constancy. 
Prices are holding well in this district. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 14.75c. per lb. in 100-lb. 
lots; 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1.05 per gal. in barrel lots; lin- 
seed oil, $1.16 per gal. in barrel lots. 


SHEET STEEL.—Recent prices are 
holding and there is a fairly good job- 
bing business. August orders of the 
independent mills increased 20 per cent 
as compared with July, and it is be- 
lieved the American Sheet & Tin Plate 
Co. made an even more impressive 
showing, since it took 40,000 tons of 
galvanized sheets for shipment to Ar- 
gentine to be used for trapping locusts 
in the agricultural districts, and it was 
the beneficiary of much of the sheet 
tonnage that will be used in the build- 
ing of the 10,000 box cars recently 
placed by the Pennsylvania Railroad. 
Mill prices are a little firmer than they 
were recently, although some mills still 
are going low to get orders that will 
help toward a good rolling schedule. 


Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 28 gage, 
$5.60, base, per 100 lb.; corrugated, 
No. 28 gage, 2% in., $4.80 per square, 
in lots of 1 to 9 bundles; one-pass 
cold rolled black, No. 28 gage, :$4.50, 
base, per 100 Ib.; galvanized conduc- 
tor pipe, 3 in., No. 29 gage, $4.80 per 


100 ft. 
STEP-LADDERS. — Jobbers comment 
rather disappointingly that department 
stores are advertising at low prices, 
compared with the American product, 


of German-made step-ladders. Evi- 
dently the tariff is not a sufficient offset 
to the lower labor costs across the seas. 


STOVE PIPE AND ELBOWS.—Any 
tendency to delay specifications against 
orders was corrected by several days 
of temperatures close to the freezing 
point. There has been something of a 
scramble to stock in stove pipe and 
elbows and about everything in the way 
of stove accessories. 


We quote polished blue nested 
_stove pipe from Pittsburgh ware- 
houses, No. 28 gage, 6 in., $15.65 per 
100 joints; elbows, $1.54 per doz. Nick- 
eled stove pipe, 4 in., 85c. per joint; 
elbows, 75c.; collars, 40c. 
TERNE AND TIN PLATE.—Demands 
upon jobbers are brisk as usual at this 
time of the year, when furnace builders 
are right in their busy season and when 
the tinners likewise are well engaged 
in roofing repairs against the winter 
conditions. 

We quote roofing ternes, 40-lb. I-C., 
$22.50 per box 112 sheets, 20 x 28-in., 
from jobbers’ warehouses; furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 

WIRE PRODUCTS.—Mill prices are 
holding well and evidently the mills 
are better provided with orders than 
was the case recently, since jobbers now 
find that a week elapses between order 
and delivery, as against a few days, the 
former condition. Nails show best in 
local business. Farmers still are in the 
fields and the matter of fences is get- 
ting little attention at present, although 
with open weather it is probable a good 
deal of fence work will be done this 
year. Wire cloth and screen prices for 
1925 are looked for soon. 

Jobbers quote 
stocks as follows: 

Wire nails, $3.15 to $3.20 base, per 
keg; galvanized, 2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool; galvanized 
4-point cattle wire, $3.35 per spool; 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 annealed fence wire, 
$3.50 per 100 lb.; No. 9 galvanized 
fence wire, $3.50 per 100 lb.; woven 
wire fence, 7 bar, 26-in., No. 11 gage, 


$27.12 per 100 rods; same size, all 
No. 9 gage, $36.14. 


retail trade from 


Healthy Tone in Cleveland Market— 


Retail Buying on the Increase 


routes. 


V 


price changes in the next thirty days. 





ACATIONS are over and salesmen are back on their 
Orders, it is said, show increased volume 
and dealers are continuing to buy conservatively. 
Retail stocks are light and fall lines are moving. There 
is a healthy tone to the Cleveland hardware market. 
Wholesalers are busy working nights twice a week. Pick- 
up business is consistent but not heavy. Mail orders are 
a little lighter now that salesmen are traveling their terri- 
tories. Collections are easier. Jobbers do not expect drastic 
Quotations for the 


to go higher. 


most part are steady. 
active again and farmers are buying large quantities for 
tying corn. Rope has advanced slightly and is expected 
Ovens in one brand are reduced and active. 

Dealers are buying, displaying and selling heaters— 
gas, electric and oil. 


Binder twine has become very 


The unexpected chilly weather has 


resulted in an extra heavy demand for heaters. 

Paint is active, particularly the inside colors, and re- 
placement window glass is in demand. Builders’ hardware 
is selling. 
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One Bump Costs More than SGa7Zizz. 


Your Copy 


Send today for your free copy 
of Catalog A-29, which fully 
describes the installation and 
operation of Slidetite Garage 
Door Hardware. The many 
detail doorway plans which it 
contains will aid you in mak- 
ing sales. If you are not al- 
ready handling this highly 
profitable item, our nearest 
branch can quickly supply you. 





It doesn’t pay to sell cheap garage door hardware, for the doors are 
easily the most important part of a garage. The few dollars your cus- 
tomer saves by the installation of swinging doors may be lost many 
times over through personal injury or damage to the car. The next 
time you have a call for garage door hardware, guard the buyer 
against injury and annoyance by the recommendation of— 





Garage Door Hardware 


Doors hung on Slidetite slide inside, away from ice and snow, and fold 
flat against the wall where even the strongest winds can’t get at them. 
They occupy but little space, so a wide, clear opening is assured. 


Slidetite equipped doors slide smoothly on a faultless track. As stick- 
ing and sagging is impossible, a child can open or close them. When 
closed they fit snugly, securely sealing the garage against the weather. 


Slidetite is the original sliding-folding garage door hardware. Many 
thousands of satisfactory installations have proved it to be the only 
practical door-hanging system for openings of any width up to thirty 
feet. 


Exclusive manufacturers of ‘‘AiR-Way”—the original sliding-folding window hardware 


ss 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 











Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 


Seattle 
Montreal (1131) 


NHanever torany Door that Slides 


AURORA, ILLINOIS.U.S.A. 
RICHARDS-WILCOX CANADIAN CoO., LTD. 


Winnipeg LONDON, ONT. 
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AUTO ACCESSORIES AND TIRES.— 
Fall goods, such as radiator covers, 
heaters, robes, etc., are in fair demand. 
Tires moving; prices steady throughout 
line. 

We. quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33: No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 4ic. each for over 100; Cham- 
pion regular, 53c. each for less than 
100,-all sizes; 56@c. each for over 100; 
Reliable jacks, -No. 00, hie Se a 
$1.25: Nos. 2 and, 3, $1.75. 


AXES.—Business booked in the sum- 
mer months is being delivered. ‘Current 
needs restricted to small lots. Season 
on axes opens in four weeks. Stocks 


ample. Prices unchanged. 
Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted axes, 


handled, $19 per doz.; unhandled, 
$14.50 per doz.; double bitted, handled, 
$24.50 per doz.; unhandled, $20 per 
doz. 


BINDER TWINE.—Corn tying has 
opened up large channel for distribu- 
tion of binder twine. Prices unchanged. 
Sales past two weeks greater than any 
time in two months. Stocks light. 


Jobbers quote f.o.b. Cleveland: 

St: indi ird, first quality binder twine, 
$5.871% per bale. White_ sisal, first 
quality binder twine, $5.871% per bale. 
Second grade, $5.62 per bale. 


BOLTS AND NUTS.—-Manufacturers 
made an advance of 10 per cent. Job- 
bers in this territory have not yet made 
the change, but there is no assurance 
that they will continue to sell at the old 
price. Stocks are fair. Demand steady. 
Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 
60 and 10 per cent off list; small 
rolled threads, 60, 10 and 10 per cent 
off list: carriage bolts, large and 
small, cut threads, 60 and 2% per 
cent off list: stove bolts, 80 per cent 
off list; hot pressed nuts, $4 off list. 
BUILDERS’ HARDWARE.—Casement 
hardware door sets and miscellaneous 
small items have been active. The gen- 
eral line is selling steadily. Prices gen- 


erally are steady. 


COASTER WAGONS.—tThis item con- 
tinues to be good seller at firm prices. 
Stocks appear adequate. 


Jobbers quote f.o.b. Cleveland: 
Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50; size 


14 x 32, $6.43; size 14 x 34, $7.03; size 
16 x 38, $7.73; size 18 x 40, $8.33 each. 

Gendron line high grade rubber 
tires, size 14 x 32, 8-in., roller bearing 


disc wheels, $5.70; size 14 x 34, 10-in. 
disc wheels, $6.75; size 16 x 38, 10-in., 
disc wheels, $7.15; size 18 x 40, 10-in. 
disc wheels, $7.55 each. 

Bowman All-steel line, size 13 x 
32% No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 ns to 
quantity; No. 80, 2 
wheels, steel tires, $4. 50 to $4. 15, ac- 
cording to quantity each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. Na- 
tional Flyer Coaster, roller bearing 


double disc wheels, No. 51, $5.70 each; 

No. 53, $6.90 each. 
Janesville Brand, No. 

No. 12R, 


11R, $8.70; 


$7.95; No. 13R, $7.20 each. 
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GUNS AND AMMUNITION.—Shells 
very active;-guns selling stronger. Trap 
shooting season has been active in spite 
of adverse weather. 

HANDLES (Agricultural and Tool).— 
Jobbers have received prices on steel 
goods and handles for next year. It is 
said there is no drastic general price 
movement, but several adjustments are 
noted. Complete data will be available 
next issue. 


Jobbers quote f.o.b. Cleveland: 

Axe Handies.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected. white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles. — 


No. 1, 9$0c per doz.; finest growth 
hickory, $1.50 
Hay Fork Handles. — wienignt, 


chucked and bored, 4% ft:, $4.5 

ft., $5.50 per doz.; XX, 4% ft., ‘$3. 80 
per doz.: X, 4% 'ft., $2.40 per. doz. ; 

XX, 5 ft., $4.65 per doz.; X, 5, ft., 
$2.80 per doz. ' 

Hay Fork Handles.—Bent, chucked 
and bored, 4% ft., $7.50 per doz.: 6 ftt.. 
$8.50 per doz.: x, bent, 4% ft.. $4.30 
per doz.: X, bent, 1% ft.. $2.90 per 
doz.: XX, bent. 5 ft.. $5.25 per doz.; 
- @ bent, 5 ft., $3.30 per doz. 

Manure Fork Handles.—Bent, 4 ft., 
$4.75 per doz.: 4% ft., $5.10 per doz.; 
XX. bent, 4 ft.. $4 per doz.; 4% ft., 
$4.30 per doz.: X, bent, 4 ft., $2.50 per 
doz.; 4% ft., $2.90 per doz. 

Garden Hoe Handles.—XX, 4% ft., 
$3.30 per doz.; X, 4% ft., $2. 40 per 
doz. 

Garden Rake ee ae S Ue, 
$6.25 per doz.; X, ft., $3.25 per 
doz. 

Shovel Handles. — Regular patte rn 
XX. 4% ft., $5.90 per doz.; X, 4% ft., 
$3.75 per doz.: D handle. best grade. 
$7.95 per doz.: X grade, $6.25 per doz. 

Spade WHandies.—D handles, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz. 


ICE SKATES.—Futures are a little 
slow. Prices steady. 


Jobbers quote f.o.b. Cleveland: 

Union Hardware Co. polished screw 
clamp, No. 1624, 80c each; same, 
nickel plated, No. 162444, $1. 10 each: 
hockey, screw clamp, No. 52416, $1.20 
each; same, nickel plated, No. 42414, 
$1.60 each; ladies’ hockey skates in 
~~ ata grades, $1.45 and $1.85 
each. 


NAILS AND WIRE.---Prices steady. 
Demand consistent. Stocks satisfac- 
tory. 


Jobbers 
land: 


Nails, 


quote as follows, Cleve- 
less than carload lots, stock 
shipments, per keg; No. 9 gal- 
vanized wire, $3.75 per 100 Ib.; No. 9 
annealed wire, $3.30 per 100 lb.; and 
cement coated nails, $2.85 per 100 Ib.; 
polished fence staples, $3.85 per 100 
Ib.: galvanized fence staples, $4.30 
per 100 lb. Miscellaneous nails, 70 per 
cent off list. Cut nails, $3.50 per keg. 
. Wire brads, 70 and 10 per cent off 
ist. 

Barbed wire, wd Ra spools, galva- 
nized, $4.30; Lym point cattle 
wire, 80-rod specie. "$3. 64; same, hog 
wire, $3.92. American special, hog 
wire, $2.78. Prices on barbed wire are 
base, stock shipments. 


OVENS.—<Activity started with the an- 
nouncement of new prices on Boss 
ovens. These show substantial reduc- 
tions in certain numbers. Jobbers an- 
ticipate further quotations next week 
covering other lines. 

Jobbers quote f.o.b. Cleveland: 

Boss ovens. No. 75 and 750, $2.95 
each; No. 755, $3.50 each; No. 055, 
$2.70 each. 

PAINTS AND OILS.—Prices are hold- 
ing. Mixed paints, particularly inside 
colors, are quite active. Jobbers ex- 
pect good fall paint sales. Brushes 
active. 

Jobbers quote f.o.b. Cleveland: 

Turpentine in bbls., $1.0434; less 


than bbls., $1.16% per gal. 
Linseed oil in bbls., $1.16: less 





market conditions 


SASH CORD.—This 
small advances are heard here and 
there. Prices quoted are average offer- 


ings at press time. 
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than bblis., $1.26. Boiled, .2c. extra 
per gal. —~ py alcohol, 66c. per 
gal. in wood 

English Venetian red, in bbls., 3%4c. 
per -lb.; in 100-lb kegs, 4% c. per Ib. 
in 100-lb. kegs, 14%c. 
per Ib. ; in 50-lb. and 25-lb. kegs, 15c. 
- in 12%-lb. kegs, 1544c. per Ib.; 
in 500-lb. lots 10 per cent discount: 
other prices are net. 


ROPE.—Market very uncertain; fiber 
such that higher 
prices seem likely on short notice. 
Prices given were press time offerings. 


Jobbers quote f.o.b. Cleveland: 

Rope, best grade manila, 19c. from 
stock: 18%c. from mill; second grade 
manila, 17%c. from stock; 17c. from 
mil 

Sisal, 
mill. 


1614c. from stock; 16c. from 


item 


Stocks ample. 


Jobbers quote as follows, Cleveland: 


Sash cord, No. 8 and larger, Samson. 
SSec. ner lb.;: Silver Lake, 8&8&c. 
Forest City, 55c..per Ib.; 
per Ib.; Aetna, 45c. per lb. ; 
twine No. 12 in hanks, 64¢c.. to 67c.; 
2-ounce ball, 66c. to 69c.; 1-Ib., ball, 
62c. to 65c. 


STOVE PIPE AND ELBOWS.—Job- 
bers are writing fair volume at prices 
quoted. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints, 
Sec ig blued, 28 gage, 3 in., $3.35; 

hong $3.50; 5 in., $3.80; 6 in., $4; 
7 . $4. 65. 


Elbows, Security blued, corrugated, 
28 gage, 3 in., $1.15; 4 in.. $1.25; ™ 
ev 6 in., $1.55; 7 i $2. 10; all per 
OZ, 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 


Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in., $18 per doz.; 28 in.. 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, ry ee 
shape, 20 x 30 in., $1 per doz.: . 
36 in., $16.65 per doz.; 26 x 32 in., = s16 
per doz. 

Crystal boards, paper lined, sauare 
shape, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.; 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., $8.30 per doz.; 24 x 
36 in., $10 per doz. : 26 x 30 in., "$10.50 
per doz.; 28 x 30 in., $10.75 per doz. 


WINDOW GLASS.—Replacement busi- 
ness in small sizes has been very heavy. 
General trade 
Stocks in good condition. 


is fair. 


Jobbers quote f.o.b. Cleveland: 

Window glass, all brackets, single 
A and B, 85 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
cent off list; double AA aper 
wrapped, 85 per cent off list; lights, 
AA paper wrapped, 85 per cent off 


list. 
Putty, pure, in 12%4-lb. lots, $6.75 


per cwt.; in 20-lb. kegs, $6 per =. 
in 100-lb. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lb. lots, $4.75 


per cwt.; in 25-lb. lots, $4.25 per cwt.; 
in 100-lb. lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WRENCHES.—Fair sales at steady 
prices. 


Stocks ample. 


Jobbers qote f.o.b. Cleveland: 

Trimo takes discount of 65 and 10 
per cent. Coes takes discount of 40 and 
10 per cent. 

Snap-On wrenches f.o.b. Pitts- 
burgh, No. 50, radio and electrical 
set, $4; No. 101, master service set, 
$15.25: No. 202 heavy duty set, $8.80; 
No. 303, Ford master service set, 
$14.85; No. 404, flexible socket set, 
ss 75; oe 505B, screw driver blades, 

No. 900 set, square socket, 
$3. 70° All Snap-On wrenches less 40 
per cent f.o.b. Pittsburgh. 








is strong; 


Prices firm. 
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1,500,000 owners— 
that’s the Hoover roster— 
hundreds of thousands 
- more than has any 

other electric cleaner 
_ in the world. 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
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GF OSTER@ BROS.S 








No. 8C Butcher Knife 


Selling Quality Products Means 
Increasing Your Profits 


The successful hardware dealer of today is a good busi- 
ness man—one who has a keen sense of values, who 
knows merchandising, and who knows the necessity for 
keeping his customers satisfied. He appreciates that the 
first essential in maintaining business is to sell good 
products. 


His cutlery stock must be carefully chosen because his 
customers can tell so readily whether the knives are 
good or not. If they become dull after being used but 
a few times, it becomes immediately apparent that the 





No.s12C quality of steel 1s poor. No. 712C 
S — Stainless 
Carver | Safeguard your reputation for selling dependable prod- — 3" 


ucts. Feature Foster Bros. Cutlery, and gain the con- 
fidence of your trade by the unexcelled service and sat- 
isfaction of this famous brand. : 


Ask your jobber for full information and 
prices on this well-known brand of cutlery. 


THE BRAND IS FOSTER BROS. 


Every knife guaranteed 


JOHN CHATILLON & SONS 


Established 1835 





*. B. Market 85-99 Cliff Street New York City, N. Y. No. 35C 


Cleaver 
Walnut Handle Kate 
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CAsewatione of a Culley Zilevmim 


Pocket Knives the Keystone of the Cutlery Business 


By JOHN CASSIN—A Man Who Knows 


N the fifties and early sixties of 
the past century several cooper- 
ative companies composed of 

workmen of English origin started 
the manufacture of pocket knives in 
the United States. As the result of 
seventy years of work, trials, initia- 
tive and organization American 
made pocket knives are in many in- 
stances superior to pocket knives of 
foreign manufacture. 

Until recently the merchandising 
of pocket knives has been handled 
by the hardware jobber. Now some 
of the leading manufacturers are 
functioning as part of the distribut- 
ing machine and supplying retailers 
and distributors with information, 
ideas and suggestions that are help- 
ful toward increasing the sales of 
pocket knives and other cutlery. 

While other branches of the cut- 
lery industry vie with each other 
for leadership, as sales are meas- 
ured by dollars, pocket knives always 
have and probably will continue to 
be the part of the cutlery business 
around which distributors and re- 
tailers build their cutlery depart- 
ments. Why this is so can perhaps 
be explained by the former domi- 











CASSIN SAYS: 


The display of a large variety 
of pocketknife patterns without 
proper classification is usually 
confusing to prospective pur- 
chasers. An attractive display of 
patterns, properly classified or 
grouped, with neat signs indicating 
purpose or use of knife, attracts 
attention and serves to create 
sales. 
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nance of pocket knives as the leading 
sales item of the cutlery industry. 
Today’s sales plans may reinstate 


pocket knives to leadership. The 
market is here. Whether it be the 
cutlery department of the large 
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A good cutlery display 


hardware store or the cutlery show 
case in the small store, pocket 
knives are usually given the place of 
honor and allowed more display 
space than is given to other cutlery. 
Notwithstanding the preference, 
many hardware stores are not sell- 
ing enough pocket knives to justify 
the use of the prominent and valua- 
ble space given to display them. To 
illustrate I will cite one of many 
cases: On the main business street 
of Williamsport there is located a 
hardware store so capably managed 
that within four years the size of the 
store and_business has been trebled. 
In front of that store, occupying 
about 64 sq. ft., there are three 
major and several minor cutlery dis- 
play cases, yet I understand that 
during the entire day of Tuesday, 
June 17, a fine bright day, not a 
single pocket knife and very little 
other cutlery was sold by that cut- 
lery department, yet that store is in- 
creasing its business with other lines 
it is thinking about and giving at- 
tention to. 

{| The fact that this cutlery depart- 
ment is occupying the most prom- 
inent space in the store is a silent 
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acknowledgment that cutlery, espe- 
cially pocket knives, should be sold 
in good quantities and used as a 
store attraction. 

The sale of pocket knives is de- 
termined largely by three factors, 
namely, the extent of the market, 
the kind of goods offered, the method 
of display. 


Big Market for Pocket Knives 


One of the best means of deter- 
mining the extent of the market or 
possible sale of pocket knives was 
disclosed by the personal] investiga- 
tion conducted by the president of 
one of the largest pocket knife 
manufacturers. From eighty to one 
hundred men, mostly strangers, he 
borrowed the use of their pocket 
knives. Of the entire lot but two 
were in good condition. Of the bal- 
ance, most of the lenders proffered 
their knives with excuses for either 
the condition or quality of the 
knives. 

This original method of investi- 
gation developed the astounding 
fact that at least seventy-eight of 
eighty men were prospective buyers 
of pocket knives. Further investi- 
gation has convinced the writer that 
the situation is general. In every 
community of any size there are 
men, boys, girls and women who 
want good pocket knives. As the 
next step is to determine the part 
that “goods offered” or patterns se- 
lected by merchants regulate sales, 
we start to ascertain reasons that 
govern and determine the selection 
of pocket knife patterns offered to 
the public. Proceeding upon the 
theory that purchases are planned 
to accelerate sales, one would nat- 
urally believe the retail merchant 
knew exactly why he purchased each 
nattern of knife. 

Desiring to avoid the influences, 
ideas and theories formed _. by 


twenty years’ experience in the cut- : 


lery business the writer during the 
past four weeks has visited and in- 
terviewed owners, buyers and sales- 
people in more than one hundred 
hardware stores. In each store we 
have tried to ascertain how and why 
the assortment of pocket knives 
were selected. Aside from budding, 
pruning, scribe, cattle and scout 
pattern knives, which are but a small 
part of a pocket knife line, we were 
unable to: find any method, plan or 
reason governing the selection of 
pocket knife patterns other than the 
desire to have an assortment: of pat- 
terns ranging in price from the 
lowest sto: the highest figures the 
buyer thought salable in his store. 
This absence of purpose in selection, 
putting the burden of sale entirely 
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up to location and display, accounts 
for one of the reasons why pocket 
knives, at least temporarily, lost 
their place as the leading sales item 
of the cutlery business. 

Such a situation seems so foreign 
to the hardware business, every 
branch of which calls for articles for 
specific purposes. In the tool de- 
partment or at the tool counter, 
which is usually either next to or so 
close to cutlery as to make these 
lines store cousins, there are tools 
for specific purposes. If house- 
holder, farmer or mechanic needs a 
tool he buys a tool intended and 
suited to his purpose, and the sales- 
man knows what to offer him. 

If pocket knives and other cutlery 
items could be bought and sold like 
tools—so that every man, boy, gir] 
and woman would be confronted 
with pocket knives intended and 
suited for their particular use—what 
a wonderful pocket knife business 
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could be developed, especially as 
everyone wants a good pocket knife. 

A simple, easy to use formula or 
plan that would permit the mer- 
chant to carry or convey to the user 
the reasons or purposes which gov- 
erned the selection of the majority 
of the patterns of pocket knives he 
offered, would permit the _ retail 
hardware merchant to use pocket 
knives as a store attraction serving 
to influence purchasers of other 
items, at the same time permitting 
him to make pocket knives a BIG 
sales item and enjoy the maximum 
of sales from the minimum of stock 
investment. 

It would be impossible to give any- 
one full credit for the development 
of the simple, effective plan evolved 
as the result of conferences and dis- 
cussions with more than two hun- 
dred merchants, so let the following, 
which is an exact copy of the stand- 
ardization of pocket knife patterns 


A Large Dealers Prices 


BOYS’ KNIVES 
Retail Price $0.50 Ea. 
és sé .65 “6 


~~” 
85 “ 
1.00 “ 
1.25 “ 


MECHANICS’, FARMERS’ AND 
MINERS’ KNIVES 
Retail Price $0.85 Ea. 
“sé “é 1.00 << 
1.25 “ 
1.25 “ 
1.50 “ 
1.50 “ 
1.50 “ 
2.00 “ 
2.00 “ 
1.50 “ 
1.50 “ 
1.50 “ 
2.00 “. 
7" 
2.50 “ 
—— * 
3.00 “ 


VEST POCKET KNIVES, BUSI- 
NESS AND — 


Retail Price $0.75 Ea. 
sé sé 1.00 “é 


125” 
1.25 “ 
1.50 “ 
1.50 “ 
1.50 “ 
1.50 “ 
law 
in ™ 
Lze * 
Lew ™ 
2.00 “ 
3.00 “ 
3.50 “ 
3.50 “ 
3.50 “ 


SCOUT KNIVES 
Retail Price $1.25 Ea. 
sé éé 1.75 & 


Z20 “ 


éé ‘“ 


SPORTSMEN’S KNIVES 
Retail Price $1.25 Ea. 
“<< “ 1.50 sé 
1.50 “ 
we 
2.00 “ 
2.00 “ 
2.25 “ 
2.50 “ 
3.00 “ 
4.00 “ 


THREE-BLADE KNIVES 
Retail Price $1.75 

sé “é 1.75 
iw ™ 
2.00 “ 
2.00 “ 
2.00 “ 
2.00 “ 
2.50 “ 


FOUR-BLADE STAGS 
Retail Price $3.00 Ea. 
“é “é 4.00 66 
3.50 “ 
2.50 “ 


PEARLS . 
Retail Price $4.00 
é 4“ 3.50 


4.00 “ 
5.00 “ 
4.50 “ 
5.00 “ 
5.00 “ 


SHUCKLE KNIVES 
Retail Price $1.00 Ea. 
sé 6“ 1.25 “ 


ie ™ 
ne ~ 
2.00 “ 


“é 6é 
“ sé 


“PUNCH BLADE KNIVES 
Retail Price $1.00 Ea. 

&é &é 1.50 “ 

LW. ™ =, 
2.00 “ 


220 “ 
250 “ 
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adopted by one of the largest retail handlers of pocket 
knives, speak for itself. 

The foregoing totals eighty-three patterns. This large 
dealer in pocket knives formerly displayed 324 numerous 
patterns and, while he has enjoyed a large pocket knife 
business, the lack of turnover of this large assortment 
curtailed profits and to some extent interfered with in- 
stead of increasing sales. 

The display of a large variety of pocket knife patterns 
without proper classification is usually confusing to pros- 
pective purchasers. An attractive display of patterns, 
properly classified or grouped, with neat signs indicating 
purpose or use of knife, attracts attention and serves to 
create sales. 

It might be well to insert here some of the ideas and 
reasons prompting the adoption of patterns. 

When selecting boys’ knives they should be of the small 
jack pattern or single end pen pattern, and in the assort- 
ment should be included easy openers, junior scout pat- 
terns and small jack knife with chain attached. 

When selecting knives for mechanics, farmers and 
workingmen, it is well to start the group with a jack pat- 
tern a little larger than those selected for boys, then a few 
medium sized jacks and a good assortment of large jacks. 
Also a few double enders of heavy patterns. In this as- 
sortment the blades that are sold most are the spear point, 
although it is well to have a few clip points and also a 
couple of the heavy patterns with a heavy back saber pat- 
tern blade. The selection of these we believe should be 
diversified so as to have within a limited quantity at least 
one and possibly two swell center patterns. 

Selecting a group of knives under the head of sports- 
men’s patterns means selecting knives suitable for sports- 
men, and at the same time keeping in mind that these pat- 
terns will appeal to many a farmer and mechanic. The 
group should be started with the selection of a long, single 
clip pattern blade and ranging from that to a large three- 
bladed knife, of which the big blade will be a clip pattern. 
In between these two patterns there will, of course, be a 
carefully selected assortment of two and _ three-blade 
knives, mostly with clip pattern blades. 

Vest pocket knives are perHaps the easiest or the most 
difficult assortment to select. It’s merely a question of 
selecting at the right price range a suitable assortment 
of two and three blade knives, mostly stags and a few 
“pearls” included, also two or three lobster patterns. 
These knives should be selected with a view of giving the 
city, business and professional man a reason for purchas- 
ing a pocket knife, keeping in mind that he hasn’t much 
use for a heavy pattern and about all he requires is a 
good cutting blade and a nail blade of the right pattern. 

Three bladed knives are perhaps the easiest knives to 
select or, I might say, they lend themselves easily to sug- 
gestion or creative sales advertising, as in these knives 
there is a large stout blade for heavy work, a small cut- 
ting blade and a good nail blade, an ideal combination, 
obtainable in small patterns, to be included in vest pocket 
knives as well as in the large sportsmen’s patterns. 

In addition to the foregoing, about all even the very 
best of cutlery departments needs is a small, carefully se- 
lected assortment of very high grade pearls and a few 
four bladed stags. It is always best to have a few novelty 
patterns, but I doubt if there is ever enough of novelty 
or freak knives sold to warrant their purchase. 

If we stop here someone might say, That’s all right, but 
what am I going to do with my present large stock, which 
may not have been so carefully selected? The answer is 
to do as this merchant has done—have a pocket knife sale, 
the best and largest sale ever given in his community, 
curtailing or enlarging upon his plans to suit your condi- 
tions, keeping in mind that the majority of men and boys 
want a good knife. Give them the opportunity to obtain 
one—put on a real pocket knife sale. 

The best way to handle the sale is to first assemble your 
stock in price and proper grouping, making two lots of 
each price and grouping, one lot for the window and the 
other for the cutlery counter, so as to permit you to 
quickly sell from the counter the same knife as shown in 
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the window. Three days before your sale, display on your 
store window a large sticker reading something like this: 

If you use local newspaper space, use the same idea that 
has proved successful with the merchant referred to, im- 
proving or changing it to suit your conditions. The news- 
paper advertising used in the big pocket knife sale is 
shown on this page. 





Two Cutlery Sales Ideas 


> UTLERY and tools have been the backbone of the 
A hardware business for many years, and the public 
looks to the hardware dealer for merchandise of this kind. 

In selling this profit making line, one Wisconsin retailer 
has samples mounted on green silk plush boards about 
two feet long and a foot wide. These are so arranged that 
they can be lifted off hooks on the wall and put before the 
customer when a selection is being made. 

A Minnesota retailer keeps a small special cutlery case 
attached to one of the iron pillars in the front of his store, 
and he has materially boosted his sales in this way. An- 
other has a sort of signboard filled with pockets or com- 
partments in which is cutlery covered with glass. This 
is set in front of the store and has also helped build sales. 
Other retailers use special cases of the revolving kind or 
those which are stationary but which are small enough 
to be placed on the counters where they can be easily seen 
by prospective buyers. 








“HAMMER 
BRAND” 


POCKET KNIVES 


Our best Advertisement is our 
Product. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurriedly under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” Knives you get 
the essential that makes good 
knives possible—S KILLED 
WORKMANSHIP. 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
~ Helps we supply. 








NEW YORK 
KNIFE CO. 
Walden, 


New York 
U.S.A. 


, 








PRIEST’S CLIPPERS 


have been the _ standard 
since 1865. Style shown 
our Shaver No. oo is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 
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Improved New England Credit Situation 
Retail Hardware Sales on the Increase 


(Boston office of HARDWARE AGE) 

HE credit situation in the New England hardware 

field is better. That is one of the best pieces 
of news we have had an opportunity to put 

In the shelf hardware market, 
because 
returning from summer vacations, are paying the retail 


over for some time. 


payments are better, say jobbers, 


BASEBALL GOODS.—Most of the 
manufacturers of baseball goods are 
out with new prices for next season’s 
goods, which show practically no change 
from the past season’s lists. 


We quote from Boston jobbers’ 
stocks: 

Fielders’ Gloves.—No. 500, $4.50 per 
doz., net; No. 507C, $8.40; No. 509C, 
$10.75; No. 511, $16; No. 514, $18; No. 
022, $22; others up to $54. 

Catchers’ Mitts.—No. 560, $12 per 
doz., net; No. 574R, $16; No. 578T, 
$2 5.50: No. 577, $27; No. $588, $54; No. 
592, $72. 

Baseman Mitts.—Boys’, $10 per doz.; 
youths’, $18; men’s, $24 to $54: Big 
panoee, $72; No. 60, $8.27; No. 625W, 


Masks.—Boys’ No. 25M, $4.50 per 
doz. net; Youth’s, No. 31M, $19; 
Men’s, No. 41M, $42. 

Chest Protectors.—No. 903, 
$25.75 per doz.; 
size, $46. 

Bats.—Crack-A-Jack, $2 per doz.. 
net; Junior League, $3.60; King of 
Field, $7.20; burnt oil finish, $10; Pro- 
fessional League, $12: Bing- Go, it 
youth’s assorted _ slugegers, $7.2 


~ 


Louisville Slugger, Jr., $5.40; Re 
ville Sluggers (regular), $16.20. 
Basebalis.—Per dozen net, Dandy, 
75e.; Boys’ Favorite, $1.50: Young 
America, $2; Junior League Special, 
$2; Junior League, $3.75; Boys’ 
League, $4; Dollar Lively, $6; Pro- 
fessional League, $8: Hardwood 
—— $12.50; National League, 


BATTERIES.—Retail dealers should 
watch battery sales with a view to 
sprucing up on same. Local jobbers are 
doing the biggest battery business in 
their history, which suggests that at 
least some retail dealers are on the job. 
Today there are batteris for every call- 
ing, and the logical outlet to the public 
iS the retail hardware dealer. 


We quote from Boston jobbers’ 
stocks: 
_ Batteries.—Columbia line, ignitor, 
in lots of 50, $30.22 net; per 100, in 
lots of less than 50, $35.22. Hot Shot, 
No. 1461-M, in less than — lots, 
$1.76 each; in barrel lots, $1. No. 
1562-M, in less than barrel Ne ag $0. 08; 
barrel lot, $1.98; No. 1662-M, in less 
on barrel lots, $2.44; barrel lots, 


BOLTS AND NUTS. leading 
makers of bolts and nuts in the Pitts- 
burgh and Cleveland districts have ad- 
vanced prices 10 per cent. Those in 
other sections of the country are sure to 
raise prices, because the manufacturers 
for some months have been in red fig- 
ures. The advance just announced will 
not carry them out of red figures, ac- 
cording to reliable information. Jobbers 
here are assuming, therefore, another 
advance will be announced before the 
close of this month. 

CARTS AND WAGONS.—tThere is 
some forward buying of carts and wag- 
ons for the holiday trade. Not much, to 
be sure, yet enough better than here- 
tofore to give jobbers considerable en- 
couragement. 


boys’, 
No. 920, big league 








CLIPPERS.—The 
clippers is rather unique at this time. 
There is an unusually good demand and 
an unusual shortage of stock desirable 
for the retail trade. 


CUTTING TOOLS. 
brisk, business in cutting tools is gath- 
Not only is the indi- 
vidual order received by jobbers calling 
for larger aggregate amounts of stock, 
but the individual order is growing 
There most certainly is 
an indication the machine shop of New 
England is busier than heretofore. 


ering momentum. 


more frequent. 


people, 


We quote from Boston jobbers’ 
stocks: 

Kiddie Kars.—No. 101, $1.50 each 
net, No. 102, $2; ap 103, $2.50; No. 
104, $3; No. 105, $3. 

Pedal Kars.—No. 1E4, $4 each net; 


No. 155, $4.6 
Kiddie Karts. —No. on $2.33 net 
each; No $3; No. _ $3.67; 


No. 304, $4. sae ‘No. 305, $5.6 

Kiddie Koasters. wrubies tire, No. 
705, $9 each net: No. 706, ; 

Red Racer.—Wagon, No. 636, $5 
each net; in lots of six, $4.80. 


position 


We quote from Boston jobbers’ 
stocks: 

Toilet Clippers.—Mayflower, No. 00, 
$1.30 each “/; No. 000, $1.35; Ply- 
mouth, No. 1, 95c.; No. 0, . 
00, $1.40. Bo No. 0, $ 
00, $1.65. Brown & Sharpe, all banie 
carried by local jobbers, $4.50 list. 
Discount, 25 and 10 to 25 and 15 per 
cent, according to quantity. 

Horse Clippers.—No. , $14 each 
list: No. 9, $24. Discount 334% per 
cent. 


We quote from Boston jobbers’ 
stocks: 

Drills.—Carbon sizes up to 1%-in. 
tapered, and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; fit stock drills, 60 per cent 
discount; center drills, 65 per cent 
discount: drills and countersinks 
combined, 20 per cent’ discount; 
ratchet drills, 30 per cent discount: 
wood boring brace bits, 50 per cent 
discount; high speed drills. 50 and 10 
per cent discount; jobbers’ letter and 
number sizes, 50 and 10 per cent dis- 
count; electricians’ drills, 10 per cent 
discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and T. S. 
standard makes, 65 per cent discount; 
checking, 25 per cent discount; ta- 
pered pins, 40 per cent discount; es- 
cutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 


of toilet 


—- Although not 


dealer what they owe him. In the mill supply and heavy 
hardware markets payments are, perhaps, more prompt 
than in the shelf hardware, and most assuredly better than 
they have been in their prospective fields in months. Pub- 
lic buying of all kinds of hardware is on the increase. It 
is natural to assume the credit situation will still con- 
tinue to improve right along. 


No. 971, $1.45; No. 759, $1.25; No. 

953, $2.90; No. 281, $4. 
GUNS AND pee ET 
the official opening of the fall hunting 
season not so far ahead of us, retail 
dealers are evincing more interest in 
guns and ammunition. Boston jobbers, 
as a rule, admit they are not doing the 
gun and ammunition business they 
should. On the other hand, we hear 
of a Portland, Me., house that does a 
whale of a business each year, not only 
wholesale, but retail as well. On Fed- 
eral Street, Boston, a certain sporting 
goods house is displaying a shotgun 
that costs more than $1,000 retail, an 
English make. Less than an eighth of 
a mile away, on the same street, there 
are two retail hardware dealers, gen- 
erally conceded live wires, who do not 
carry a gunin stock. The difference be- 
tween a $1,000 gun and a popular 
priced honest to goodness American 
made one should be a connecting link. 
The disparity in price, in other words, 
should be a good selling card. 


We quote from Boston jobbers’ 
stocks: 

Ammunition.—Loaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 25 per cent discount; center 
fire cartridges, 18 per cent discount. 

Drop Shot.—Smaller than B, $2.80 
per bag; B and larger, $3.05 per bag; 
Air Rifle, Boy Scout, shot, $4.85 per 
case. 

Guns.—Stevens air rifles, No. 12%, 
$4.05 each nets No. 26, $4.95; No. 12, 
$6.12;; No. $7.50; No. 27, $8; No 
70, $12.45. Om, guns, No. 107, $8. 85: 
No. 115, $10.50; No. 215, $18; No. 235, 
$20.75; ‘No. 315, $21; No. 330, $21.85; 
No. 335, $24.30. Savage, bolt action, 
single shot, No. 04, $6; repeating shot 
gun, No. 21A, $41.75. Baker, Botavia 
leader, $32; black 
beauty, double barrel, $50; Page & 
Lewis, 22 action, model D, $3.75. 


HEATERS.—Although it may be said 
the season is still backward, it can also 
be said that under the circumstances 
sales of oil heaters to retail dealers 
are better than generally anticipated by 
jobbers. Another fortnight should wit- 
ness a material improvement in the 
movement of merchandise into con- 
sumers’ hands. 








GLOVES.—Some time ago many of the 
most aggressive retail hardware deal- 
ers in this neck of the woods covered 
on the glove requirements. Since their 
purchases business has lagged. There 
is a strong indication, however, the 
belated buyer is getting interested. 
Another week should see a material im- 
provement in bookings. 
bel quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Heaters.—Universal line, No. £9953, 
plain standard, 12-in. bowl, $6.38 each 
net; No. E9955, fluted, 12-in. bowl, 
$7.13; No. E9954, plain, 14-in. bowl, 
$7.88; tilting reflector, 10-in. bowl, in 
assortment only, No. 1 assortment, 
three heaters, one each royal blue, 
mahogany red, sage green, $10.50 per 
assortment; No. 2, three heaters, one 
$10.60 old rose, ivory, French gray, 


stock 
Cotton Gloves.—No. 841, $1.70 per 
doz., net: No. 640, $1.75: No. 642. 
$2.30; No. 827, $2.75; No. 175, $3.56; 
No. 237, $5.50; No. 
4.8 02, $2.30: No. 403, 
$2. 30; No. 410, $4. 38; No. 402B, $2.30; 


Reading matter continued on page 79 


HOSE AND ACCESSORIES. — Now 
that next season’s prices have been 
established, retail dealers in some in- 
stances are placing forward business. 
Jobbers assert that a large tonnage of 
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SK her to try the Dunlap Cream 
Whip. If she likes it, she may 
keep it with our thanks. Simply 

mail us the coupon below. We will 
send you a Dunlap Cream Whip, 
charging you the regular dealer's price. 
If your wife approves of the Dunlap 
and you decide to order more, we will 
rebate this charge on your first order 
of a dozen. If she isn’t pleased, and 
enthusiastic about the Dunlap, just re- 
turn it at our expense. 


120 dealers accepted our offer last 
month and every single one ordered 
more Dunlaps. Some have already re- 
ordered. We'll get your order, too, 


 - 
~* wee 


Why the Dunlap “Whips” ’em— 


HE superiority of the Dunlap Cream 

phen - uickly recognized—espe- f aT ei ef “8 
coma y by these 3 outstanding fea- 1 Sang will accept our trial olrer. 
fs tek i iat cite ait atin te takes only a few seconds to 


cuts the cream instead of beating it. ° 
ee ey non-slip ‘botiom. mail the coupon. . 
. a t 

easy handling. @ correct angle to insure 


The ‘‘Dunlap’’ can be thoroughly cleaned with > 
ease. It is sanitary throughout. All metal gt 
parts are nickel plated. 


—and what it whips— o A 





det aide 
vo OF ghis saver” en 
Use % <n oducts q\i- 


Cream in 30 seconds—mayonnaise in 4 mi 
nutes 
—eges in 1 minute—omelettes, gelatine, ice - 
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Three Trade Winners 


Here are three trade winning heaters which 
every dealer can handle with profit and satts- 
faction. 


Foster's North Star, shown opposite, is a very 
attractive and efficient heater for the use ot 
wood fuel. It is furnished with or without ash 
pan and grate. The drum is made of “Armco 
Polished” Ingot Iron and lined with heavy cast 


sellers in 





With Ash Pan 


linings. ‘This heater is a very popular seller 


and is made in four sizes. Other popular 





Without Ash Pan 


The Foster Line of Heaters for Wood and Coal 


are Foster's Air Tight and Foster’s Maple 
shown below. These are very dependable 
heaters for coal. Both are made of good 
materials and particular attention has been 
given to making them pleasing in appearance 
as well as in heating results. 


feature. 


profit. 





The enameled parts do not come in contact 
with the fire and will last a lifetime, because 
the fire pot can be replaced at will. 


Foster’s Maple is equally desirable for Coal 
—will hold a fire over night and can be had 
in seven sizes. The drum is made of “Armco 
Polished” Ingot Iron, which is a strong sales 


Send.for our latest Cataiog with 
Price List and Quotations. You will 
find the Foster Line very interesting 
and worthy of investigation and our 


prices will allow you a generous 


The Foster 
Stove Co. 


Ironton, Ohio 


Customers will not pay the price of a 
furnace for an enameled parlor heater when 
you show them Foster’s Air Tight in a beau- 
tiful shade of Blue or Gray and mention its 
reasonable price. This is a money saver as 
well as a fuel saver. 
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New England Market Information 


garden hose will be sold within the next 
twelve months. They say retail dealers 
are practically cleaned out of stock and 
that prices on new goods are reasonable. 
We quote from Boston jobbers’ 


stocks: 
Rubber Hose. — %-in., in 50-ft. 
lengths, Commercial, 7%c. per ft. 


net; Pointer, 8c.; Leader, 9c.; Olym- 
pia (wire wound), 9%c.; Good Luck, 
10c.; Vim, 10c.; Milo, 11%c.; Bull Dog, 
1c. For 25- ft. lengths add lc. per 
oot. 

Reels. —~ Hose, Reel-Ezy, $18 
doz. net; Victor, $2 each net; 
& Knox, $3.75 each net. 

+ nae —Bulldog, friction, 45c. per lb. 


ee ee Luck, 60c. 
gross net. 

Sprinklers.—Rain King, $2.33 net. 

Nozzles.—Boston, $6 per doz. net. 


KEGS.—Contrary to general jobbing 
expectations there is a better call for 
cider kegs. The average retail orders 
placed here call for a limited number 
of assorted sizes, but the average 
weekly aggregate is increasing quite 


per 
Wirt 


ne 
per 


rapidly. 

We quote from Boston jobbers’ 
stocks: 

Cider Kegs.—5-gal., $1.45 each net; 
10-gal., $2; 15-gal., $2.25; 20-gal., 
$2.50; 25-gal., $2.85; 30-gal., $3.15, and 
50-gal., $4.25. 


LAMPS.—At the moment there is quite 
a heavy demand for Buss and Clamp- 
lites. Jobbers make so bold to say they 
expect to do a much larger business 
than last season. The past year, it 
will be recalled, was the largest in 
their history. Assertions indicate the 
jobber has found a logical item of profit 
for the retail dealer. 


We quote from Boston jobbers’ 
stocks: 

Lamps (Gasoline). — Coleman line, 
Quick Lite Lamp, Flemish bronze, $8 
net; brass fringed, $9; antique gold, 
$8 net cash; gold fringed, 25. 
Bracket lamp, $6.75 net each. Quick 
Lite lanterns, $5.25 net each. 

Buss.—Buss, $1.33 each net, brass, 
bronze or ivory. Clamplite, brass or 
bronze, in dozen lots, $14.40 per doz.; 
in less than dozen lots, $15 a doz. 


LANTERN GLOBES.—Now is the time 
for all good retail hardware dealers to 
take stock of lantern globes. Daylight 
saving in New England will shortly be 
ended for 1924. Short evenings will be 
in vogue. Old and new lanterns will 
be required by the country gentry; 
globes as well. 
We quote from Boston jobbers’ 


stocks 
ee Globes. — Dietz line, in 5 
dozen lots. Blizzard fitzall locnob, 


$1.10 per doz. net; Blizzard fitzall loc- 
nob ruby, $3; D’ Lite locnob, $1.1 
D’ Lite, locnob ruby, $3; Little wizard 
locnob $1; Junior Blizzard, $1.05. In 
lots of less than 5 dozen, Blizzard, 
a: Blizzard ruby, $3.20; D’Lite, 
$1.30; D’Lite ruby, $3.25; Little Wiz- 
ard, ats 15; Junior Blizzard, $1.20. 


LAWN ACCESSORIES.—Manufactur- 
ers and jobbers having announced next 
season’s prices on lawn mowers, book- 
ings for next season are showing signs 
of life. Based on orders taken to date 
there are at least some retail dealers 
who cleaned up well on lawn mowers 
the past season. 


Pe quote from Boston jobbers’ 
stoc 

awn Mowers.—Regal, 16-in., $32 
each, list; 18-in., $34. a. 14- in., 
$26; 16- in., $28; 18- in., $30. Embassa- 
dor, 16-in., $21.25; 18- in., $22.75. Lake- 
wood, 16-in., $17. 50: 18- jin.. $25. New- 
port, 16-in., $15; 18-in., $15.75. Colo- 


(Continued from page 76) 


nial, 16-in., $16; 18-in., 726. 75. Jewell, 
14-in. -» $12. 50; 16-in $13 25. Discount 
50 per cent. Hub, 12-in., $5 each, net; 
14-in., $5.25; 16- in., $5.50. 

Lawn Trimmers. — Popular makes 
$15 each, list. Discount, 50 per cent. 

Factory Shipments. —On direct fac- 
tory shipments up to 30c. freight on 
ten or more machines is allowed. * 

Lawn Rollers.— Water weighted, 
18-in. diameter x 24-in. long, $14.84 
each, rte 24-in. diameter x 24-in. 


long, $17 
Sprinklers. —Lawn, fountain, $7.75 
per doz. net; fountain, half circle, 


$6.65; rooks, $8; Rain King, $2.34. 
Lawn Rakes.—Wood bow, $8.75 per 
doz. net; steel bow, 


POULTRY SUPPLIES.—The retail 
dealer undoubtediy will be glad to 
know that prices on hexagon galvanized 
netting for next season have been re- 
affirmed. This news should give a cer- 
tain stability to the poultry supplies 
situation. It is interesting to note 
that incubators and brooders for fall 
delivery are in mighty good demand, 
according to jobbers. 


We quote from Boston jobbers’ 
stocks: 


incubators.—Buckeye line, oil and 


gas heater, No. 1, $26.25 each, net; 
No. 2, $31.15;.No. 3, $40.43; No. 4. 
$47.60; No. 5, $74.90; No. 14, $11. Bb: 
No. 16, $19.25; No. 17, $25.73. Queen 


line, style K, No. 20, 70 egg capacity, 
$16.50 each; No. 21, 120 eggs, $27.50; 


eggs, 
Dis- 


Oo. 800 
$132; No. 465, 1000 eges, $157. 
count, 30 per cent. 

Brooders.—Buckeye line, coal, No. 
18, $15.05 each net; No. 19, $18.55: 
oil burner, No. 20, $8.23; , 
$10.85; No. ~*~, $13.30; N 
burner, $21: No. 27A, oil 
$12.25: No. 28A, $14; No. 29A, $15.75: 
Queen line, No. 1, 600 chick capac- 
ity, $21.50 each; No. 2, 1200 chick ca- 
pacity, $26.50. Discount 30 per cent. 


PLUMBERS’ TORCHES.— That the 
time is not far distant when plumbers’ 
torches will be in public demand is at- 
tested by the increasing amount of 
business being placed by the retail 
hardware trade. 


We quote from Boston jobbers’ 
stocks: 

Plumbers’ Torches.—N:U. line blow 
torches, No. 9, $5.33 each net; No. 38, 
$5.76: No. 39, $6.05: No. 43A, $5.76; 
vie 92, $6.79; No. 105, $3.€0; No. 205, 


PRESSES.—Although kegs are in more 
active demand, presses are selling slow- 
ly. Jobbers attribute this fact to a 
sizable carry-over by the retail trade 
last season. 


We quote from Boston jobbers’ 
stocks: 

Presses. — Fruit, Brownie, 8-at., A 
net: Dutcher, No. 00, $6.75; No. 0, 
$8.50; No. 10, $12; No. 20, $19. 


REFRIGERATORS.—The White Moun- 
tain freezer manufacturers are out with 
price lists for next season, which show 
some advances and some reductions. 
The changes in either direction are so 
slight it is doubtful if some of the job- 


bers readjust their price schedules. 


We quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line, in lots of 
less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 
each list. 


SCREWS.—The movement of wood 
screws into consumers hands is only 
fair at best. In this connection it is in- 
teresting to note that one of the largest 
New England manufacturers of such 


merchandise has just indefinitely dis- 
missed 300 employees and cut the wages 
of remaining employees 12% per cent. 
Machine screws, on the other hand, are 


showing more activity. 

We quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright 
75 per cent discount; flat- head, blued 
75 and per cent discount; round 
head blued, 72% per cent discount; 
flat head, brass, 70 per cent discount: 
round head, brass, 67% per cent dis- 
count; flat head, galvanized, 57% per 
cent discount; flat head, nickel, 62% 
per cent di sdount; round head nickel, 
62% per cent discount. 

Machine Screws, Etc. — Machine 
screws, flat and round, hex., Nos. 1, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 4, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per, cent 
discount; set screws, including head- 
less, 65 and 5 per cent discount; cap 
screws, square and hexagon, 65 and 
per cent discount; lag screws, 40 per 
cent discount. 


SCYTHES AND SNATHS.—Leading 
makers ef scythes and snaths have an- 
nounced to jobbers that 1923 prices are 
reaffirmed for the 1924 season. 


SHELLAC.—Now is the time, when 
people are returning home from the 
country and seashore, that town house 
floors should receive a little attention. 
A display of good quality floor shellac 
by a Boston retail dealer the past week 
resulted in a material increase in sales. 
This increase, coupled with paint sales 
the past summer, in the opinion of this 
particular retail dealer, warrants the 
increasing of the paint supply depart- 
ment floor space 100 per cent within 
the next few months. 


SHOVELS.—Fire shovels have appre- 
ciated about 5 per cent in value, accord- 
ing to producers and jobbers. Shovel 
prices otherwise remain as heretofore. 

We quote from Boston jobbers’ 
stocks: 

Snow Shovels.—Long handle, steel, 
$5 per doz. net; steel D-handle, 
$6; split wood D-handle, $6; Massa- 
chusetts long handle, $8.75; Massa- 
chusetts D-handle, $9 


THERMOMETERS.—Retail dealers, ac- 
cording to early orders, are playing 
up more strongly to the cheaper class 
of stock than the*higher, yet the latter 


is in better request than a year ago. 

We quote from Boston jobbers’ 
stocks: 

Thermometers. — Cheap tin case, 
spirit, 7-in., $1.20 per doz. net; 8-in., 
$1.38; mercury, 10-in., $2. Standard 
heavy tin case, 8-in., $13.50; 10-in., 
$15.25. Copper case, No. 5154EB, 8-in., 

: Wood back, 6-in., $9: 

= 3 evry No. 5908, 
Bath, N - 5592S, $14.50. 
WAXES,_This is the time of year 
when retail dealers should make a spe- 
cial effort to sell floor waxes. People 
are returning from vacations to city 
homes. Floors look badly. A little wax 
will help a lot. Boston retail dealers 
making special displays are meeting 
with good success. 

We quote from Boston jobbers’ 


stocks: 
Waxes. — Butchers, 1-lb. contain- 
2-lb., $1.02; 4-Ib., 


ers, 50c. and 5ic.; 
$1.92; 8-Ib., $3.84. Staples.—In 1-Ib. 
containers, $43c.; Old Bnglish, in 1- 


Ib. containers, 57c. 
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Demand Continues to Increase in Middle West; 
Price Levels Firmer with Occasional Advance 


HE demand for hardware in this district continues 
Ts show improvement. Reports from agricultural 
sections are not only promising but are backed by 
Prices are a little more 
firm than last week. The market as a whole, however, 
is without price fluctuation with the exception of some 
The 10 per cent advance announced by manu- 
facturers on bolts and nuts is not taken as an indication 
that all iron and steel lines will follow in step. 
business was slack the price level on bolts and nuts was 
hammered down to a very low level, and consequently the 
present advance is more in the nature of a stabilizer. 
There is a steady improvement in the steel business, 
which had its inception in the month of August. 
leading mill in this district new commitments, as well as 


substantial business increases. 


few lines. 


AUTOMOBILE ACCESSORIES.—Sales 
are holding up nicely with good fall 


weather. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; lots of 100, 4lc. each; Cham- 
pion Blue Box line, 53c. each; A. C. 
Titan, 5&c. each; lots of 100, 56c. 
A. C. Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3280, 


$6.50 each; Stewart, $5.67 each. 

Horns.—FE. A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each: in lots of 10, $2.25 each: Ajax, 
No. 6, 90c. each: National Standard, 
No. 21, $1.20 each. 

Pumps.—Rose 1%-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 


Tires and Tubes.—3() x 3% over- 
size cord tires, $10.45 each: regular 
cord, $8 each: gray inner tubes, 30 


x 3%, $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 


AXES.—Fall 


sales are good on the 


lower priced grades, but below normal 


on standard goods. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—It is reported 


in 


local markets that manufacturers have 


advanced prices 10 per cent. 
changes as yet. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount: small 
carriage bolts, rolled thread, 50-10-5 
per cent discount: machine bolts, cut 
thread, 50-10-5 per cent discount; 
small machine bolts, rolled thread, 
(0-5 per cent discount: all stove bolts, 
75-5 per cent discount; lag screws, 


60-5 per cent discount. 


BUILDERS’ HARDWARE.—Prices 
butts slightly reduced. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $3.24 
per doz. pair: 4 x 4 steel butts. old 
copper and dull brass finish, $4.32 per 
doz. pair; heavy steel bevel inside 
sets, case lots, $7.80 doz.: steel bit- 
keyed front door sets, $1.90 per set: 
wrought brass bit-keyed front door 
sets, $3.25 per set: cylinder front door 
sets, $7.50 per set. 





No local 


When 


For a 
as a whole. 


CHAIN.—All chains are selling in bet- 
ter volume. No recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$.50 per 100 Ib.; Tenso coil chains, 
50-10 per cent discount; No. 00-4% 
electric welded cow ties, $2.75 per 
doz. 


COPPER RIVETS AND BURRS.— 
Local prices are unchanged, although 
the general market is stronger. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Fall business is very good. 
Lower price levels and a wet season 
have helped sales. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.85 
per 100 ft.;: Plain ridge roll, 1%-in., 
$3.80 per 100 ft.: Corrugated con- 


ductor elbows, 3-in., $1.36 doz. 
ELECTRICAL AND RADIO MER- 
CHANDISE.—tThere is still a strong 
possibility of an advance in price of 
rubber covered wire. One manufac- 
turer has already advanced prices. Lo- 
cal prices are unchanged. 


We quote 
f.o.b. Chicago: 

Electrical Merchandise.—No. 14 
rubber covered wire, $7.25 per 1000 
ft.: in 1000-ft. lots, $7: No. 18 lamp 
cord, $14.50 per 100 ft.; in 1000-ft. 
lots, $13.75; ™%-in. brush brass key 
sockets, 20c. each; two-way plugs, 
H0c. each; in lots of 10, 52c. each; 
one-piece attachment plugs, 13c. 
each; two-piece attachment plugs, 
12c. each: dry cells, boxes of 50, 
30%2.c. each; less than case lots, 34c. 
each. 

Radio Supplies.—Radio PB batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each. 


FILES.—The sales volume is satisfac- 
tory. 
We 


from jobbers’ stocks, 


from jobbers’ stocks, 
from obbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list: Nicholson files. 50 
per cent off list: Nicholson files, 60-10 
per cent off list; Black Diamond files, 


40-10-5 per cent off list. 
FRUIT PRESSES AND CIDER 
MILLS.—Stocks are still complete but 


sales should be brisk during the next 


quote 
We quote 


30 days. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 


(Continued on page 82) 


orders passed to entry, were the heaviest since April. 
The August increase over July, according to final com- 
putation, shows a gain of 24 per cent in new business 
and 28 per cent in tonnage specified for rolling. 

A Western sheet mill, which is now running 16 out of 
28 hot mills, contemplates adding five more mills at once. 
While there is little buying of wire products for stock, 
business has improved sufficiently to warrant a general 
increase in mill operations, which now average 55 to 60 
per cent of the industry as a whole. 

The reports of improvement from rural sections and 
industrial centers 
turned and business will continue to show increases in 
the point of volume for some little time to come without 
any great variation in the present price levels considered 


indicates that the corner has been 


3-qt., $3.40 each; 6-qt., $4.20 each; 
12-qt., $5.75 each; Enterprise, No. 6, 
$5.50 each; No. 12, $7.30 each; Junior, 
$10 each; medium, $13 each; senior, 
$18 each; extra large, $28 each. 

Cider Millis. — Junior, $21.75 each; 
medium, $25.50 each; senior, $38 
each; self feed, $16 each. 


GALVANIZED AND TIN WARE.— 
Prices are holding at a fairly firm level. 
The demand continues to be good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvanized 
after made water pails, not made of 


galvanized sheets with seams 
cemented, 8-qt., $1.95 doz.; 10-qt., 
$2.20 doz.; 12-qt., $2.40 doz.; 14-qt., 
$2.75 doz.; galvanized washtubs No. 1, 
$6.35 doz.; No. 2, $7.15 doz.;: No. 3, 
$8.35 doz.; 1-bu. galvanized baskets, 


$6.50 doz.; 1%-bu., $8.25 doz.; 5-gal. 
galvanized oil cans, galvanized breast, 
$7.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The season, as a whole, was 
not unusually heavy on account of so 
much rain. Salesmen will start selling 
for spring in a short time. 


We quote from jobbers’ 
f.o.b. Chicago: Garden hose, 
quality, molded hose, %-in., 
per ft., %4-in., 18c. per ft., 
good quality, wrapped, %-in., 
per ft.; %-in., 12c. per ft.; 
good quality, wrapped, %-in., 12c. 
per ft.; %-in., 14c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
ft.; %-in., lle. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales continue 
to show improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in., bracket, 
86 per cent discount; single strength 
A, all other brackets, 85 per cent dis- 
count; double strength A, all sizes, 
86 per cent discount. Putty—Pure 
grades, $3.75 per 100 lb.;: commercial, 
$3.40 per 100 Ib. 


HATCHETS.—Popular priced grades 


stocks, 
good 
10% c. 
3-ply, 
10c. 
4-ply, 


continue to lead the sales. No recent 
price changes. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.: 
medium quality hatchets, No. 2 
shingling, $7.25 doz.:; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—The demand 


has shown some improvement due to 
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Tom-Tom 
Height, 5% ins. Width, 4% ins. 
The large attractive member of the 
True Time Tellers family. He has a 
big 4%, inch DIAL and an improved 
40-HOUR MOVEMENT with a heavy 
nickel-plated seamless brass OCTA- 
GON CASE. He has a big BACK 
BELL and a loud, long, INTERMIT- 
TENT ALARM that is a sure rouser. 
He is dependable and good looking 
and makes friends wherever he goes. 























Plain $3.25 Radium $4.25 
Tidy-Tot 
Height, 3% ins. Width, 2% ins. 






The small artistic member of the 
True Time Tellers family. He has an 
attractive 24% inch DIAL and an im- 
proved 40-HOUR §ssteel-cut' pinion 
movement, with a heavy nickel-plated 
OCTAGON CASE. He is easily 
wound and has a soft tick. His IN- 
TERMITTENT ALARM is insistent 
—not loud—he awakens but does not 
shock. He is well received in the best 
of homes. 

















Plain $3.25 Radium $4.25 
Tick- Tock 
Height, 5 ins. Width, 3% ins. 






The medium size OCTAGON member 
of the True Time Tellers family. He 
has an attractive 3% inch DIAL, is 
fitted with bowed glass, and an im- 
| proved 40-HOUR §ssteel-cut pinion 
movement with a heavy nickel-plated 
seamless brass Octagon case. He is 
easily wound, has a soft tick, and has 
a big back bell which gives a long 
and loud STEADY CALL. 


Plain $2.50 Radium $3.50 
Tip-Top Watch 


Cubist Numerals 
Fancy Pierced Hands 

Popular Priced 
Thin Octagon Case of beautiful 
stream-line design, semi-octagon bow, 
substantial antique pendant, corru- 
gated crown, easy to wind. 14 size. 
Pullout stem set, stem wind. Remov- 
able main spring. 
Plain $1.75 Radium $2.75 

























THE NEW AVEN (‘LOCK CO. 
EW ZEAVEN VONN. 





BRANCHES 


NEW YORK CHICAGO SAN FRANCISCO 
TORONTO, CAN. 














82 








HARDWARE AGE 





September 18, 1924 












the fact that hammer prices are 20 to 
25 per cent below 1923 prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-o0z. 
nail hammers, $10.50 doz.; first qual - 
ity, 16-oz. machinist hammers, $7.85 
doz.; medium quality, 16-o0z. nail ham- 
mers, $6 doz. 


HANDLES, TOOL.—Prices are holding 
firm with a good demand. 


We quote .from jobbers’ stocks, 
f.o.b. Chicago: 

Axe WHandlies.—No 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 
hic kory, $1.50 doz. 


HANDLES, AGRICULTURAL. — The 
volume of sales is very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5- ft., $5.50 doz.; XX 
414-ft., $4 doz.; 5- ft., $4.80 doz. ; x 
4%-ft., $2.40 doz.: 5- ft., $2.80 doz. 

Hay Fork Handles. —Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; re bent, with strap, 
ferrule and cap, 4 -ft., $5.50 doz.; 4%- 
ft., $5.75 do xx bent, 4%-ft., $4.50 
doz.; 5-ft., $5, '50 doz.; X bent, 4%-ft., 
$3 doz.: 5- ‘ft., $3.40 doz. 

Manure Fork Handies.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz.; 4%- 
ft., $4. 40 doz.; X bent, 4-ft., $2.60 
doz.; 4%-ft., $2.¢ 95 doz. 

Garden Hoe Handles. —XX 4%-ft., 


































$5.25 doz.; X 5%4-ft., $3.25 doz. 
Shovel Handles. —Regular potters. 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D- handles, best grade, $7.95 
doz.; X grade, $6 doz. 
Sp ade Handles. —D-handle, best 
onan. $7.75 doz.; X grade, $6 doz. 


HINGES.—Sales are said to be heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
6-in., $2.12; 8-in., $3.54; 10- in., $5.43 

er doz pairs; extra heavy = hinges, 
nm bundles, 4-in., $1.90; 5-in., $2.01; 
G-in., $2.52; 8-in., $4.30: 10-in., $6.13 
per doz. pairs. 


LAWN MOWERS AND GRASS 
CATCHERS.—A fair amount of future 
business is being received—at the new 


lower prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn eee. —16-in. ball bearing, 
§-knife, 11-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10% -in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 101% - in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized  bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom. 
canvas, for 18 to 21- in. mow ers, $7.60 
doz.: plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Larger shipments were made 
last week due to the improved general 


conditions. 


We quote from jobbers’ stocks, 
fob. Chicago: Common wire nails, 
$3.55 per keg base; cement coated, 










































$2.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
w" and longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Sales were slow in 
starting, but have shown satisfactory 
improvement, although the season as 
a whole has not been exceptionally 
heavy. Fall sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Prices held firm 
during the week. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots. $1.20 
per gal.: 5-bbl. lots, $1.15 per gal. 

Linseed Oil.—Boiled. barrel lots. 
$1. . per gal.; 5-bbl. lots, $1.17 per 


ga 
“Turpentine. .—RBarrel lots, $1.03 per 


Denatured Alcohol. — Barrel lots, 
57c. per gal. 

White Lead.—100-1b. kegs, $14.75: 
\0-Ib. kegs, $7.65; 25-lb. kegs, $3.90; 
12%-lb. kegs, $2. 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels. 


$3.50 to $6.75 per 100 Ib. / 
PYREX WARE.—Fall sales are very 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. 

Casseroles.—Round. No 167. $12 
doz.: No. 168, $14 doz.: No. 183, $12 
doz.: No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 doz.: 
No 197. $14 doz. 

Pie Plates.—No. 202 $6 doz.: No. 
203. $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots.—2-cup, $29 doz.: 4-cup, 
$24 doz.: 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.: No. 
232. $14 doz. 


ROOFING AND PAPER.—The active 
sales continue. Red rosin sheathing is 
much stronger, and local prices, while 
still unchanged, are expected to ad- 


vance. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing. $1.95 per 
square: best tale surfaced, $2.35 per 
square: medium tale surfaced, $1.65 
per square: light tale surfaced, 95c. 
ner square: red rosin sheathing, $55 
per ton. 

ROPE.—A very good demand continues. 
Prices are strong, with advancing ten- 
dency, due to higher costs in both 
manila and sisal fiber. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 
ard brands, 17% to 19%ec. per Ib.; 
No. 2 Manila, 16% to 18%4c. per Ib.: 
No. 1 sisal, 14% to 16%c. per Ib.: 
No. 2 sisal, 13% to 15%%c. per Ib. 

SASH CORD.—The demand is fair. 


We quote from jobbers’ stocks, 
f.0.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks: No. 8, $12.10 
per doz. hanks. 


STEEL SHEETS.—Local prices 
very low and demand continues fair. 


WIRE GOODS.—tThe call 
wire is picking up. Fence buying 
improving, but not as rapidly as was 
expected for this period. 


SASH PULLEYS.—Sales continue fair 
and about on a level with last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52ec. doz.; 


barrels, 48c. doz. 


SCREWS.—Prices, while believed to be 
at the low point, are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list: round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
aoe list; japanned, 74-5 per cent new 


SLEDGES AND WEDGES. — Prices 
are unchanged and the demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 


smiths’ sledges, 5-lb. and heavier, 
10c. per Ib.; common woodchoppers’ 
wedges, 7c. per lb. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Warranted, 50-50 


solder, $36 per 100 1lb.; medium, 45-55 


solder, $35 per 100 lb.: tinners’ 40-60 


solder, $34 per 100 Ib.: high speed 
babbitt metal, $20 per 100 Ib.: Stand- 
oy No. 4 babbitt metal, $12 per 100 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per 100 Ib.: 28-gage 
black sheets, $4.50 per 100 Ib. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.: 26 gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 Ib.; No. 9 gal- 
vanized plain wire, $3. 90 per 5100 
lb.; catch weight spool galvanized 
cattle or hog wire, $4.25 per 100 Ib.; 
80-rod spool galvanized hog wire, 
$3.67 per spool. Polished fence 
staples, $4 per 100 Ib.; 12-mesh black 
wire cloth, $2.10 per 100 sq. ft.; 12- 
mesh galvanized wire cloth, $2.45 
per 100 sa. ft.: 14-mesh bronze wire 
cloth, $6.20 per 100 sq. ft.; galvanized 
before poultry netting, 45- -10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


WRENCHES.—Only a fair volume 
sales is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
* 40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount: Still- 
son, 70 per cent discount; Trimo, 
65-10 per cent discount. 

Snap-On Wrenches. — Radio and 
electrical set, $4: No. 101 Master 
Service set, $15.25: No. 202 Heavy 
Duty set, $8. 80; No. 303 Ford Master 
Service set, $14. 85; No. 404, Universal 
Socket set, $7: No. 505-RB Screw 
Driver set. ay No. 900 Square 
Socket set, $3.7 All Snap-On 
Wrenches less 40 os cent discount. 


SOLDER AND BABBITT METAL.— 
The demand is holding steady at the 
recent advance. 


are 


STOVE PIPE, ETC.—Fall shipments 
are going out rapidly. Prices are un- 
changed, but firmer. 


for barbed 


is 


of 













ard Rate and Data Service. 


write: “You don’t owe us a dollar. 


“YOU DON’T OWE US A DOLLAR” 


Here’s a suggestion for getting back good customers who have ceased to buy of you for reasons 
unknown. Send each of them a statement with name filled in, and in place of the ordinary items 
We wish you did.”—From Service Digest, published by the Stand- 
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The live hardware 
dealer says: 


“IT Made a Slight Mistake 


‘““At the County Fair the other day I 
heard one housewifely looking lady say 
to another “Have you seen the chicken 
canning over there?’ 


‘I rushed right over to the booth. A 
pretty girl with blond hair was teach- 
ing the women to can the old hens and 
surplus roosters in late autumn, thus 


BOSTON saving grain and the labor of feeding. 
WOVEN HOSE & fe . 
RUBBER CO. When I got home I ordered some 
Cambridge, Mass. more GOOD LUCK rings for the 
ne eae Sa meatcanning season in November. _ It 
mands of Garden Hose wasn’t much of a mistake after all.”’ 
BULL DOG, 
GOOD LUCK 
and MILO 


Also 


Good Luck Jar Rings * 
Good Luck Hose Washers 
Bull Dog Friction Tape 
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“It certainly is gratifying to 
know how highly I am 
regarded !”’ 


: ' CORRUGATED 

ver since WITT CANS PAILS were 
first put on the market, nearly 25 years ago, 
we have received the highest indorsements 
as to their merits from dealers and users. 


Their economical durability, their absolute 
sanitary qualities, their general superiority 
in all ways placed them in front and keeps 
them there. 


There is a ready market for WITT Cor- 
rugated Cans and Pails made for you by 
national advertising and the recommenda- 
tions of satisfied users to their neighbors. 


WITT Corrugated Cans and Pails are 
worthy of your inspection. We cannot rec- 
ommend them too highly to you. 


If your jobber is unable to supply you write 
or wire us direct. 





Rae. a Our Brighton 
— a ‘ medium weight 
} a 4 line of cans and 
: ; i pails is exceptional 
ay . value for the 
iti cdevac ar 5 money. Ask your 
3 Bt) e fe - jobber. 
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-WITT CORNICE CO. 


OHIO. 


CINCINNATI, 


THE YELLOW LABEL MEANS QUALITY” 
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CREDIT MAN—SALESMAN 
(Continued from page 54) 


reeveeeereecreces 


naturally not surprised to receive a letter of thanks; 
but when we close up an account—when we write that 
we have gone out of business—then it is surprising 
and very impressive to have some one write us a 
friendly letter expressing their thanks for all the busi- 
ness we have done with them in the years past. 

Some one once said to me that almost everybody 
in the world is lonesome. I believe there is a great 
deal of truth in this. It is not exactly lonesomeness. 
I should put it that almost everybody in the world 
feels a certain lack of something in their lives. Some- 
times we do not even know what this lack is. We 
feel that we are just not getting all out of life in the 
way of human contacts that we should. This is why 
we sometimes receive a very surprising response to 
some little gesture of friendship or sympathy. Let 
me illustrate: One day after luncheon I happened to 
stop for a moment at the front door of our store 
smoking my cigar. Now one of the cells in my memory 
got busy and somewhere out of the past years regis- 
tered that this day was the birthday of an old friend 
of mine I had not seen for a long time. I do not 
know why I happened to think of this friend or his 
birthday. I had not thought of him for months. Any- 
how, I just sent him a telegram more than half way 
across the United States with my birthday greetings. 
You should have seen the letter I received from this 
man. He is successful. He is well off. He has a 
high business position. He wrote me that my birth- 
day greeting was the only greeting he received from 
anybody and then he wanted to know how I happened 
to know or remember his birthday! Now this man 
is not a bit sentimental. He is what you would call 
a “cold proposition,” but my unexpected telegram on 
his birthday certainly did get down under his skin. 
He does not buy goods in our line but I am sure if 
he did that our salesman on his next trip would have 
landed a handsome order! 

I am writing this article from the standpoint of 
the credit man. Of course I know just what all the 
credit men will reply—‘‘How much time do you think 
I have to be writing letters such as you suggest? It 
is all ‘I can do now to get through with the day’s 
work.” All I can say in answer to this is that some- 
how some men do find the time. 

A credit man has a wonderful opportunity to help 
his house by writing the right kind of letters. If he 
is fond of letter-writing, what a lot of fun he can get 
out of this pastime himself! Then, trying to develop 
along the lines I suggest will have a very peculiar 
and unusual effect upon the credit man himself. I 
know very well that credit work will make a pessimist 
of a saint. I know you see the seamy side of human 
nature. I know your disappointments. I know all 
the promises that are not fulfilled, but don’t you see, 
it is just on account of all these things that it would 
be so remarkable if you yourself did not become a 
pessimist but, on the other hand, developed an unusual 
talent for writing friendly, human and _ inspiring 
letters ? 

Now just a word in conclusion. July and August 
were pretty dull months. A great many people were 
away on vacations. I got out a one-page letter to each 
of our salesmen, calling for their very best efforts 
commencing the first of September. I reminded them 
that vacation time was over. Then in the blank space 
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at the bottom of each of these letters I wrote in my 
own hand a few words of confidence in each salesman, 
viz., “We can always count on you.” “I know you will 
do your very best to give us a good September.” Our 
sales manager came to me with one of these letters 
and said—“It is a shame to write this man in that 
nice way. He has been laying down on the job. I 
feel like firing him.” “All right”—I replied—‘but let’s 
see what he will do in September first. If he does 
not do well, we can fire him afterward.” I received 
the most appreciative letter of all from this salesman 
in acknowledgment of mine. I have been keeping 
track of his sales in September and he is doing better 
than he has ever done before. Don’t you see, all this 
man needed was a little encouragement. 

Next week I will write about the salesman’s end of 
the credit problem. 





A CREDIT MAN’S JOB 


Were I asked what I considered the most important 
part of my work as a credit man I would be obliged to say 
“making better customers out of poor ones.”—H. Uehlin- 
ger, Hilo Varnish Corp. 








OVER-THE-PHONE 
ORDERS 


By A. Rowden King 


As competition is more stren- 
uous, the importance of keep- 
ing overhead at the minimum 
becomes apparent. One of the 
reasons why the chain stores 
succeed is because they min- 
imize overhead. They use inex- 
pensive store fixtures wherever 
practical. They do not mind 
keeping a customer or two wait- 
ing, provided their every clerk is thereby kept busy 
and working the maximum amount of time. 

The successful retailer of the future is bound to 
be he who has arranged so that two clerks will do 
the work of three. And one step in that direction 
can readily be taken if a greater proportion of or- 
ders are taken over the telephone. It has been 
shown that the average order can be attended to by 
a clerk over the telephone in a fraction of the time 
required over the counter. 

A Chicago newspaper recently undertook an in- 
vestigation along these lines, placing watchers to 
make note of the comparative size of over-the-coun- 
ter and over-the-phone orders in a representative 
retail store. With stop watches, they recorded the 
length of time consumed in each. This investigation 
showed that the phoned orders ran almost double 
with the counted orders as far as total in dollars and 
cents went but occupied far less of the clerks’ time, 
the figures showing 1 minute 57 seconds for phoned 
orders on average sales amounting to $2.94 and cov- 
ering 5.4 items as compared with 6 minutes 30 sec- 
onds for counter orders taken-for-delivery, averag- 
ing $2.53 and seven items each, and as compared 
with 2 minutes 8 seconds for counter-orders-carried- 
out, averaging $0.55 and 1.82 items each. 

In other words, the phone orders required one- 
fourth of the time that the average of the two kinds 
of counter orders showed and they averaged nearly 
twice as much in value as the average of the latter. 
Surely the telephone is a very much worth while 
assistant clerk in the average retail store. 
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Show 


dale 
Eveready 


focusing 


feature 


The control 
is in this 
End-cap 


A Twist of the wrist changes Ever- 
eady’s rays from a widespread light 
to a long narrow beam, or back again. 
This applies to the Eveready Focusing 
Flashlights with 200, 300 and 500 foot 
range. 

To focus one of these long-range 
Evereadys, press the switch-button and 
slide the switch-bar forward. Turn the 
end-cap until you have the smallest 
spot of light. 

This will give you the longest range. 
For close-up work, turn the end-cap 
until you have a widespread light. 

Demonstrate this focusing feature. 
It will increase your sales of these 
popular outdoor lights, 








ee Ey 


The focusing device is another of the - 


features which make Eveready the out- 
standing portable light for every pur- 
pose and purse. Ask your jobber. 
Manufactured and guarantecd by 
NATIONAL CARBON CO., Inc. 
New York San Francisco 


Canadian National Carbon Co., Limited 
Toronto, Ontario 








FLASHTIGHTS 





No. 2671—Ever- 
eady 2-cell Focus- 
ing Spotlight with 
200-ft. range. 


+ A + 
Eveready Unit Cells 


fit and improve all 
makes of flash- 
lights. They insure 
brighter light and 
longer battery l:fe. 
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i’ BATTERIES 


—they last longer 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 
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BRUSHES 


An assortment of different 
styles and sizes. 





Send for Catalog covering a 
complete line of Brushes and 
Brooms especially made for 
the Hardware Trade. 


MILWAUKEE BRUSH MFG. CO. 


MILWAUKEE, WIS. 
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Building Buying Power 


OW the business men of Lee County, Iowa, are 
H building buying power in their community and 
increasing and stabilizing their business is an 
interesting chapter in progress which may be emu-. 
lated by hardware dealers everywhere. 

The Pig Club is the medium through which they 
work. Two hundred business men advance funds 
to buy a pure-bred gilt pig for each of two hundred 
boys and girls, whereupon each boy and girl draws 
a business man for a partner. The pig is fed and 
cared for by the youngster and is bred to a good 
Hampshire boar. 





A year from the time of distribution the four best 
pigs in the litter are shown at the Annual Picnic at 
Donnellson. Prizes are offered for the best litters 
and individuals. At this time the business-man part- 
ner draws his choice of a pure-bred pig and a market 
pig from the litter, whereupon the sow and the bal- 
ance of the litter become the property of the club 
member. 

At the Fourth Annual Picnic of the club members 
and their partners which was held at Donnellson on 
June 25 and which incidentally was attended by 1500 
people, it was stated that club work had added $30,- 
000 in increased wealth of the county, to say nothing 
of the good-will and community spirit which come 
about because of this cooperation. Five years ago 
there were but few pure-bred swine in the county, 
whereas they are now numbered by the hundreds. 

Vermazen & Seyb, hardware dealers at Donnell- 
son, Iowa, are enthusiastic supporters of club work. 
In the accompanying picture they are shown in front 
of their establishment together with the Extension 
Agents. It is stated that these gentlemen and other 
business men who are partners of the boys will stop 
work any time to talk about the Hampshire Pig Club 
and what it is doing in Lee County. 














’ 


Every salesman, every dealer and every dealers 
salesman must visualize the fact that three-fourths 
of the potential use and consequent market for 
paint and varnish is unsold; in other words, for 
every 25 cents now sold there is 75 cents unsold, 
because it is not used or applied on surfaces for 
which there is economic need to stop the rot and rust 
tax.—Charles J. Caspar, Central Manager of the 
Pittsburgh Plate Glass Co. 























September 18, 1924 


SELLING THE SLOW PAYERS 


OST of us eliminate the slow paying customers be- 
MI cause we feel that they are unprofitable. May I 

tell you confidentially that our organization makes 
a practice of selling “slow payers,” and we do not worry 
as long as we feel reasonably sure that they are making 
money, when we know that they will finally pay and make 
splendid customers. Surely we cannot cure the bad debt 
evil by giving too much credit to those who cannot reason- 
ably absorb it. A false standard of living is frequently 
established on the strength of credit instead of profits, 
which is frequently the result of a too liberal dispensing 
of merchandise—H. Vehlinger, Credit Manager, Hilo 
Varnish Corp. 








MAKING DEALER HELPS 
HELPFUL 


By A. Rowden King 


A large national advertiser 
recently took occasion to in- 
quire of its thousands of re- 
tail dealers what types of 
dealer helps they would most 
prefer to receive from it. The 
returns showed 43 per cent of 
them for window trims, which 
of course means nearly one- 
half. Thirty-two per cent of 
them wanted window panels, 26 per cent store hang- 
ers, 17 per cent envelope stuffers, 13 per cent mail- 
ing cards and so on down the list. 

In view of the fact that window trims came high- 
est on this list, it is interesting to note that Philip 
L. Thomson, president of the Association of National 
Advertisers, recently made the remark that six 
members of that association paid $1,400,000 in 1923 
for dealer-helps material, a large portion. of it win- 
dow trims, of which they estimate that 75 per cent 
was wasted and never used. 

It should be needless to observe, for the benefit 
of the national advertiser and of the dealer, that 
the dealer help (window trim or otherwise) which 
moulds and rots in the dealer’s damp cellar is cer- 
tainly not very helpful to anybody. 

If such a large percentage of retailers want ex- 
pensive dealer helps and so few, relatively, see fit 
to make use of them, wherein lies the difficulty and 
what shall be done about it? 

There is an old adage to the effect that what we 
easily get we lightly hold. In other words, we value 
something-for-nothing at just about its cost to us. 

The time seems to be coming when dealers shall 
be regularly asked to pay for their dealer helps, at 
least that they shall be asked to pay for what dealer 
helps they do not use ofter they have asked for 
them. The plan is being increasingly adopted by 
advertising manufacturers of either charging out- 
right for dealer helps or posting such a charge tem- 
porarily until proof shall arrive that the material 
has actually been used. This plan seems only fair, 
since otherwise the present great amount of wasted 
dealer helps material represents a sizable cost which 
must be saddled upon the cost of the product to be 
paid by the consumer, resulting in fewer sales and 
less satisfactory conditions for every one concerned. 
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COLD-CHISEL JAWS 


AND 
ALL-TOOL-STEEL FRAME 


Jaws correctly hardened and oil drawn 
like a cold chisel—a strong, solid frame 
forged from one piece of high grade tool 
steel—these are but two of the reasons 
for the satisfaction there is in using—or 


selling—a 
DIAMOND 
Adjustable Wrench 


“GNOWVIG- — 


They 


The tool ‘‘made for mechanics.”” 
please the particular. 
Write for complete Catalog. 


Manufactured and Guaranteed by 


DIAMOND CALK HORSESHOE 
COMPANY 








DULUTH, MINN., U. S. A. | 
Diamond Tool Steel Wrenches Make Fast Friends Fast. 


Len 0395uN0i-do0ua 
<3 13731S-—001 
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A Decided Improvement 


The “Mitchell Quality” Window Refrigerator 


The only Adjustable Window Refrigerator on 
the Market that can be attached to any window 
and completely fill all openings—top and sides. 

A satisfactory and convenient compartment for 
holding food-stuffs outside of kitchen or pantry 
window. Serves as a tremendous help in the 
sick-room as window can be raised or lowered 
without admitting wid, snow or rain. 

The development of the “Mitchell Quality” 
Window Refrigerator greatly increases the sales 
opportunities of the hardware dealer in every lo- 
calitv. It is practically self-selling with large 
profits. Every housewife is a prospect. 


Write us for interesting details and prices. 
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The G. F. Mitchell & Sons Co. 


E. 65th & Cedar Ave., Cleveland, O. 
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NOT MERELY “ANOTHER LINE” 
BUT A BETTER LINE OF BRASS 
GARDEN HOSE SPECIALTIES 


The 
“MARCUS” 
Line Is 
Featured 
by Ma- 
chine - Cut 
Threads on 
Every Piece We Make 
—A QUALITY LINE. 


BUT THE PRICES ARE RIGHT! 


The best. way for Jobbers to become really informed on the desirability of this line is to send for samples 
—we guarantee the actual product to measure up to the samples sent. Just drop your request to— 


MARCUS IRON WORKS PEORIA, ILLINOIS 





















In 12 days they ordered 10,000 dozen 


PREMAX ALL-METAL HAME Preceding this public announcement, ad- 
FASTENERS have been popular vance orders were placed in 12 days for 
sellers for twenty years. , more than 10,000 dozen of this NEW 


Now we announce the NEW PREMAX : pest 
HAME PASTENER. laigevl in. e  T 
Note its points of outstanding merit. 


many points. Simplified construction. 


As much an improvement as our former Order TODAY and be ready to serve 
PREMAX FASTENER was ahead of horse owners with this BEST of hame 
leather straps twenty years ago. fasteners. 


8 Points of Superiority 


| —Lever method of tightening without cotter pin. 2—Tightened 
on collar. 3—Slide hook at right over chain to desired link. 
Lock tight by pulling lever to left. 4—Adjusted correctly and 
quickly each time harness is put on. 5—Removal of harness 
leaves this NEW PREMAX held securely to one hame by spring. 
Cannot drop off. 6—Flat chain links far stronger than open 
type links. 7—Rust-proofed finish, 8—LOWEST PRICE ever 
quoted on hame fasteners result of <n sturdy construction 
and great production. 


Orders Filled in Rotation 


The great demand for this NEW PREMAX FASTENER before 
generally announced to the trade indicates that even our large 
production will be taxed for some time to fill first orders. YOU 
ORDER TODAY SHOULD THEREFORE BE FOR YOUR 
SEASON'S REQUIREMENTS 
Each order brings liberal supply of Snappy Counter Display 
Cards, Window Posters, Envelope Stuffers. 

Order from Your Jobber Now! 


NIAGARA METAL STAMPING CORP. 
Niagara Falls, Dept. B924 New York 


The New PREMAX , 
HAME FASTENER 


PATENT PENDING 


CLOSED 









Priced 
to Retail 


25c. 
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Hold Fast to Quality 


Some merchants go along for awhile selling 
dependable wrenches—suddenly someone 
offers them a “Bargain” and they fall for the 
prices. 


Other merchants come right out boldly 
and say: “You can’t fool us—we’ve heard of 
these ‘Just-as-Good’ wrenches before, but we 
keep right on selling COES Wrenches, be- 
cause during all the years we have sold them 
we have never lost a Customer, because 
COES quality is always the same.” 
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Leading Jobbers Handle Coes Wrenches 


COES WRENCH COMPANY 


“In business since 1841”’ 
Worcester Mass. 


Selling Agents 


John H. Graham & Co., 113 Chambers Street, New York 
J. C. McCarty & Co., 29 Murray St., New York Fenwick Freres, 8 Rue de Rocroy, Paris, Frarice 















PEERLESS LEVELS 


Attract Trade That Becomes Permanent 


The mechanic is judge and jury in the selection of his tools PEERLESS LEVELS were designed and patented by prac- 
and working equipment. Knowledge and Experience are _ tical bricklayers. Made by skilled mechanics for profession- 
his buying guides. To cater to his requirements means a_ als. Their construction incorporates the highest quality ma- 














permanent source of profit to the hardware dealer. terials, reliability, accuracy—and built to give long service. 
MASON’S LEVELS = ¢) — et @®-B|  CARPENTER’S LEVELS 
PLASTERER’S LEVELS PEERLESS ALUMINUM LEVELS BRICKLAYER’S LEVELS 


Single Plumb each end. Made in 3 sizes, 12-inch, 
1 77 


18 inch. and 24-inch. 2” x 1% 





_ Write for Prices Catalog on Request 


PEERLESS DOUBLE PLUMB ALUMINUM LEVELS 
Made in 24”, 26”, 28” and 30”. 2” by 1%”. 


OVAL OPENINGS PAINTED WHITE HAVE MADE PEERLESS LEVELS POPULAR 
No. 550 BRASS BOUND LEVEL No. 5 HARDWOOD Brass End Plates 








No. 550 Peerless Carpenter’s Level is bound on all four edges. No. 5 Peerless Carpenter’s Level. Made of thoroughly sea- 
Six glasses, two plumb glasses at each end and two level ’ sp . ; 

glasses set in Patented Brass Sockets. 24, 26, 28 and 30 in. soned hard wood, kiln dried. One plumb glass at each end. 
long. Same lengths as No. 550 Level. 


The Peerless Level and Tool Co. Sterling, Ill. 





































































The Ney 


Reputation 











Earns You 


Profits 











Once __ definitely 


products and honest service. 


hardy test of years. 
dence remain unbroken. 


tomers. 

In selling Ney dairy barn 
equipment you share with 
Ney the benefits of a proved 
and established reputation 
built on the solid foundation 
of fair prices, honest dealing 
and unvarying service. Cus- 
tomer confidence in Ney 
products returns you definite 
dividends in continuous 
profits. 


Original 
Genuine 






Standard Everywhere 








Stanchions Automatic Water Bowls 
Stalls ; 
Hay Carriers Litter Carriers 
Hay Carrier Steel Tracks and Fix- Hay Knives 
tures Barn Door Hangers and Tracks 
Hay Forks Wire Stretchers 
Pulleys Weldless Chain 


Tie-Out Chains 
Hay Rack Clamps 
Hardware Specialties 


Merchandise Carriers 
Steel Hoists 
Porch Swing Chains 


Jhe NEY MANUFACTURING CO, 


Established 1879 
CANTON OHIO 
Minneapolis, Minn. Council Bluffs, lowa, 


HARDWARE AGE 


convinced, the 
people who buy the kind of equip- 
ment Ney sells become staunch and 
loyal supporters of the manufac- 
turer who has demonstrated his 
reputation for delivering quality 


Such a reputation must survive the 
But once 
formed the relations built on confi- 
Indiffer- 
ent buyers become permanent cus- 

















September 18, 1924 





~direct from 
the “well to 
your Faucets 


yi 








Jor 
SHALLOW 
WELLS OR 
CISTERNS 


MYERS 


DIRECT 
WATER 


SYSTEMS 


; Long experience and 
expert workmanship have produced pumping service 
that can be found in Myers Water Systems alone. The 
Myers system when once installed will take car of itselfi—The 
patented self-oiling feature and automatic control insure this. 
They are Efficient—Safe—Durable—and Economical. 


By stocking them exclusively you will assure yourself of in- 
creased business and larger profits, for when once a Myers 
Direct Water System is installed others are sure to follow. 
The fact that water is supplied direct from the well and not 
from a storage tank will appeal to any one who is contemplating 
installing a Water System. 


The Myers Trade Mark, a guarantee of superior workmanship 
and material, is a trade asset that cannot be overlooked by a 
dealer when choosing a line of pumps, for they are sure to build 
a bigger and better business. 


_ If you are interested or want the facts, write us for complete 
information and prices. 


Aa 
IMPORTANT 
MYERS 

















PRODUCTS R 

WATER y 
SYSTEMS DEEP 
PUMPS FOR WELLS 
EVERY PURPOSE 
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By manufacturing 
Tubular and Clinch 
rivets that are made 
from the best of care- 
fully tested materials, 
that are scientifically 
designed to clinch 
firmly and drive easily, 
that have the strength 
and uniformity neces- 
sary to meet all de- 
mands and, finally, in 
establishing a reason- 
able selling price, we 
have made it easy for 
the dealer to get the 
best. 








WHAT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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1G PROFITS 
made on 
HOME COMFORT 


:WEATHERSTRIP| 
You'll make money by stocking this efficient and quick selling 4g 


weatherstrip. Hundreds of your customers will want it when 
they see it displayed on your counter. Order a reel today. 


Small Investment—Big Profits 
You make over 100% profit on Home Comfort Weatherstrip. You 
buy it for 43/c per foot, in 500 tt. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
in fuel saved. Hardware men particularly like it. It comes ona reel 
in one continuous length. This means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 

The Home Comfort Weatherstrip is a novel weatherstrip that has 

oved itself, over a period of years, to be the best strip on the mar- 
ket. It provides an insulation for door and window contacts of 
genuine cotton tufting covered with a rubberized fabric. The strip 
is cylindrical in shape with a flat nailing lap. 


6 Superior Features 
Weathertight: When in place the Home Comfort Weatherstrip 
forms a resilient caulk around window and door contacts. 

Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 
Noiseless: The cushion effect of this strip absorbs and prevents the 
noise of rattling windows and slammed doors. 
Sebi Non-Conductive: Home Comfort Weather- 
3 strip contains no metal, therefore it is non- 
DOOR iy ':\| | conductive of heat or cold. 
— 2:1 | Waterproof: The rubberized fabric covering 
a3\|\] | renders the strip impervious to moisture, ver- 
. min or decay and prevents crystallization. 
Pat. Jan. 22, 1924--The above cut Easy to Apply 
shows Wirfs’ Home Comfort : ‘ 
Weatherstrip applied to section Simply tack on—turn the corners. That is one 
a perfect weathertight contact. Ofthereasons why the Home Comfort Weather- 
age strip is such a big seller. Nearly anyone can 
HOME COMFORT apply it. No expensive mechanic needed. No 
Ee | taking down of doors or windows; no mitering, 
— no sawing, no waste. It is rustless, metalless, 
woodless, waterproof and flexible. It isthe 
only insulated cushion weatherstrip. 


Sells on Sight 


This handsome display stand that demon- 

strates the Home Comfort Weatherstrip will 

be sent you with your initial order of 500 or 

more feet. 

Put this stand on your counter. It will build 

weatherstrip sales for you. Send in your order 

now for this big money maker. We prepay all 

shipping charges. 

Here’s what one dealer says: “We appreciate your hand 

ing over your inquiries to us. Some nice orders have resulted and we are 

doing a big business on Home Comfort Weatherstrip.” 

Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 
E. J. Wirfs Organization - St. Louis, Mo. 


Sole Manufacturer and Patentee 


MAIL THIS COUPON 


E. J. Wirrs Orcanation, 1288. r77x Sr., Sr. Louts, Mo. 
Please send mea ....... foot reel of Home Comfort Weatherstrip at 434c per 


foot. To retail at 10 per foot. Enclosed find check, money-order, cash for $....; 
@ or more 500 ft. reels, 4 1-2c per foot.) 
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In Hollow Screws, the strength 
of socket is the main strength of 
a Dealer's sales-talk. 


Taking stock of the cold-drawn 
ALLEN, you could say that its 
30% extra strength is a fair 
measure of its extra salability. 


Users know “ALLENS” as the 
30% stronger screw—-and Allen 
Dealers know that they know 
it by the solid evidence of their 
sales records. 


Strength of socket is the strength 
of your Hollow Screw line. It’s 
mostly on the strength of that, 
that we re asking if you wouldn't 
like full information. 


THE ALLEN MEc. Co. 


139 Sheldon St., Hartford, Conn. 














Halter Chains 


Will tie the strongest cattle 
or horses, but will not tie up 
your money. Dealers who 
stock Hodell Halter Chains 
find a ready market and a 
quick turn-over for them. 


The Hodell line of Halter 
Chains, Tie Out Chains and 
Cow Ties, are sure money 
makers for dealers. 


Hodell Halter Chains are 
supplied in Bulldog and Ho- 
dell pattern complete with pat- 
ented malleable swivel snaps, 
sliding rings and toggles in 
standard lengths, sizes and 
finishes. 


Liberal prices upon request. 


Was Cal PRODVVETS SO 
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CORBIN 


SCREW 
PRODUCTS 
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Wood Screws—Machine 
Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 


ers, Register, Sash and 
Ladder Chains. 
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Cuts them easily and quickly, saving 


hours of time and a vast amount of 


We shalt be pleased to 
hard labor. 


furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW. 
CORPORATION 


The Americen Hardware Corporation 
Successor 


229 High Street, 


New Britain, Conn. 


The cost of a Bolt Clipper of good, 
practical size is so low as not to be 
considered in view of the efficiency 


of the tool and the saving resulting 
from its use. 





If you are handicapping yourself with 
the old-fashioned method—coldchisel 


or hack saw —get acquainted with 


PORTER’S BOLT CLIPPERS 
without delay ! 


Ask your tool dealer or write 
direct to us for descriptive B h 
booklet. ranches: 
New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 





H. K. PORTER, INC., Everett, Mass. 
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It’s the articles in the tray that count 


ND here’s a tray that contains articles which 
are easy to sell and mean quick turnovers 
at a good profit to hardware dealers. 


Measuring Tapes with simplified-reading, black 
finish and top graduations; plumb bobs with screw 
caps, steel points and perfect balance; folding rules 
with joints that will not slip nor pull from the 
rule — articles that fully satisfy your trade. 


The tray is well-constructed, of golden oak finish, 
and compact in size—it attracts and holds interest. 
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In other words: THE TRAY THAT PAYS, 
List Price, $18.50 


Net Price and circular on request. 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches Philadelphia Washington 
a ° “_— York Sesser 
Orleans Pittsburgh ; 7 
San Deaneien Chicago, Illinois 

















Easy to Attach—Holds Door Securely 


~~ 
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Slight Pull of Chain Releases Lock 






Oe ere 


This necessary fixture for every garage is simply and quickly installed 
with a hammer and screw driver. It holds the door open against the 
strongest winds, absolutely preventing the possibility of the door swinging 
and damaging the car. The lock is released with one slight pull of the 
chain. A dependable holder to save time and trouble every day in the 
year. , 


GRIFFIN GARAGE DOOR HOLDER 


(Catalog No. 1914) 
Adapted to either right or left hand by merely reversing the keeper. Each 
part is carefully made of wrought steel to stand its share of strain. Is 
strong encugh to hold the heaviest garage door made. Finished in Japan 
or Galvanized, and packed with screws and full instructions for attaching. 
No garage is complete without them. 


For Use on Public Buildings 


Churches, theatres, schools, or any public buildings having doors opening 
oe oe a out represent another large market for this remarkable product. Write 
se | if for complete details today. 


$ GRIFFIN MANUFACTURING CO. 


45,Warren St.NewYork ERIE,PENNA. 74w.LakeSt.chicago, Ii. 
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BUILD YOUR PROFITS WITH 
CYCLONE COMPLETE FENCE 


Cyclone “Complete Fence” enables you to steel framework, gates and all fittings, to 

give specialized fence service in your com- erect fence complete. 

munity. It enables you to get the better, Complete directions for erecting go with 

more profitable jobs. each job, making erecting easy. 

Cyclone “Complete Fence” is made up Write Dept. 29 for catalog, showing many 

specially in the Cyclone factory, according beautiful patterns of Cyclone “Complete 

to purchaser’s diagram. Includes fabric, Fence.” y™N 

yclone \ 

CYCLONE FENCE COMPANY Geared” 


vemce 
an ‘ 


Factories and Offices: 


Waukegan, Ill.; Cleveland, Ohio; Newark, N. J.; Fort Worth, Texas; — Cal. (Standard 
Fence Co.); Portland, Ore. (Northwest Fence and Wire Works 


CYCLONE FENCE ePhad Siw 
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MAND AND POWER PUMPS FOR ALL USES 


~~ GET THESE INSIDE FACTS! 


The Atlas (detail view oa delivers ih allons r hour. IT IS THE 
LOWEST PRICED PUMP OF ITS ACITY ON THE MARKET 
TODAY WHICH gives you ~~ sound co of construction: 
CYLINDER is brass lined. 
CYLINDER and VALVE DECKS cast in one piece,—can’t pull apart. 
VALVES ies metal, faced with rubber 
ee — brass ; pag oe machine cut and enclosed by cast iron 
guard earings are bab 
CRANK ND OF CONNECTING ROD has split or a org | up wear. 
wheat. PLUGS provide insurance against freezing. L POCKETS AND 
PS insure thorough lubrication. -CROSS HEAD GUIDE keeps all 
moving Fg in perfect alignment. 
You can sell this high quality pump at a competitive price because we pro- 
duce it in cost cutting quantities. 
Complete Pump Catalog On Request. 


THE DEMING CO. Est. 1880. SALEM, OHIO 





ee ES + 0% 6.000 obo cee ctesdeqeseuaebeeses Southern Supply Company 
NRE RR ie SNS Aa Pam ep Henion & Hubbell, 217-221 N. Jefferson St. 
Deming “Atlas” Double-Acting Power Pump ed ccna cn bunede saa veh: Hendrie & Bolthoft Mfg. & Supply Co. 
Fig. 691 for general water supply and Pneu- sc oie 5% A Bi REF RET eo 28. Standart Bros. Hardware Corp. 
matic Service. es ciate hades kee ws Ronen English Tool & Supply Co. 
a os 6h a no 4 60 2 sO E TERRE RSC eee be cee6sCerens Laib Company 
ie re i a, en ek ce a es ae es Sydnor Pump & Wells Co. 
oy, SEE Say pene Harris Pump & Supply Co., 316 Second Ave. 
ES van cee es id enone nes dU Reoneeeeendseeba Crane Company 
PEPE cc vcccccccccoeceusece sibtccoseete Central Supply Company 
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You, Too, Can Be Independent! 


When a retailer buys Champion Lamps there are fio 
strings to the deal. You have no contracts to sign, no 
reports to file, no specified amounts which you are forced 
to purchase. Stock as many Champion Lamps as you 
can sell in 60 days. Champions sell at a better profit and 
their quality is sure to satisfy the householders, and will 
bring them back for more. Your jobber knows the story. 
Our free counter display does the selling. Write. 


CONSOLIDATED ELECTRIC LAMP CO. 


208 Maple Street 
DANVERS MASS. 
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x Mr. Retailer: You can supply yourself with . 
? ma FOR SURE REPEAT BUSINESS 9 
eo. ~ | @-: | Licensed under General Electric Company's Incandescent Lamp patents | lie gy 
| of HENRY DISPLAY cTAc Kes £0 } 
a ne ee | 
~ Goods Well Displayed Are Half Sold 
A Below Is The Way Henry Display Racks Do It NJ 
V C 
E R 
E 
Y & 
O S 
U : 
R 
~ $ 
p A 
A ee eo WOT L 
™ E 
F An Order Sent To-day Starts Increased Sales Your Way S 
PREPARE FOR THE HOLIDAYS 
ol CP. HENRY CO. AUBURN, N. Yo 
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The Stick to “One Brand” 


Customer 


You’ve met his kind. He won’t buy anything, 
unless it has been tried and proved worthy. 


QULUUHUITL LULU WONIOUNGUAEEUUULN LHL 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 
able service. 


AINTED SCRE 
WIRE CLOIM 


<= a 
Naturally he says: “Perfect Brand’ when he 


wants Screen Wire Cloth with a known reputa- 
tion. . Keep stocked on the standard sizes. 


Your Jobber does—he knows. 







UANVHLAUUNLLLLL: 10 ee TUM UMMM MMU MUTT MOT 


Ludlow-Saylor Wire Co. 


St. Louis 


UUUTUUUUUNLN STs 





Painted Missouri 


Galvanized 
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This Is Weatherstrip Time 


Now is the time for every hardware man to stock up for the fall 
weatherstrip business. What share of this business you will get 
will depend on the kind of strip you handle. By taking on Economy 


Weatherstrips you will be sure of a full share and good profits. f 
‘4 


Complete Equip- 
ment in Each Carton 


Complete equipment for door or 
window, with instruction sheet 





and nails, is contained in a handy 
carton. To make handling easy 
for dealers, they are put up in 
boxes of two dozen cartons. 
Feonomy Strips come in_ two 
sizes of whew, sar’ x 3” x 
36” and 42” x 42” x 42”, and 
two sizes of doors, 36” x 84” 
and 42” x 84”. The carton for 
36” window retails at $1.89 and 
42” window at $2.21; carton for 
36” door retails at $2.01, and 
42” door at $2.14. Subject to 
regular discounts. 

Our Sales Plan with Advertis- 
ing Leaflets makes selling easy. 
Hardware jobbers and dealers 
are furnished small sample win- 
dows completely equipped with 
‘Economy’ for display purposes, 
and to assist their salesmen. 





Features That Make Sales Easy ! 


Economy Weatherstrips are bronze and will not rust. They last a lifetime and 
cost no more than cheap, temporary iy > They can be easily installed by 
anyone without even removing window. <eep out dirt, dust, drafts, rain and 
snow. 


acess ( | | P COUPON NOW #2eeeeeeeeeeeart 


Hy 
' SAGER METAL WEATHERSTRIP Co. g-is-o4 & 
' 162 W. Austin Ave., Chicago aaa alas 5 
| Send prepaid 1 box Economy Metal Weatherstrip size 5 + Fay eRe ol containing § 
- 24 cartons, complete equipment for 2 doz. windows. - 
| Send prepaid 6 cartons, size a3"242"242" complete equipment for 6 windows as g 
= a sample order. 4 
: Send full information with samples. No obligation whatsoever. : 
- Te i a aie had heb ene en 6 eee aeteeetwaas : 
LIE EP SOE EE PTR TE EEE ET TT CTT TTT TTY Tt ee i t 
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mune WOOD SPECIAL 
SCREWS 












InloarlarlsS 


(Reg. U. 8. Patent Office) 


& IRON. BRASS 4 . tv 
oF “MICKELED BOY 


Dorp WS 





: WOOD SCREW CO. 
Continenta New Bedford, Mass. 


Hold the Confidence of 


Your Customers 


HEN a customer asks for medium 


Genuine Armstrong 
EN a, custon oF, medium Stocks and Dies 


crank case. He can’t be sure that he’s Are always in working order. They rep- 


getting what he asks for—and no cus- 
tomer likes that. 


























+ ean oe resent the utmost simplicity and effici- 
marked “medium.” Let him see it flow . ‘ 
into an open Brookins Measure. Then ency in operation. 


—without bothering about a funnel— 
carry it to his car, insert the Brookins 
Flexible, metal nozzle in the oil port, 
and press the thumb valve. That’s all. 
You won't spill or waste a drop. You 





only make one trip for a quart or a 
Other gallon. You'll give him quicker ser- 
Brookins vice. And he’ll know that he’s getting 
Products what he asks for. 
Sa —. in copper finish in one, two, four 
| ve ~—s and five-quart sizes. . : 
Charts for service 
ee oe eis bei All genuine Armstrong stocks and dies 
for a complete set. Brookins Oil Measures in stock. . . 
They pay for them- If your jobber doesn’t—write us bear this trade-mark ° 
selves many times for samples and prices. Write 
eee for descriptive matter on Brook- 
Brookins Emergency ins Emergency Gas Can and 
Gas Can helps to Brookins Instant Price Charts 
give the kind of ser- for Gasoline Pumps. 
vice that every car 
moner expecte. rr 
Write ra descriptive | HE BROOKINS MFG. Co. 
circular, 342 Xenia Ave., Dayton, Ohio 





e 


Be Sure You Get the Genuine 





The Armstrong Manufacturing Co. 
Bridgeport, Conn. 


SERVICE STATION EQUIPMENT 
—— 



























66@99 This is the Bemis & Call Improved Ad- 

The Standard S justable S Wrench. Graceful in design, 

an all-around wrench, but especially 

Wr ench useful in corners and confined places 

—_ where the ordinary wrench is useless. 

Easily adjusted by thumb of hand hold- 

ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 


Guaranteed B. & C. Quality sells it. 
Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 
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ye THE H. L. BROWN FENCE AND MFG. CO. 
44 CINCINNATI, OHIO 


All Pickets Made of No. 9 Heavily Galvanized Wire 

















domes of | , <= a Increased Manufac- 
rnamental L rages | rN F2 aM Kooeeeeoe: “a . 
“‘—.~—lCttsC ers (RRLAADADEERDATANAREAEA © I pan tenga 
Walk. Drive and TOTP Mees tii tiia AEE EEE EEE In sn Wien Wa 
Al clculll \Licaichicnichichtll Wimaichichicnicnicnichicnlcntcnlcnl ailnt chich Metta 
Farm Gates TTT Prompt Shipments. 
Bubbich B VUQURDE  PUYAUUEREEEE EEA »CTPEEPUTEPURERT UEC ETE TELE re ANTI Sax tha Sele! 
a ee SVPRAREERY 4 BUIPRREOVERERUEUEREER ERAT O20: COPECO EREEEETT EET TLEPE BEER ERE TERETE oe Vs Sune 
Trellis IOUUQARENL | UUIERCERTYPEPERUGTERU BEES (° TEEY SOUTER POGUD APU OOD PUAD EES EL REET Prices Before 
Flower Border eee sfastuuansuiausssgl | ee You Place 
Tree Guards Spring Orders 











LIDSEEN‘2c-cOILERS 
Mr. Jobber: 


Just a few of the rea- 
sons why manufacturers 
are equipping their plants 
with LIDSEEN POSI- 
TIVE FORCE FEED 
OILERS: 


1. LIDSEEN POSITIVE 
FORCE FEED OILERS re- 
duce overhead and SAVE 
50% of OIL and TIME. 


2. LONGER LIFE—LID- 
SEEN OILERS are all steel 
and all welded. They will stand abuse and outlast any 
other make of oiler. 

3. The oil may be positively controlled, the operator 
securing a drop or a quantity at his option. 

4. Dependability—LIDSEEN POSITIVE FORCE 
FEED OILERS may be depended upon to operate at all 
times and under any condition. The spouts cannot be- 
come clogged or seams open up. 














Sets of 9, 11, 17 bits are fur- 
nished In compact cases for 
the convenience of the user. 








It isn’t hard. Every mechanic nee 
resolves itself to a question of seule hin vy ra oF toventeen times, “Bring There are many more reasons why LIDSEEN OILERS are 
out the value of the case, its use in beeping th the | bits in order and near at referred to those of any other make. Show the LIDSEEN 
hand, preventing loss, etc. Try it. OSITIVE FORCE FEED OILER to your trade, explain its 
Forstner Bits are the o enly bits that are not dependent on a center or operation, and watch the results! 
level to guide them. They cut from the outer rim. The “qutteo custees is , 
at work all the time; no jagged ends; every part of the work is smooth and Catalogs gladly furnished upon request. 


polished. They bore their way through hard, knotty, eross grained wood, 


nes rae SS ee ie ae jobber or direct. LIDSEEN PRODUCTS 


The Progressive Manufacturing Co. 832-840 So. Central Ave. Chicago 
TORRINGTON, CONN., U. S. A. 














Patented 


Quality Fittings Mean Hose Efficiency 
THE SHERMAN WROUGHT BRASS HOSE FITTINGS 


have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 
turing. It is to your advantage to carry the best. 


Sherman Hose Couplings are made of The New Diamond Nozzle. Surpasses 
heavy wrought brass —accurate ma- any nozzle heretofore offered to the 
chine cut threads—deep, clean corru- Trade. It is larger and will throw a 
gations. A high quality item. Made stream farther and more even. A per- 
in hose sizes—34”, 14", 544” and % . In fect spray is always assured. Made in 
cartons for stock. %” size only. 





Suniaeel H. B. SHERMAN MFG. CO., Battle Creek, Mich. 
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Replenish 
Hardware Your 
for Stock 
Hard-wear with 


BOMMER 


: ‘ 
} 


SPRING HINCES 


ARE THEBES 


Your dealer handles them, get 
New Catalog 47, you need it. 








BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 
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= Think What This Means 
TO YOU 


Fearlessly Guaranteed 
TURNEn poTORCH 


To supply your trade with 
blow torches that are guaran- 
teed to give lasting satisfac- 
tion on present-day gasoline 
or kerosene, effect more heat, 
with absolute safety and freedom from repairs. 
The Baffle in the burner, the one opening 1n the 
tank (above the fuel line), air adjusting tube, 
safety valve, pistol grip handle, etc., are all exclu- 
sive TURNER PATENTS and are only found in 
TURNER Products. 

Send for catalog No. 10, or order from your jobber 


4 Edgewood Ave., Sycamore, Ill., U. S. A. 


The World’s Largest Haoclusive Manufacturers of Blow Torches, Fire 
Pote and Brazers 


District Representatives 
San Francisco: Rice-Hitt Co., 623 Larkin St. 
Los Angeles: Rice-Hitt Co., 324 N. San Pedro St. 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. 
New York: The Turner Brass Works, 36 Murray St. 


No. 45 
Capacity 1 Quart 
Weight 4/42 Pounds 


























ki) No. 202 


The 
é Dead 


Show _ this 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 


ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


GD INDEPENDENTIOCKCO.®> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locke, Padlocks, and Key Blanks. 












A Big Seller 


to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big 
seller to boat owners, because it will 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 





we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 
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The Royal Line “1s ily 
stays sold 
We make a complete line of poultry supplies, brood- : 
ers, waterers, chick fountains, leg bands, and the Royal Chick Feed Trough 
like. Strictly quality troughs. Galvan- 
oe iron with smooth edges. Sev- 
You can talk with honest enthusiasm about the — ffon teeughs 78% “AIS°. cast 
Royal Line. Each customer brings others for the 
goods make friends. Royal Mason Jar 








ee Fountain 
BOERS Royal goods are advertised in the farm papers and poultry a 
Big oS OS magazines. We help move the merchandise. Extra ‘Siawe coat an 
a ea — fan 

ized iron, green 


ROYAL THERMIC FOUNTAIN Royal Mfg. Company 25s 





0°48 
Ee 
- 





ee walls of galvanized iron packed with center > waeldee 
an efficient insulating material. Reinforced | &. : ° ; 
bottom %” off the ground. Heavy handle. Toledo, Ohio used. Can be used 
Extra wide deep drinking pocket. Cone top P ° ° as chick feeder as 
Scone. alent dieu Write for prices and particulars. well as waterer. 








The name 


‘Torrid’ 


on a Blow Torch im- 
pels faith of utmost 
efficiency. 


It Expands Four Ways 


*“ Forway” 
Expansion Bolt 


is made of “Certi- 
fied” malleable 
iron known to re- 
sist moisture ancl 
last indefinitely. 





Se. - 
i me > a* 
>» : > 


The “Torrid” Blow Torch 


owes its remarkable record of excellence 
and success to the exacting standards 
under which it is manufactured and in- 
spected. Jobbers and dealers handling 
this line will endorse every claim made 
in our advertising. 


Th 
iF 
+ 
Ba 
‘ 
. v. 
2" 
A” 
ee 
i 
&s, 
~* oy 


Anchors at any 
depth — no collar 
or sleeve necessary. 
It will not creep 
forward. - 


* RE 


Sy ORG RTT Ie ot 
» ~~ . 8 
. % + Pie 2> 
* 





“Forway” Expansion Bolt is recognized by 
every user as the “Better Expansion Bolt.” 
There’s a Sample Bolt for every interested 
Dealer. 


Write for Both Sample and Prices. 


U. 8. Expansion Bolt Co. GEO. W. DIENER MFG. CO. 
Usb 190568 Feohine Ou, BY Cr 400 MONTICELLO AVE. CHICAGO, ILL. 





























r | The 
_— ‘L: ULTIMATE Wringer 


ANCHOR BRAND Ki 
Best on Earth 


Warranted for Five Years 


LOVELL MFG. CO., Erie, Pa. 


Largest Manufacturers of Clothes Wringers in 
the World 
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—— 
As Easy Riding 
As an 8 Cylinder Car 


It is quite astonishing how smoothly an Acme- 
equipped piece of furniture will glide around— 
in any direction. It will always do that, too, 
because the big, polished steel ball rolls around 
on a number of smaller steel balls—a ball bear- 
ing rolling on a ball bearing. 








From your Jobber; send for catalog 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 


Agents: 
J. ©. MeCarty & Co., 29 Murray St., New York City 
C. W. Gause Co., 693 Mission St., San Francisco, Cal. 
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“OHIO” 


Shoe Lasts and Stands 


MADE ABSOLUTELY 
OF =D) GUARANTEED 
8EMI-STEEL 
poe sa et Gr BREAKAGE 


& 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 


Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 


Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 























CARY’S 
Universal 
BoxStrapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Edge Saw 
Tooth Fasteners are made of the best 
quality Cold Rolled Strip Steel, insuring 
a perfect fastener that will not bend 
while driving. You will not find frac- 
tures between the corrugations. Special 
effort is made to have the corrugations 
uniform so that they have equal draw- 
mg strength. 

hese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made in various widths and corrugations, also in coils wound 
right and left. 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 































STEEL 
a a” MARK ” NUTS 
ZOVRENSEN =—s STEEL 

SPINDLES 


HAND SCREWS 





kg 


fa 









10 sizes Adjustable 
10 sizes Non-Adjustable 





Write for catalog and 
prices or get them 
from your dealer, 


» ADJUSTABLE CLAMP CO. 
216 N. Jefferson St. Chicago 
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Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. ‘The chair is able to move about freely with- 
out noise or scratching the floor. The felt washer acts as a 
cushion. This line is only one of our big sellers. Write for 
catalog. : 











Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 





















Walden-Worcester Display | | "857 Point 
Boards Will Make Money 


for You .. ‘ STAR 
The board illustrated con- Fy HACK SAW 


tains five each of eight of 
CLEMSON EXPERIENCE— 










the fastest-selling stock 
numbers. 


It takes up little space in 


your store—39" = 1. STAR blades were first intro- 
It will hang on a wall or on | duced in ‘‘1883.’’ Previous to 
a post. this time the Clemsons were 
The investment is small. engaged for two generations in 
The turnover should be at the manufacture of saws. Over 
least five or ten times a year. 120 years combined saw ex- 
Whether you are a large or perience has evolved this su- 
small dealer, you will find preme blade. 
our display boards profit- 
able. 
CLEMSON BROS., INC. 
Walden-Worcester Middletown, N. Y. 
INCORPORATED 

General Offices and Factory WE HAVE SOMETHING TO TELL YOU ABOUT 

Worcester, Mass., U. S. A. HACK SAWS. WRITE FOR BOOKLET. 

















Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 





Main Office and Factory Eastern Display Roome 
—————————— nn 700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohic New York City 








Heller Shelving in Payne-Oommings Hardware Oo., North Adams, Mass. 
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STANLEY 
BOX STRAPPING 


No. 3000 “Twinrold’—Self-Tightening 


eoile of 800 feet, is coiled double and has great 
et - PB ~ The ribs allow ails to be driven. ob- 
liquely, taking up the slack and drawing the strap tight. 


THE STANLEY WORKS 
New Britain, Conn. 
New York Chicago i ‘crocs Los Angeles 


Sea 
Manufacturers of Wrought Hardware 
and Carpenters’ Tools 
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Osborne High Grade Punches 





Besides Punches Gur Line inchades: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 















Reel 


A salesman in itself. 


and sold everywhere. 


Hoge Mfg. Co., Inc. 


New York Ci 


If it’s seen— it’s sold 
Lowell Clothes Line 


Hang 
it where it will work for you. 
Can be installed anywhere— 


Used for the double purpose 
ot indoor or outside drier 


and ‘takes the place of a : 
a clothes horse. Sample free. 
Write us for prices Furnished complete ready 
to attach. BURNLEY BATTERY & MFG. CO. 


215-217 Fulton Street 


BURNLEY 


The Soldering 
Paste that has 


satished cus- 
tomers for over 


23 years. 








NORTH EAST, PENN. 














FUSE 








SAFETY sei fosetcieed tha “tried by "i ym S| 


time and experience. 
We manufacture various 
brands of fuse, amon 
which you should fin 
one adaptable for your 
work. 


The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 


oo 


ICE TOOLS 


lr, yp 
Daina roOLs 


| } 


| 


| 
( 











Main Office & Works: 7 Hill 8t. 
Hudson, N. Y. 
NewYork.Roaton. Chicago, Pittsburgh 


= 


7 











BAND “J JE NOX” saws- 


SERVICE 
OISTINCTION 


QUALITY 
UNIFORMITY 





“She Soots in Lhe Plaid Bow” 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS ae 








Ice Tools and other enemens 
to promptly meet 
Write for complete price 

By Saunders Norvell 


ih Hi quirements. 
list, | 
discount sheet, display cards. jf 
Price $3.00 per copy. Order now. 


GIFFORD-WOOD CO. 
I 
Hardware Age, 239 W. 39th St., New York City 




















September 18, 1924 


HARDWARE AGE 











-LANDRETH’S 


Garden and Flower Seeds, 
Onion Sets and 
Mixed Lawn Grass 


Now is the time to place your Seed order, if 
you have not done so, for next Winter and Spring 
sowing. If you wish our traveler to call, notify 
us, and, if possible, we will have him do so, or 
send us a list before buying elsewhere, and we 
will quote you on Garden and Flower Seeds in 
bulk, in Lithograph Cartons of | lb., 4 lb. and %4 
lb., and in Flat Packets. 


We will also quote you on Mixed Lawn Grasses 
and Onion Sets. Please give us the opportunity 
of quoting. 


We are the oldest Seed 
House in America, this 
being our 140th year in 
the business. Had we not 
given good goods, satis- 
factory attention to busi- 
ness, apd fair prices, we 
would not have existed so 
long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 





COLONIAL BOY COPYRIGHTED 











The best little POST HOLD AUGER 


advertisement you ever saw is now 
running in farm papers for your 
benefit. 


IWAN POST HOLE & WELL AUGER 


® Most easily operated and fastest earth auger made. 
your hardware or implement dealer. Look for 
IWAN BROS. on han- 

™ dle casting. Not sold 
; by mail order houses, 
rite for easy diyging 
booklet on posthole diggers, hay knives, barn scrapers, 


ete. IWAN BROS., 1533 Prairie Ave., South Bend, Ind. 









| 


You can profit from it by stocking the Genuine 
IWAN (not Iwan pattern) Post Hole and Well 
Augers. 


Notice this sentence in the above adv. “Not 
sold by mail order houses.” We believe in 
helping you sell, not competing against you, so 
buy from the jobbers who can supply Genuine 
IWAN Augers. 


Most popular sizes in selling volume are 8-6-7-4-9-10-3 
and 5-inch. 


IWAN BROTHERS 


1501-1525 Prairie Ave. 
SOUTH BEND, INDIANA 


Mfrs. of post hold diggers, hay knives, snow or barn scrapers, 
revolving chimney tops, wire conductor pipe hangers, ditching 


spades and drain cleaners. 



































A standard and complete line, so 
you can supply every need of the 
poultry raiser. Fountains, feed- 
ers, hoppers, leg bands, incubat- 
ors, brooders, etc. A fine line 
for you to handle. 


New Catalog is now ready. 


Star Fountain 
For Mason Jars 


HOEFT & COMPANY, INC. 


405 N. Ashland Ave., Chicago, Ill. 
Western Branch—217 N. Alameda St., Los Angeles, Cal. 














Ashaway Lines 









, Mason Lines 
Chalk Line 
Fishing Lines 


Ashaway Lines are 
standard for length 
and weight. 


Ashaway Line & Twine Mfg. Co. 
ASHAWAY, R. I. 


Manufacturers of Braided and Twisted Silk, Linen, Cotton 
and Metal Fishing Lines 
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Russell Jennings 
Auger Bits 


Two styles of shanks—three threads for 
boring all woods 


Patented by Mr. Russell Jennings in 1855 
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THE HAMMER 
HOLDS 
THE TACK 





Robertson “Horse Shoe Magnet Hammers” 


CHESTER, 


Russell Jennings Mfg. Co. 


CONN. 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 94 Portland St., Boston 

















American Steel & Wire 


WIRF cc 


a, 0, New York, Bestes 
— . 

BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Periect, Ellwood Junior, Lyman 

NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 

ZINC INSULATED FENCES: American, Royal, Anthoay, 
National, U. S. 

ARROW T-STEEL POSTS 

CONCRETE REINFORCEMENT 

BALE TIES: Old reliable brands 

TELEPHONE WIRE 

WIRE for every purpose 


Quick Delivery. Write us for selling plans. 





Uv. ‘Protests 
fan B.A Los =. 
Portland, Seattle 





Ic. F. Wright Steel & Wire Co. 


Manufacturers of 


SUPERIOR 
Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 





ao 








RED X GASKET CEMENT 
Makes Gaskets Leak Proof 


RED X Brand Gasket Cement resists heat, 
oil and high pressure gases and is unaf- 
fected by temperature or moisture. It has 
the unqualified endorsement of expert me- 
chanics who have tested it out under sever- 
est conditions and carries with it our full 
guarantee of absolute satisfaction. Made 
only by 


SAINT LOUIS RUBBER CEMENT CO. 


3952 West Pine Boulevard, Saint Louis, Mo. 








If You Want to Sell More Vises— 


Let the Rock Island ‘“‘Radiovise’ Build a 
Permanent and Profitable Business for You 


[Its attractive bright red 
color will stir up many sales 
among the radio builders 
and “amateur” mechanics. 


A real man-sized, anvil type 
vise—just heavy enough! 
Jaws 344" Wide-Open, 4” 
Close Fitted Sliding Steel 
3eam., 





Sturdy and mechanically 
right. 


Write us for details and prices. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 






















Give Them 


Phenix Quality 88s 


In Storm Sash Hangers and Fasteners 














Show your customers the [; 
line of Window hardware that eee 

saves trouble and mishaps. Phenix 
Hangers and Fasteners are simplest, 

handiest, easiest applied, most efficient— 
that’s why they sell best. New improve- - 
ments put them in a class of their own. 

Write to-day for catalog showing full Phenix 
line, including the only non-rusting loose joint 
hinge made, and the one best fastener for base- 
ment storm #indows and porch enclosures. 


Samples free. 


Mfg.” O. 032 Center Street 


Milwaukee, Wis. 
























































































EDS 
at rT MODERNIZE 
Sees 10h STORE METHODS 
5 adequ facil f 

—" > shell a a ee “4 


venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — a one or more 
MYERS CUSHION TIRE senor me 
Deep tread steps, perenne Hor tg tires, 
" everhend track system, firm construction throughout, 
eliminate vibtation and noise and produce a ladder 
of ample strength for safety, convenience and A 
efficiency One style only—neat of design— af 
7/ attractively finished—any height — o FF 
installed—meets most 
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MANUFACTURERS OF 


BRAIDED CORDAGE 43 
AND COTTON TWINES 


BOSTON 


SASH CORD, CLOTHES 
LINES, SMALL LINES 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 
Lawn Vases 
: ONT + jg te he 

| UUAAUT AT} and Wire Work 
CHAIN-LINK 

WIRE FENCE 


rt 
Mi 
Ask for Catalog ’ 
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HOIST HOOKS 
Heat-treated, Proof- 
tested. Literature? 


J. H. WILLIAMS & CO. 
“The Drop-Forging People” 
New York BUFFALO Chicago 














THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
ARY RD., BUFFALO, N. Y. 
1000 MILIT. 











PLit. 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
enameled 


STRATTON “** “oc 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ete. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 


BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 


WE PROTECT THE DEALER. 
BS 


BROWN & _— ays ae P any 


in 


, 











Providence, R. 
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me 





HOSE 
CLAMP 


Two sizes will clamp any hose of any 
Made from cold rolled steel out of wire 
No rough edges to cut hose. Put on in less than a 
minute. Everlastingly leak-proof. Order Universa) 
Hose Clamps. demark on every clamp and car- 
ton. Get them from your jobber—or write us. 


UN IVERSAL 


Adjustable. 
diaineter. 





UNIVERSAL INDUSTRIAL CORP. 
Hackensack, N. J. 












BOLT 


“VICTOR” clipper 






Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 

















THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 


The Fred J. Meyers Mfg. Ce. 
Hamilton, Ohio 


Q. Lindemann & Co. 


BIRD pe): 
Cae = 


35-37 Wooster Street New York 







“ens 























BRU A eed Ba CU ee MHhetis 


PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 












FRAIM-SLA YMAKER 
HDW. CO., INC. 
Lancaster 


Pa, U. &. A. 





FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No sandy cast surfaces to chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 31st St., Kansas City, Mo. 














~ REQUIRES SAMPLE 











Tested and Approvea 
The Hill Champion Clothes Dryer has 
been tested and approved by Good House- 
keeping Institute and Priscilla Proving 
Plant. Advertised nationally. 


HILL CLOTHES DRYER CO. 
39 CENTRAL ST., Worcester, Mass. 
Distributors Metropolitan District 


Herman Kornhrens, Inc 
111 Murray St., New Yors City 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 














Welding Compound is best by every 





test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BoRAX COMPOUND Co. Fort Wayne, Ind. 
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HARDWARE AGE 





An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 


Classified Opp 


Salesmen, Retailers and Retail Salesmen. 


No illustrations accepted for these pages. 
Allow seven words for Keyed Box Number Address. 
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ortunities 


Set Solid, Minimum 50 words..... 900000000 6bbesecesbeec ee 


Bach 


I a a ee 


All Capitals, Minimum 50 words..... secede ceeoesooeooooess @& 
Bach additional word......-sccccccces esecccorcccecce A 
SG ET Mingdecaneécteesoursecencétecseusatesneeeus eee 
Se GE is ov oc 000640descueecscedencens cscce GO 

4 insertions, 10% off; 8 insertions, 15%. off 





Remittance Must Accompany Ord 


er 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 





Help Wanted 


Positions Wanted 








: FOR SALE 


PROFITABLE RETATIL 
HARDWARE BUSINESS, 
§ ESTABLISHED FIFTY 
| YEARS, NEAR NEW YORK 
CITY. STOCK AND FIX- 
TURES ABOUT $70,000. 
WILL SELL OR LEASE 
BUILDING. ADDRESS BOX 
G 300, CARE OF HARD- 
) WARE AGE, NEW YORK. | 














h executive office in an industrial 
concern facing big problems of sales, distribution 
or promotion. Holds two degrees from technical 
institute. Eighteen years’ practical engineering 
and organization experience. Has successfully 
directed sales work and established policies na- 
tionally known corporations. Closely conversant 
with industrial conditions here and abroad. Re- 
cently director of sales of War Department of 
U. nd Capable business man and highest type 
gentleman. 


DESIRES hi 





Detailed summary of experience on 
request. Address Box G-256, care Harpware 
Ace, New York. 





Hardware business, established 
1904, eastern Massachusetts. Stock will invoice 
about $9,000. Sales $25,000. No dead stock. 
Reasonable rent. Good reason for selling. d- 
Grose Box G-260, care Harpware Ace, New 
ork. 


FOR SALE: 





FOR SALE—Stock of Shelf Hardware, Tools, 
Cutlery, Guns, Ammunition and Harness. New 
stock put on the shelves four years ago. $4800 
merchandise inventory; $1000 fixtures. Traders 
need not answer. ©. ETTER, Greensburg, 
Indiana. 





FOR SALE—Small jobbing business in best 
Eastern section selling to hardware stores, drug 
stores, hotels and garages. Doing profitable busi- 
ness. Must sell quickly. Two thousand dollars 
good-will. Best of reasons for selling. Address 
Box G-297, care of Harpware Ace, New York. 





WANTED—10 good hardware stores, city or 
country, for cash buyers. Write or wire giving 
complete details. HUNT AGENCY, Business 
Department, 339 Brisbane Bldg., Buffalo, N. Y. 





FOR SALE—First class hardware business in 
growing town in Fairfield County, Connecticut. 
Business can be sold either with or without real 
estate and on liberal terms. ‘or particulars 
write P. O. Box 463, South Norwalk, Conn. 





HARDWARE: A rare opportunity. We will 
sell one-half interest with full control to an 
energetic, capable hardware man, or we will sell 
the whole business for cash at a surprisingly 
low figure, as other business prevents our giving 
it attention. McKinney & Co., Binghamton, N. Y. 


Help Wanted 


WANTED for Permanent Position: Orient, 
high class, thoroughly versed and experienced 
all-around hardware man. Give complete record 
of employment, including firm, positions, salary 
and term of service. State salary expected. Ad- 
pee Box G-304, care of Harpware Ace, New 

ork. 














HARDWARE BUYER 
WANTED 


ASSISTANT HARDWARE BUYER WANTED 


M 
DEPARTMENT STORE EXPERIENCE, BUT 
WILL CONSIDER ONE WHO HAS HAD 
LARGE EXCLUSIVE HARDWARE STORE 


FULL DETAILS OF YOUR HARD- 
WARE EXPERIENCE, AMOUNT OF BUSI- 
NESS ACCUSTOMED TO HANDLING AND 
AMOUNT OF SALARY UIRED. ALL 
REPLIES KEPT STRICTLY CONFIDENTIAL. 
ADDRESS BOX G-270, CARE OF HARD- 
WARE AGE, NEW YORK. 


POSITION WANTED by experienced hard- 
ware man as bookkeeper or salesman. Age 26. 
Want permanent connection. Will consider posi- 
tion with a live retail store offering atractive 








opportunity for acquiring interest in business. 
est of reférences. Address Box G-261, care of 
HARDWARE AGE, New York. 


Sales Accounts Wanted 











TOOL LINES WANTED. — Manufacturers of 
one STANDARD TOOL LINE desire SALES 
AGENCY for other HARDWARE ARTICLES 
to carry with our own. We call personally on 
the largest JOBBING TRADE EAST AND 
WEST AND ON THE PACIFIC COAST and 
sell quantity buyers only. We are in financial 
position to contract for entire output of factory 
if desired. Correspondence treated strictly con- 
fidenial. Address Box G 303, care of HARDWARE 
AGE, New York 





A) 





b. 





best of references. 
Harpware Ace, New York. 


AN INDUSTRIAL MANUFACTURER with 
an established staple product requires a sales- 
man with an acquaintance in the mill supply, 
heavy hardware, 
Wisconsin, 
Headquarters 
treate 


and manufacturing trade 

Minnesota, 
Chicago. 

in confidence. 


Application will 


Iowa and Nebraska. 


not answer advertise- 
ment unless you are a producer and can furnish 
Address Box G-287, care of 


in 


be 





an 


Write fully, 


BUILDERS HARDWARE MANUFAC. 
TURER 
York and vicinity 
hardware trade. 


requires salesman for Greater 


New 
to cover the jobbing and 
This is a real opportunity for 
aggressive, energetic young man of experi- 
ence to build up a permanent business for him- 
self and to grow with a progressive concern. 
giving complete details as to age, 
education, experience, present position and com- 
plete record of previous employment. 
Box G-281, care of HarpwarE AGE, New York. 


Address 











AN UNUSUAL OPPORTUNITY is available 
to a high grade, reliable man to call on hard- 
ware jobbers and do sales promotion work for 
an established advertised oil stove and range 
manufacturer on salary and commission, basis. 
Acquaintance with hardware trade desirable but 
not essential. Include complete details in first 
letter which will be kept confidential. Address 
Box G-295, care of HARDWARE AGE, New York. 











Positions Wanted 





last 


change. 


tract. 


Christian salesman, 32, married, car owner, 
well acquainted Metropolitan New York, seeks 
Experienced cutlery, hardware, house- 
furnishings. Now under sixty day clause con- 
ill work salary or straight commission. 
Furnish own office if necessary. Earned $5,000 
Replies treated confidential. 
Address Box G-237, Harpware Acg, New York. 


three years. 





MAN, 27 years 
experience wit 


of a 
h whol 


furnished. Add 


» with 4 years’ inside 
e hardware house and 
five years selling on the road, desires to connect 
with reliable hardware jobber with the opportu- 
nity to work into a share of the business. Best 
of references can be 
G-264, care Harpware Ace, New York. 


ress Box 








ests. 


RETAIL HARDWARE CLERK with thorough 
knowledge and over twenty 
rience in all branches of the business, both 
uying and selling. 
Good salesman and worker for employe 
Highest business references as to character, 
ability and qualifications. 


Ten years in last 


Add 


care of Harpware Aces, New York. 


years’ valuable ex- 


position. 
rs inter- 


ress Box G-284, 











DISTRIBUTOR AND SALES REPRESEN- 
TATIVE open for connections with hardware and 
housefurnishings manufacturers selling direct to 
retail stores in New Jersey and vicinity. Com- 
mission basis. Leaving October first for Pacific 
Coast trip returning November first. Will trans- 
act business en route for reliable manufacturers. 
State propositions in full particular. Address 
Box G-298, care of Harpware Ace, New York. 


MANUFACTURERS REPRESENTATIVE 
with Los Angeles office calling on hardware, 
housefurnisbing and department stores, golf sup- 
lies, etc., is desirous of securing lines of merit 
for Pacific Coast and adjoining territory. Have 
good sales force. Address Box G-283, care of 

A 


RDWARE AGE, New York. 








Sales Representatives Wanted 
7 


Wanted live wire salesmen with experi- 
ence in sporting goods to sell high quality 
baseball bats on commission basis for 1925 
season. Men qualifying must be ready 
for service October Ist. Three references 
required and photo. Address Box G 
220 care Hardware Age. 




















EASTERN MANUFACTURER of. builders 
hardware has the following territories open for 
repr ion: Western Pennsylvania, State of 
Ohio, and the cities of Baltimore and bear oe | 
ton. Write full particulars as to lines handled, 
experience and exact territory covered. Address 
Box G-272, care of Harpware Acz, New York. 


po * 








SALESMAN WANTED: A real opportunity. 


arge national manufacturer desires esman 
with an established trade to carry as a side line 


one aluminum alloy ee a new development. 


Commission 10% on all sales. Write fully, giv- 
ing references. Address Box G-286, care of 
Harpware Ace, New York. 





Salesmen interested in attractive assortment of 


.dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has d territory 


open for the right men. Only hard workers and 
those with representative lines need apply, 
all details, territory, etc., in first letter. 
Box 130, Patterson P: 


"a 
ost Office, Baltimore, Md. 





SALESMEN and REPRESENTATIVES 


wanted to call on Hardware, Electrical and Radio 
trades, to sell several very fine tools which have 
the broadest 


possible market. Also seeking 


agents i. ¥ the country. Well paying 
proposition. In writing for details, state terri- 
tory travelled and experience. ress Box 








G-290, care of Harpware Ace, New York 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 
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Sales Representatives Wanted 


Sales Representatives Wanted 








Sales Representatives Wanted 








SALESMEN WANTED. — Manufacturers of a ) 
standard line of IRON PLANES equal in qual- 
ity to regular high priced lines, but at a con- 
siderably lower price, desires salesmen in terri- 
tories still open to sell TO THE JOBBING 
TRADE cither as side line or as special—on 
straight commission basis. Territories open— 
Entire SOUTH, SOUTHWEST and FU RTHER 
MIDDLE WEST. In application state experi- 
ence, trade and territory. oy age ag ny 
Box 302, care of HARDWARE AGE, y York 








| Padlocks—Faucets 


Want a number of good side line salesmen. {| 
Line well known and good territory open. 
Liberal commission. Must have close 
association with hardware trade. State 
lines now handling and territory covered. 


Address Box G-301 
{ care of HARDWARE AGE, New York, 








SALES REPRESENTATIVES WANTED 


Men now calling on hardware, department 
store and house furnishing trade to carry 
a line of high grade bird cages, leather 
goods and specialties on liberal commission 
) basis. Reply stating age, territory now 
covering and lines you are now handling. 
Replies will be considered strictly confiden- 
tial. Address Box G-278, care of Harp- 
WARE AGE, New York. 














WANTED—An experienced salesman to sell a 
reliable hardware line East of the Mississippi 
River. Salary or commission. Give reference 
and state experience. Address Box G-296, care 
of HarpwareE AGE, New York. 





A SALESMAN’S OPPORTUNITY — An 
established well rated manufacturer whose prod- 
ucts are sold through leading jobbers and retailers 
and are now adding a new line is seeking high 
grade salesmen well acquainted with the trade in 


their territories. Liberal commission. Excellent 
future. Position permanent. Year round seller. 
State references and full particulars. Address 


Box G-293, care of HArpware AGE, New York. 








Experienced salesmen wanted to carry an old 
and well known line of heavy and shelf hardware 
side line on a liberal commission basis. 


as a 
Territories open in the following states: Arkansas, 
Missouri, Iowa, Minnesota, Oklahoma, Kansas, 
Nebraska, North Dakota, South Dakota, New 
Mexico, Colorado, Wyoming, Utah, Arizona, 
Nevada, Idaho, Montana. In reply state experi- 
ence, age, lines now representing, etc. Address 


Box G-299, care of Hiarpware Ace, New York. 





SALESMEN now calling on hardware trade 
to carry ——~ priced line of plumbers’ brass 
and rubber o Ss, On a commission basis, for a 
well-known house State territory you now 
cover and lines selling. Address Box G-279, 
care of HarpwareE Ace, New York. 








AN ATTRACTIVE SIDE LINE: For salesmen 
covering outlying and country towns with auto 
and well acquainted with the trade to sell staple 
line of hardware as a side line on a commission 
basis. Give references and details. Address Box 
G-294, care of Harpware AcE, New York. 





¢.1 





Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware Acz, 
1420 Widener Blidg., Phila., Pa. 








SALESMAN WANTED: A-No. 1 Salesman 
to represent an old established line of hardware 
specialties on a 10% commission basis, to cover 
the entire State of Michigan with the exception 
of the jobbing trade in Detroit. Reply giving 
age, lines now representing and references. Ad- 
dress Box™ G-291, care of Harpware Acre, New 

ork. 





SALESMEN: To sell on commission: Hard- 
ware, Tools, regular goods, specials and job lots, 
one to cover Chicago and vicinity, St. Louis 
and vicinity, New Orleans and vicinity. No ob- 
jection to side lines, providing they do not con- 
flict. Will pay commission on mail orders as 
well as orders taken. We have customers in 
all territories. Address Box G-236, care of 
Harpware AcE, New York. 








PATENTED DEVICE, sells to all hardware 
stores. Excellent side line. Vest pocket sam- 
ple. Moss-Schury Mfg. Co., Guaranty Trust 
Bldg., Detroit, Mich. 








The “TORREY’”’ 
A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Terrey Razor Co., Wercester, Macs 


“They Have a 
Bull Dog-Grip” 
Manufactured by 
U. &. Glethes Pim Co., Memtpelier, Vt. 
Seles Dept. 

2018 Unlen Bank Bidg., Pittebarch, Ps. 


Economy 
— anpoegnical 
Wer connecting hose 
faecets. Slips on and ve oy 


Heonomy Mfg. Co. 
56860 Germantown Ave. 
deiphia, Pa. 






































“Barre” stone-working tools— 
backed by 30 years of experi- 
ence and knowledge. 


Trow & Holden Company 
Barre, Vermont 












JOHN SOMMER’S 
PEERLESS FAUCETS 
Made of best Maple, with Leather . 
Lining and Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 
| John Sommer Faucet Co., Newark, N. J. 











American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 














Oil, Molasses and 
Dairy Gates 
Perfection Pattern 
Made in All Styles 
Syracuse Stamping 





Bow York 


Syracuse, 








<; SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD 


MFG. CO. 


East Highgate, Vt. 














BALE TIES 


Best Made — Prompt Shipment 
Baur Bale Tie Co. 


J. L. THOMPSON MFG CO. 
. Waltham, Mass. 
Tubular and Bifurcated 


—- RIVETS — 











DUMBWAITERS 


Write for eur catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 








CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 








Clamp’s Washers | 
ew Leaky Faucets 
Samples FREE 
U. S. WASHER CO. 


Box 398 
Hartford, Conn. 
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Evolution! 


Yesterday the automobile was a crude and sputtering curiosity that terror- 
ized horses—today the buggy is the curiosity and over sixteen million 
perfected motor cars swarm the streets and roads. This vast change has 
opened many new markets. Check up on your tool department—is it 
planned and equipped to meet present day needs? 


There is a tremendous unsatisfied demand among car owners for better 
tools than are furnished with their cars. If you’ve ever tried to service 
your own car with makeshift tools you know it. With the Snap-On Line 
you can supply this big car owner market the specialized tool service it 
badly needs—and make real profits while doing so. 
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The Snap-On Display Cabinet gives you a socket wrench department Ae 
that fits in logically with your other up-to-date tool lines. The invest- ee 
ment is small, the line is complete and the “What Car Do You Drive?” 
book is always at hand to answer any question a customer may ask. 
This is a tool service unobtainable from any other source. The car 
owner is waiting for it. Investigate among the car owners you know— 
then write us for all the details. 


MOTOR TOOL SPECIALTY CO., 14 E. Jackson Blvd., Chicago 
Distributing Branches in 18 Principal Jobbing Centers 


Snap-on 


INTERCHANGEABLE 
Socket Wrenchégaq : 
START YOUR 
Snap-On Wrench Co., Mfrs. | Add Extra Sockets and Handles AsNeeded = [> 
( Milwaukee : —— —--—-— 5 ES 
: Wisconsin 
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Wimature experience 
/ of three - quarters 
of a century in 
making Wooster Brushes 
has brought the greatest 
advances the industry has 
ever known. 





: Dealers: Send for our life 
2,000 types and sizes. 


| 








The benefits of all this 
experience and all these 
improvements are offered 
to you in the most com- 
plete line of paint and 
varnish brushes in the 
world—Wooster Brushes. 


-sized 188-Pound Boy cut-out, 


in colors. Ask also for proof sheet of free newspaper ad- 


Every one guaranteed vertisements—They help sales! 
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Ask your quality 
wholesaler 


A | 





THE WOOSTER BRUSH Co. WOOSTER | git 








